TECHNOLOGY DEPT. 


Vol. XXV, No. 3215 


State of the Nation’s Economy: 
Up 

| Go.tpv—Amount held by Federal 

Reserve banks increased $3,045,822 


during week ended Nov. 16 to 
$4,176,187,233. 


EMPLOYMENT — November level 
rose to 59,518,000 from October 
mark of 59,000,000, says Census 
Bureau. 


Liquor — Sales for first nine 
_ months were .7 percent ahead of 
last year. Total gallonage for 1949 
| is expected to be 176,000,000, com- 
| pared to 171,000,000 in 1948. 


GasoLiNnE—Daily U. S. consump- 
| tion in first eight months of 1949 
averaged 115,223,000 gallons, an in- 
crease of 5.9 percent over last year. 


Sree. — Production for last 
week was scheduled at 91.7 per- 
cent of capacity, compared to 
87.7 percent. in previous week. 


Frozen Foops—Total 1949 sales 
are projected at $600,000,000, 70 per- 
cent above 1948’s record year. This 
_ year’s estimate is 2,000,000 pounds, 

against 1,163,000 in 1948. 


Toyrs—Production in 1949 is ex- 
pected to pass the 1948 mark of 
$300,000,000. More units will be 
made due to emphasis on lower- 
priced toys. 


Bap Dests—A big increase in bad 
debt accounts is reported by service 
stations in Corpus Christi, Tex. 


Down 


| <Avuto Output —Week’s total of 

55,848 vehicles in U. S. plants is 

im about 12,000 under previous week’s 

_ 67,902, and well under the 117,876 
' in same week a year ago. 


Exports Shipments declined 
from $904,000,000 in September to 
$848,000,000 in October. 


DepaRTMENT Stores — Dollar 
sales in week ended Nov. 26 de- 
clined 5 percent below a year ago. 


Vacuum CLEeaNers—October sales 
of 272,520 units were 3.2 percent 
below like 1948 month. 


MANuFacturersS’ Sates — Steel 
and coal strikes caused a drop 
in October to $18,000,000,000, off 
$1,300,000,000 from September. 


Guassware — Factory dollar vol- 
ume in 1949 is expected to drop 12 
percent from last year, says Amer- 
ican Glassware Assn. 


General 


Bankruptcies — Business failures 
tose sharply to 221 in week ended 
Dec. 1 from 148 in previous week 
and 126 in like week of 1948, re- 
ports Dun & Bradstreet. 


The Newspaper of the Industry 


UNS 


DETROIT, DECEMBER 12, 1949 


6 Millionth Due 
This Week Despite 
New Output Sag 


Low Total of 55,848 
To Precede Rises 
For Balance of Year 


RODUCTION of 1949’s_ six-mil- 

lionth vehicle is likely this week, 
despite the fact that the past five 
days of output in this country were 
at the lowest level since mid-1946. 
So far a total of 5,952,257 vehicles 
has been built in 1949. 

With Chevrolet, the industry’s 
biggest passenger car producer 
completely absent from the pro- 
duction scene, U. S. assemblies 
last week included only 44,852 
cars and 10,996 trucks for a total 
of 55,848 vehicles. 

That effort followed on the heels 
of a previous week’s outturn of 
58,425 cars and 9,477 trucks—a 
total of 67,902, according to Avurto- 
MOTIVE News’ revised tabulations. 

Last week marked the ninth suc- 
cessive week that production of 
cars and trucks in this country 
showed a drop from that of the 

week before U. S. output in the 
similar week of 1948 comprised 
92,029 cars and 25,847 trucks—a 
total of 117,876. 
* * * 
OWEVER, the outlook is that 
this week’s effort in U. S. 
plants will reverse a trend that has 
been prolonged not only by serious 
steel shortages, but also by model 
changeovers at many factories. 

This week’s activity may not re- 
sult in a major production increase 
over last week’s level, but it should 
show that U. S. plants are back on 
the road toward volume scheduling. 

Daily rates should top 20,000 
units by the time Christmas rolls 
around, even though holiday 
shutdowns will restrict any full- 
week activity until after the first 
of the year. 

Last week saw most General 
Motors and Chrysler Corp. units 
wind up their model changeover 
programs, and token output of 1950 

(Continued on Page 79, Col. 1) 


LIBRARY 


19 194 


a0IT 


paste 
DEC 


SERVICE SECTION 
Pages 40-69 


$8 Per Year, 25c Per Copy 


Dealer Car Stocks Cut 


To a New 18-Month Low 


Dealers’ Average New-Car Stocks 


(In Dealer Hands or in Transit) 


Dec. 1, 1949 


BESS Ee SB — 10 Cars 


Nov. 1, 1949 


BEEBE ESSERE SSB — 14 Cars 


Feb. 1, 1949 


BES BESS ES SB — 13 Cars 


Jan. 1, 1948 


SEES Sw — 8 Cars 


—AUTOMOTIVE NEWS ESTIMATES 


Tucker Hopes All But Nil 


HICAGO.—The last remote hope 

for eventual production of a 
Tucker car evaporated last week. 
The corporation found itself home- 
less when trustees failed to pick 
up an option to purchase the huge 
war surplus plant where Tucker 
founded his ill-fated venture. 

The government took physical 
possession of the 480-acre plant 
and is presumably looking for 
bidders on the property. 

The action came during the 


Studebaker Drive in April 


All Models to Offer Torque-Converter as Optional; 
Self-Cooling, ‘No Creep’ Featured 


OUTH BEND. — Studebaker will 

market its new torque-converter 
automatic transmission at the out- 
set of the spring selling season, 
President Harold S. Vance dis- 
closes. 


———_—____________© Developed jointly by engineers of 


‘Disc a 


Sod nied SET 


HOW STUDEBAKER TRANSMISSION WORKS—The above chart illustrates the power flow 


Of Studebaker's new troque-converter automatic transmission in intermediate drive. 
developed jointly by engineers of Studebaker and Borg-Warner, 


transmission, 


The 
will be 


marketed sometime after next Apr. | as optional equipment on all Studebaker cars. Presi- 
dent H. S. Vance gave no price for the transmission, which features its own cooling system.| a threatening drought. 


Borg-Warner and Studebaker, the 
device will be available “sometime” 
after next Apr. 1 on all Studebaker 
cars, Vance stated. The Detroit 
Gear division of Borg-Warner will 
manufacture all the Studebaker 
transmissions. 

Vance said the transmission 
would be optional equipment at 
extra cost on all models, but gave 
no hint as to the price. 

Further engineering details: were 
given by Stanwood W. Sparrow, 
engineering vice-president of Stude. 
baker, and H. E. Churchill, the 
company’s director of engineering 
research. 

* * * 
ANCE said initial installations 
on a production basis will cul- 
minate nearly-15 years of research 
and experimentation by the engi- 
(Continued on Page 69, Col. 3) 





Dry Manhattan 
NEW YORK.—As far as car 
washing is concerned, this town is 
a desert in an oasis. All washing 
of both commercial and private 
cars was ordered suspended here 
last week in an effort to stave off 


As Plant Reverts to U. S. 


eighth week of the federal trial of 
Tucker and seven associates on 
fraud and mail violation charges. 

Hope of shortening the prolonged 
trial was eliminated when a de- 
fense suggestion to limit govern- 
ment testimony ended in legal 
technicalities. It appears unlikely 
that the prosecution will complete 
its case before Christmas. Then 
the defense will have its say. 


Although the government has 
taken over the plant, John H. 
Chatz, one of the trustees, said he 
had been assured by the War As- 
sets Administration that the fa- 
cility will be made available if 
Tucker Corp. is successfully re- 
organized. 

+ * * 
OWEVER, if another group 
makes a reasonable bid for the 
plant before reorganization is com- 
pleted, such a bid would be given 
prior consideration. 

The plant was turned back to the 
government by trustees Oct. 4. But 
under a lease arrangement then in 
effect, trustees retained a 60-day 

(See TUCKER, Page 67, Col. 3) 


Evidence Lacking 
On Damage to 
Roads by Trucks 


(ones, O.—More conclusive 
evidence of highway damage 
by trucks is necessary, it was 
agreed here last week at a 13- 
state conference on truck weights 
and dimensions. 

The meeting, bringing together 
highway officials from midwest- 
ern and central Atlantic states, 
was called in the hope of setting 
up standard size and weight reg- 





ulations for commercial vehicles | 


operating in the area, 

A committee of five was appoint- 
ed at the closing session of the 
two-day meeting to make a study 

(See CONFERENCE, Page 63, Col, 3) 


Average Is Now 


10 Per Outlet 


Decline to 409,551 
Laid to Shutdowns, 
Unseasonable Sales 


By Bernie Thomas 
Associate Editor 


NSEASONABLY brisk sales 

during the past two months, 
coupled with low output in Novem- 
ber, have resulted in auto dealers’ 
new-car stocks dropping to the 
lowest level since July 1, 1948, 
Automotive News figures show. 

With steel shortages and model 
changeovers still hampering pro- 
duction schedules this month, it 
appears that dealers will go into 
1950 with even lower inventories. 

According to an Automotive 
News’ survey, stocks dropped 
more than 163,000 units in No- 
vember, so that on Dec. 1 they 
totaled, including those actually 
on hand and in transit, only 409,- 
551 new cars—roughly a four- 
week supply. This compared with 
572,858 units on Nov. 1. 

Inasmuch as the Dec. 1 total rep- 
resents an average of only about 
10 cars per dealer, it is likely that 
small-volume new-car outlets had 
no cars at all to start out the 
month, Dealers had a potential in- 
ventory of 15 cars each on Nov. 1. 

- * s 

NALYSIS of the stock statistics 

shows that in November dealers 
continued to sell cars out of actual 
stock much faster than the stocks 
were being replenished. 

Added evidence that new-car 
stocks in dealers’ hands will 
shrink further during the balance 
of 1949 can be found in figures 
which show that “in transit” 
stocks totaled 233,000 on Nov. 1, 
but dropped off to 122,000 as of 
Dec. 1. 

On Oct. 1, 
totaled 278, 000. 

It is apparent that during the 
last 15 days of October and 
throughout November, new-car 
sales outstripped production. There 

(Continued on Page 62, Col. 3) 


“in transit” volume 


Top Cars 

New-car registrations for 10 
months: 
1949 Pos. 1948 Pos. 
589,536— 1 
370,520— 2 
278,100— 3 
208,713— 4 
190,098— 5 
152,090— 7 
173,555— 6 
120,068— 8 
141,202— 9 
88,004—12 
89,161—11 
86,187—13 
66,704—14 
63,458—15 
50,531—17 
96,811—10 
24,4138—138 
17,414—20 
50,731—16 
22,995—19 
2,327—22 
7,890—21 


4,014,061 2,866,303 
For further details see page 
52, today’s issue. 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 


Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
DeSoto 
Packard 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 
Ang.-Pref. 
Austin 


4—317,355 
5—266,597 
6—223,823 
1—222,654 
8—164,700 
9—148,321 
10—118,510 
11—113,741 
12—108,233 
18— 85,632 
14— 84,140 
15— 67,998 
16— 51,891 
17— 32,068 
18— 24,692 
19— 14,842 
20— 
21— 
22— 
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March ... 


Pension Plans Raise 
Price Rise Pressure 


AJOR manufacturers are mak- 

ing it clear that pension plans 
equal intensified pressure for price 
rises. 

A sweeping round of price in- 
creases hasn’t begun as yet, but the 
lid may fly off come next March, 
according to the economists. 


point out that the Ford 
and will 


get under way in March. In 
Ford’s case, this will mean pay- 
ment of 8% cents per hour per 
employe into the pension fund. 

A lead-pipe certainty, goes the 
concensus, is that pension-giving 
employers will find it virtually im- 
possible to reduce prices in view of 
the jack-up their labor costs will 
receive. 

* ¢ ee 

N EXPOUNDING upon their 

pension demands this past sum- 
mer and spring, CIO leaders con- 
tended that free old-age retirement 
benefits could be financed by em- 
ployers without building up 
additional pressure for higher 
prices. 

This argument was debunked last 
week by Ben Moreell, chairman 
and president of Jones & Laughlin 
Steel, which agreed to the Ford- 
Bethlehem formula providing for 
non-contributory pensions of $100 
a month. 

“It becomes crystal clear,” 


New Car to Sell 
ae 
For $500 Claimed 
o - 
By Air Engineer 

SAN DIEGO.—Another new car, 
light but nearly standard size, 
joined last week the list of cars 
designed by outsiders with an eye 
on the low-priced field. 

None of those “price” cars an- 
nounced in the postwar period has 
reached production. In all such 
cases the price was not based on 
production experience. 

The present contender was de- 
signed by T. P. Hall, formerly chief 
development engineer for Consoli- 


dated Vultee Aircraft, who said the 
car could be produced for $500 to 
$686. 





The design, he said, would permit 

production without extensive plant 
tooling. 
Features of the design are said 
to include aluminum and plastic 
sections and a minimum of body 
curvature, Hall exhibited a model 
called the Airway, a roadster type 
weighing only 775 pounds and said 
to be capable of 45 miles an hour 
with a 10-horsepower, air-cooled 
aluminum engine. 

It was said that T. P. Hall Engi- 
neering Corp., which Hall heads, 
plans to place manufacturing rights 
with existing plants. 

While Hall said that extensive 
tooling would not be necessary, 
auto observers point out that low 
price depends on volume produc- 
tion, and volume production de- 
pends on large expenditures for 
tools and dies. 

It is designed to carry two per- 
sons, although three can ride in 
the cushioned seat. The Airway is 
158 inches long and 58 inches wide. 

The car has a fluid drive (no 
clutch pedal), shock absorbers for 
easy riding, and many standard 


automobile accessories. 


~ 





AIRWAY CAR MAKES eo aat pee 
is a 


car Is a vicinity auto bout-ftown trans ation. The designer it can 
produced to sell in the $500 to $686 price range. However, the price is not based on 
production ex i 


by an aircraft engineer, T. P. Hall, of San Diego, 


Moreell said, “that the increased 
costs for raw materials, for serv- 
ices and for labor, which are now 
being imposed on us, must be 
balanced by corresponding in- 
creases in prices. 


Moreell said he anticipated fur- 
ther boosts in charges for raw 


materials, transportation, labor and 
other services. 
. ® * 

THER auto makers now study- 

ing pension proposals are 
Chrysler and General Motors. Both 
companies and UAW negotiators 
are giving the problem painstaking 
study. Discussions at Chrysler have 
been in progress since last summer 
and those at GM, since early No- 
vember. 

Elsewhere on the labor front, the 
UAW-CIO petitioned the NLRB to 
conduct a _union-shop election 
among the 265,000 hourly-rated 
workers of GM. NLRB officials 
indicated the vote would be held 
in February. 


The vote, to be the largest ever 
held under NLRB auspices, will 
a union-shop demand by 

the union in GM _ negotiations 
slated to commerce in March. 
The GM-UAW contract has a 


May 29 n date. 

The vote will comply with pro- 
visions of the Taft-Hartley law 
specifying that a majority of all 
employes of a collective bargaining 
unit must endorse a union shop in 
an NLRB election for the govern- 
ment to certify the existence of 
the union shop. 

A similar election, held in June, 
1948, among Ford workers, resulted 
in a landslide margin for a union 
shop. The final total was 88,943 
“yes” and 1,241 “no.” 





Dealer Schaefer Signs 
With Ford on Television 


DETROIT. — Television made 
its bow as a medium for an- 
nouncement of a new dealer last 
week when Ford sales officials 
handed Gil Schaefer his contract 
as a Ford dealer on the Walker 
Motors show. 

Schaefer has handled inde- 
pendent makes in Detroit and 
Grand Rapids for many years. 
Tom Walker continues with 
Schaefer in the new firm. The 
name Walker Motors is retained. 
Larry Doyle, Ford regional 
manager, and Eric Williamson, 
assistant Detroit district man- 
ager, appeared on the program. 















Are Postwar 


13% Million Titled 
In Years Since V-J 


By Mac Gordon 
Associate Editor 





















NEW YORK 
State Automobi 


urer; George 
standing are 


STATE 
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Elvein jr., Buffalo 


Albert Richard, Poughkee ie 


committees and the board in Albany. 


Auto Credit 





On Vehicles At 


Dealers Assn. are (left to right, 
D. Gardner, Binghamton, president; 
William Herpich, Rochester, assistant treasurer; Raiph Ww. 
William Frame, Mineola, third vice-president and NADA director; 
past president; C. D. Henderson, 

, second vice-president. Not present was Harry M. 
New York, first vice-president. The association held a two-day series of meetings of standing 


DEALERS EXECUTIVE COMMITTEE—Members guiding the New York 
ed): Albany, treas- 
Carl E. Fribley, Norwich, NADA director: 


seat Charles Godlove 






Zooms Again 


Reserve Board Reports $3,002 Million Owed 


End of October 


WASHINGTON.—At the end of| creased $126,000,000, or 4 percent, 


October, Americans were driving 
around automobiles on which they 
still owed $3,002 million in install- 
ment credit, according to the Fed- 
eral Reserve board. 

The board said outstanding bal- 
ances on automotive paper in- 


Knetzer Remains 
Free; Promises 


Payment Jan. 10 


SPRINGFIELD, Ill. — Former 
dealer Robert L. Knetzer was still 
free on $25,000 bail last week after 
being held in contempt of court for 
failing to obey an order to turn 
over $250,000 to his creditors. 


Knetzer’s lawyer promised a 
“substantial payment” by Jan. 10, 
but Attorney Phillip Listermann 
said he didn’t know how much 
would be paid. 

Knetzer’s bankruptcy petition, 
filed in October, 1948, listed assets 
of $181,000 and debts of $2,400,000. 

In a creditors’ hearing, Federal 
Judge Charles G. Briggle hinted 
that two persons involved in deal- 
ings with Knetzer might be asked 
to pay into the creditors’ fund. 

One was Clem Bothmann, partner 
in a Ford dealership in Edwards- 
ville, Ill. Bothmann admitted receiv- 
ing 19 automobiles from Knetzer 
within 120 days of the day when the 
latter went broke. 


from the level at the end of 
September. 


Automotive credit was reported 
up $1,113 million from the same 


period a year earlier. 


The FRB estimated that out- 
standing credit balances on all 
types of goods at the end of Octo- 


ber, 1949, was $17,187 million. 


This, it was said, was $388,000,000 
more than on Sept. 30, and $1,669 


million more than on Oct, 31, 1948 

According to the board, in- 
stallment credit accounted for the 
major part of the nation’s credit 
expansion during October, but the 
expansion was no greater than 
in the two previous months, 


Overall installment credit at the 
end of October totaled was up 
$1,938 million from the year previ- 


ous. 


More than one-half the increase 
during the year was caused by 
automobile activity, the board said. 


No More ‘Laughs’ 

In “Auto Laughs” story on page 
38 of the Nov. 28 issue, Automo- 
tive News inadvertently stated 
that the Saturday Evening Post 
is offering cartoon booklets to all 
auto men. 

Actually, the booklets were of- 
fered to jobbers in the automotive 
service industry alone, and the 
supply is now completely ex- 
hausted. The Post is sorry that 
it cannot fill the hundreds of 
requests from car dealers and 
others in the auto industry. 


K-F Complaints Aired in Stock Suit 


DETROIT. — Practically every 
complaint ever made against Henry 
J. Kaiser, his associates, or Kaiser- 
Frazer Corp. was aired last week 
as hearings began here on a pro- 
posed $1,379,503 settlement of a 
stockholders’ suit against the cor- 
poration. 


Henry J. Kaiser and his son 
appeared interested observers 
while an attorney in Federal 
Judge Frank A. Picard’s court 
declared that K-F was saved 
from going out of business 
through $44,400,000 in loans from 
the Reconstruction Finance Corp. 
The elder Kaiser was not present, 





however, when another attorney 
pictured him as a master of “finan- 
cial legerdemain.” 

The hearings result from an 
order to show cause why the pro- 
posed settlement should not be ap- 
proved. With the prospect that in- 
dividual testimony will be taken, 
they are expected to last several 
weeks. 


g soo” 


srartin 


This vital sales tool will first see 
print in the pages of Automo- 
tive News in serial form... 


"A Guide to 
Automobile Selling" 
by John O. Munn 


Author Munn, a veteran columnist for 
Automotive News, draws upon his 

rs’ of experience in the auto retailing 
leld to provide this comprehensive guide 
for auto dealers and salesmen. It is de- 
signed to aid experienced salesmen, as 
well as those new in the field. 

Covered are such subjects as Developing 
@ Clientele; the Pre-Approach; Locating 
Prospects; the Importance of an Automo- 
bile Dealer; Selling the Used Car Allow- 
ance; Pitfalls in ppraising Used Cars; 
the ete Finance ackage, a 
Keeping Owners as Customers. 

It's MUST reading for everyone in the 
ante ie. Watch for it in an early 
ssue of ... 


AUTOMOTIVE NEWS 





One attorney estimated that it 
would take a week to present each 
cause of complaint of which there 
are eight. 

Theodore E. Rein, attorney for 

plaintiffs approving the settle- 
ment, told the court that the 
RFC had refused to loan money 
to K-F until after the proposed 
settlement had been reached. 

Rein read a letter from Edgar 
F. Kaiser to RFC officials which 
contended that K-F would be 
forced out of business unless it 
received financing for the bringing 
out of new models. 

The letter explained that K-F 
sales fell off unseasonably after 
October, 1948, “because of the abil- 
ity of competitive manufacturers 
to produce in greater volume.” It 
said that K-F would need a new 
line of cars by the fall of 1950. 

Rein said K-F prospects in the 
early part of 1949 became “ex- 
tremely doubtful” unless new 
financing was procured. 

It was revealed that K-F’s $384,- 

(Continued on Page 69, Col. 1) 


Davis Home, but Return 


To Work Is Delayed 

DEARBORN.—J. R. Davis, Ford 
sales vice-president, returned home 
last week after undergoing several 
weeks’ hospital treatment for a 
coronary ailment. 

A company spokesman indicated 
it would be “some time” before 
Davis could go back to work. 


Austin, Jamestown, 
T. H. Me- 
Albany, executive vice-president, and 
Williams, 









AS THE war-amassed demand 
for new cars finally been satis 
fied? 


Factory executives and dealers 
are pondering this question as 
the decade that enclosed World 
War II draws toward a climax. 
Related to this is the problem 

of how accurate were the fore- 
casts as to the extent of the post- 
war market and as to the level at 
which peacetime car sales would 
resolve themselves. 

+ * 


* 

HE KNOWN facts are as fol- 

lows: 

By the end of this year, some 
13% million postwar new cars will 
have been registered in this coun- 
try. This total covers five calendar 
years—from 1945 through the pres- 
ent. 

The latest estimate by accred- 
ited statisticians shows that there 
will be about 33 million cars on 
U. S. roads as of Jan. 1, 

Thus, cars built since V-E day 
account for approximately two out 
of every five cars now in use, with 
prewar cars claiming three out of 


five. 
* * * 
A REVIEW of the postwar mar- 
ket prognostications of four 
and five years ago reveals that 
there was more guess than yes in 
the projected totals. 

Later predictions, however, seem 
to be nearer the elusive realm of 
accuracy. 

In January, 1944, the Brookings 
Institution envisioned a stabiliza- 
tion of the car-in-use total at 20 
million. Brookings arrived at this 
sum apparently by charging off 
the estimated scrappage rate 
against the estimated production 
rate—but what was thought then 
about the courses of both these 
categories evidently failed to ma- 
terialize during the first five 
postwar years. 

A year later (1945), another crys. 
tal-gazer prophesied that it would 
take five years to replace the 24 
million cars then in use. 

This seer, NADA’s Ray Cham. 
berlain, said he expected car out- 
put to reach a peak of six or seven 
million units a year in the third 
year of postwar effort. 

* ” 


H42 THE latter prediction of 
Chamberlain’s been realized, of 
course, his first expectation might 
also have borne fruit. But car pro- 
duction will barely surpass the five 
million mark this year and the 
number of cars in operation has 
risen another nine million. 

After V-J day, in the autumn o/ 
1945, a New York brokerage house 
released the most detailed advanc« 
peek into the automotive future. 

Stating that there was a pent- 
up backlog for 15 million cars, 
the economists of E. F. Hutton 
& Co. anticipated absorption of 

(Continued on Page 70, Col. 3) 


















































Separate Setups 
For Washington, 
Seattle Groups 


SEATTLE. — Separate manage 
ment of the Seattle Automobil 
Dealers Assn. and the Washingto: 
State Auto Dealers Assn. has bee! 
established with the appointmen 
of Thomas R. Gilson as manage: 
of the Seattle group. 

Gilson takes over duties former: 
handled by Fred K. Eells who, a 
manager of the WSADA, is spend 
ing increasing time on field trip 
and affairs of the state association 

Gilson’s background includes pub 
lic relations work for the Seattk 
chamber of commerce, for the gov 
ernor’s state advisory committe: 
and for an airline company, plu: 
several years as an automobil 
salesman. Gilson and Eells, it wa: 
explained, will work closely to 
gether, with adjacent offices being 
planned. 

One of the current activities o/ 
the Seattle dealer association is a 
cooperative used-car advertising 
campaign which involves frequent 
newspaper advertisements over the 
names and addresses of al] 38 mem- 
ber dealers. 

























Only 2 of 5 Cars : 
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(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


















































than they get now on their present 
wages.” 

The best antidote to the efforts 
of union organizers is for a 
dealer to give constant and sin- 
cere consideration to the inter- 
ests of his workers. It is a sort 
of indictment on the part of this 
trade that a stranger—a union 
organizer—can come in and stir 
up unrest among our employes. 
If the relationship between dealer 
and his staff is on a firm stand- 
ing, no outside influence can ever 
be successful working against it. 

If a labor organizer comes into 
your place of business, don’t get 
excited. Treat him calmly. If you 
don’t know your rights under the 
labor laws, be sure to read the 
NADA bulletins mentioned above. 


Sound Relationship 


C IS quite natural that a dealer 
should object to an outside influ- 
2nce putting pressure on his busi- 
ness. But in any event don’t see 
red, don’t get excited, and: don’t be 
forced into any quick decision. We 
must expect a continuous attempt 
of union organization. But we 
shouldn’t be too much disturbed. 

Labor has an important place in 
this world. There are a greater 
number of laborers than any other 
class of citizen. High living stand- 
ards are desirable. Increased pur- 
chasing power will benefit the au- 
tomobile business. Most people want 
an automobile more than anything 
else, and it is the first thing they 
buy whenever their purchasing 
power is increased. 

The subject of labor relations 
is of vital interest to the automo- 
bile dealer because his organiza- 
tion is a selling organization. It 
cannot really put up an aggres- 
sive, continuous merchandising 
effort unless there is a sound 
employer-employe relationship 
and the entire organization 
works in harmony. 

We must realize that the world 
has progressed in the development 
of science in the last 50 years more 
than it has in all previous history. 
We have been backward in the 
development of sociology and po- 
litical economy. It isn’t surprising 
that we have to make adjustments 
occasionally to catch up with the 
developments in the realm of sci- 
ence and in improvement of mass 
production of machinery. We should 
make this adjustment gradually. 
This can better be done by a sane 
and sound consideration of the 
other fellow than by a hot-headed 
disposition to fight. . 

- - 


Principles Listed 
cE whole situation sums up for 
the automobile dealership into 
the fact that, with proper relation- 
ship between the dealer and his 
workers, nothing is apt to interfere 
with the organization’s continuous 
and profitable contact with the 
public. Among those who have 
proved the truth of this statement 
is Verne Samuelson (Ford), Port 
Angeles, Wash., who stated the case 
as effectively as we have ever 
heard it expressed: 

“Our opinion is that the value of 
all good systems, strategic cam- 
paigns and aggressive merchandis- 
ing effort rest on the base of sound 
employer-employe relationships and 
that this is the most fundamental 
and important thing to develop at 
all times. Some of the principles 
involved in this relationship which 
must be based on goodwill and un- 
derstanding are, we believe: 


NION leaders are busy in many 

towns organizing automobile 
dealer establishments. Many deal- 
ers are concerned about this ac- 
tivity, Perhaps a discussion on the 
subject would be timely and of 
general interest. 

First, I advise dealers to read 
carefully and thoughtfully the 
last two bulletins issued by the 
Employer-Employe Relations 
committee of NADA, They con- 
tain exceedingly valuable advice 
and counsel. These bulletins are 
must reading for every dealer. 
The information offered will help 
make for better dealer-employe 
relations. Properly used, the ad- 
vice can make union organization 
unnecessary. They outline your 
rights, should you be visited by 
a union organizer. 

In the larger towns the union 
effort now is centered on salesmen. 
I don’t believe that salesmen will 
ever be permanently unionized. A 
salesman is a professional man, He 
desires rewards based on perform- 
ance. He doesn’t want to be thrown 
into a jackpot union, or even a 
specialized union, where earnings 
are levelized, The good salesman 
doesn’t want to sacrifice his earn- 
ing ability to hold up the level of 
the less capable man. 

= 7. s 


Hard to Organize 


not the union organizer’s stand- 
point, the automobile. dealers’ 
field is not the most desirable one 
in which to work. There are a few 
employes in each place, and a great 
many places. It means a lot more 
work for organizers to tackle such 
a proposition, and they realize it. 
They prefer to organize a shop 
where there are 400 or 500 employes 
and only one entrance to picket. 
The forcing of a contract is usually 
done by the picket method. Pickets 
cost money, and it is expensive to 
picket a great number of small 
places, 


Most automobile dealers have 
nothing against unions, although 
most of them strenuously object to 
the racketeer type of labor leader- 
ship that prevails in some towns. 
Most dealers believe that wages 
that are earned can never be too 
high. ‘As one dealer recently said 
to me, “I am not concerned if wages 
go as high as $100 a day. What 
does bother me, however, is whether 
the $100 a day will get more for 
my workers of the world’s goods 


Pittsburgh Parley 
Slated Tonight 


PITTSBURGH.—The board of di- 
rectors of the Pittsburgh Automo- 
bile Dealers Assn. will hold its first 
“area” meeting at 7 p.m. today 
(Dec. 12) at the Colonial, one mile 
west of the McKees Rocks bridge 
on Ohio River Blvd. President S. 
H. Parker, Parker Chevrolet, Belle- 
vue, Pa., will preside. 

Both member and non-member 
new-car dealers from Ambridge, 
Leetsdale, Sewickley, Emsworth, 
Ben Avon, Bellevue, Avalon, West 
View and the north side will be 
invited to attend this meeting, the 
first of a series planned to cover 
all of Allegheny county. 
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COOPERSTOWN, N. Y.— Trial 
of a $250,000 damage suit against 
Chrysler Corp. and its representa- 
tives for cancellation of the De- 
Soto-Plymouth franchise of Clar- 
Oneonta, goes 
into its second week today (Dec. 


ence E. Preston, 


12) 


Some dealers believe this case 
may have widespread effects on all 


manufacturer-dealer contracts. 


Ten causes of action were filed 
by Preston, seven of which were 
ruled out by the court. The three 
remain are as 


allegations that 
follows: 

That Chrysler failed and neg- 
lected to perform conditions of 
its contract dated Sept. 27, 1939, 
and failed to deliver automobiles 
to plaintiff in accordance with 
terms of said contract. 


That Timothy L. McManus (De- 
Soto regional manager) had full 
knowledge of contract existing be- 
tween plaintiff and defendant dated 
Sept. 27, and supplementary con- 


tracts made thereafter. 


That through unlawful arrange- 
ments of defendants, plaintiff has 
been restrained from free market- 
ing of autos of defendant company. 

The ruled-out causes charged 
conspiracy against Preston by 
Chrysler, McManus and Albert B. 
Showman, McManus’ former assis- 


tant. 

As the first week of the case 
ended last Thursday, Preston’s 
attorney, James G. Austin, tried 
to show that McManus and 


Market to Hold Until ’55, 
Williams Tells Kans. Parley 


— Walker A. 
Williams, Ford division sales man- 
ager, believes there will be a de- 
mand for between five and six mil- 
lion new motor vehicles a year over 
the next five years. He also is con- 
vinced automobile retailing “should 
be particularly good during the 
next few years and for perhaps as 


WICHITA, Kans. 


long as 10 years.” 


Williams made this prediction in 
an address last week before the 
convention of the 
Kansas Motor Car Dealers Assn. 


18th annual 


here. 

The association went on record 
against the practice of “some 
manufacturers” of shipping vehi- 
cles on open order without the 
specific consent of the dealer. 


Warning against this and other 
malpractices resulting from over- 
they urged manufac- 
turers to keep their output in line 
with market conditions and thus 
eliminate bootlegging and non-profit 


production, 


sales. 


In other resolutions adopted at 


the end of their two-day conven- 
tion, the association asked adoption 
of the uniform vehicle code in 
Kansas; insisted that cooperative 
organizations be required to pay 
taxes equivalent to those paid by 
competing businesses, and called 
for repeal of federal automotive 
excise taxes, 

The dealers labeled the federal 
excise taxes “an invasion of a 
field of use taxation which prop- 
erly belongs to the state” and 
declared the emergency no longer 
exists for which these laws were 
enacted. 

Williams, expressing an optimis- 
tic outlook for the future, said 
replacement demand alone would 
be from 3 to 3% million cars and 
between 600,000 to 800,000 trucks a 
while present non-owners 
would account for 1 to 1% million 


cars and 300,000 to 400,000 trucks 
yearly. 


He pointed to the age of cars 


now on the road, stating that of 
35,500,000 about 14,500,000 are more 
than 10 years old. 


Williams also cited the “universal 
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“That problems and suggested 
improvements should also come 
from the management and be 
presented to the employes for 
their ideas. 

“All opinions, suggestions, ap- 
preciatively received. 

“Sincere interest in worker’s 
well-being and progress superior 
to that of interest in profit. 

“The entire relationship based 
on principle of absolute honesty.” 


urge” to own a new car as soon 
as possible and declared consumers 
are better able to afford new cars 
than they were before the war. (In 
this connection, General Motors 
President C. E. Wilson recently 
predicted 10 more years of eco- 
nomic prosperity and said the new- 
car market was 25 percent stronger 
than it was during the war.) 

Karl M, Richards, manager of the 
Motor Truck division cf the Auto- 





Dealers tell me Plot Ruled Out in Preston Trial 


Showman had accepted aoe = to ;he should “have working capital 
appoint only dealers willing “to | ready.” 
come in line” in selling cars “In a cross-examination he was 
through an alleged black market. | asked if he didn’t know Stanton 
An earlier witness, Max Stanton,| was regarded as one of the oldest 
former DeSoto-Plymouth dealer in| and best dealers in the state and 
Geneva, N. Y., said McManus asked| had won many Chrysler awards 
him for a $10,000 certified check] for salesmanship. McManus re- 
as a condition for having his con-| plied that he wasn’t sure but had 
tract renewed, (Stanton’s contract| heard something to that effect. 
was withdrawn because of “poor| In an effort to show that the 
facilities.” ) cancellation of Preston’s contract 
On. Thursday, McManus denied| was “part of a pattern of conspir- 
he had ever accepted money in re-| acy” on the part of Chrysler to 
turn for dealerships, more cars, or|remove established dealers and 
increased territory. He also said he| replace them with alleged “black- 
never asked Stanton for the check | market” dealers, and that Hamil- 


but had mentioned to Stanton that|ton Motors, of Oneonta, sold new 
cars to used-car men, James G. 


Austin, Preston’s attorney, ques- 
tioned Paul Hotaling, of Hotaling 
Motor Sales, Oneonta. 

Hotaling said he bought a 1948 
DeSoto from Frank Kristofick on 
July 7, 1948. 

Austin: “Did you know that 
car was the same day 
from Hamilton Motors?” The 
witness said he did not. 

Austin then entered evidence de- 
signed to show that Hamilton sold 
a 1948 Plymouth sedan to Motor 
Vehicle Inspector Joseph McGaffin 
on July 31, 1948. The car allegedly 
was resold to Hotaling on the 
same day, and Hotaling allegedly 
resold it to Marion Bowman, of 
Sidney Center, on Aug. 3. 

Bought One Car 

Austin asked Hotaling: “Was 
McGaffin acting as a ‘bird dog’ for 
you?” 

Hotaling: “He was not.” 

Austin: “Didn’t you buy about 20 
cars from him?” 

Hotaling: “No sir.” Hotaling in- 
sisted that he bought only the one 
car from McGaffin, for $2,050. 

Austin: “And how much did you 
pay (Alfred) Snyder for his 1948 
DeSoto July 7, 1947.” 

Hotaling: “$2,761.” 

Testimony revealed that Hotal- 
ing also bought a Plymouth for 
$1,950 from a Clara B. Smith and 
a DeSoto from Kristofick for 
$2,575, both on July 9, 1947. In 
reply to Austin’s question, Hotal- 
ing said he was selling these 
vehicles as used cars. 

Two customers then testified that 
they bought cars from Hamilton in 
mid-1948. Horace B. Atkins, On- 
eonta, said he bought a DeSoto 
club coupe for $2,500 unequipped, 
and Sheffield Smith, Oneonta, said 
he bought a 1948 Plymouth club 
coupe for $1,900. It had a heater 
but no radio, he said. 

In ‘Poor Shape’ 

J. B. Wagstaff, DeSoto’s general 
sales manager, was then called to 
the stand, but he said he could not 
say what FOB Detroit prices for 
DeSoto-Plymouth cars were. (Pres- 
ton had earlier stated a “bare” 1949 
Plymouth averaged $1,200.) Austin 
was attempting to show the wide 
difference in the FOB price and 
the amount obtained for the so- 
called used cars. 

In Tuesday’s session, Wagstaff 
replied to Defense Attorney Rob- 
ert J. Leamy that Timothy L. 


McManus, district manager for 
(Continued on Page 66, Col, 1) 

















Ailing New Car Brings 
Suit Against Dealer 


CINCINNATI.—With a list of 
45 defects allegedly found in his 
new automobile, George L. Al- 
corn, Erlanger, Ky., recently 
filed suit seeking judgment of 
$2,311 from the dealer involved, 

Bernard A, Boyers, doing busi- 
ness as Boyers Motors, 1014 
Monmouth St., Newport, Ky. 


pu 
it failed to pass the Cincinnati 
safety lane because of faulty 
front-wheel alignment, he stated. 
Alcorn said Boyers’ company 
had refused to make repairs or 
refund his purchase price. 





mobile Manufacturers Assn., re- 
ported that truck sales are expected 
to climb 50 percent during the next 
decade. 

He forecast steadily increasing 
overall demand, despite a produc- 
tion drop from the record set in 
1948. Motor truck mileage has 
risen two-thirds over the 1939 
figures, compared with only a 45 
percent increase in car travel, 
he said. 

He estimated annual replacement 
requirements for the nation’s 8,200,- 
000 trucks arid buses at 680,000 
vehicles. 

Radio Commentator Henry J. 
Taylor lashed at high taxes and 
called for a crusade against them. 
He called tax abuse the vehicle on 
which socialism is riding to power 
in the U. S. 

M. Robert Deo, managing direc- 
tor of NADA, and Roberto De La 
Rosa, cultural agent for the Mexi- 
can government, also spoke. 

The 1,000 dealers at the conven- 
tion elected Lloyd W. Scott, To- 
peka, as their new president and 
John H. Butts, Wichita, vice-presi- 
dent. 

Willard Noller, Topeka, was 
named secretary-treasurer for the 
third time. Roscoe Hambric, To- 
peka, is secretary-manager. 

Scott succeeds Harry B. Russell, 
Junction City. 


On the House .. . 


Here, to my mind, is a nifty that dealers can use when they face 
price-cutting tactics from competitors (it’s from a Pittsburgh asso- 
ciation bulletin): “We don’t care if they sell for less. They should 
know what their stuff is worth.” . . . NADA is 
urging its members to contact their congressmen 
during the holidays; to thank them for past favors 
and to urge them to cut taxes.... 

Chicago reports a new used-car racket; young 
man describing himself as a Chicago U. dental 
student, sold a rented car to a dealer using a 
New York registration certificate. ... Just in 


case you misread the announcement: The C. EZ. 
Wilson, who has just been appointed a trustee 
of the Ford Foundation, is General Electric’s 


president and not GM’s Wilson. . . . The Detroit 
ad fraternity gave Bud Schirmer, Crowell- 
Wemhoff Collier’s new executive vice-president, a neat 
sendoff the other day; presented him with a complete set of desk 

wherewithals (in spun bronze) .. . 

NADA advises dealers, who plan employe bonuses this year, to 
emphasize on workers the fact that future profits—and bonuses— 
depend on their cooperation. . . . Out of every $100 spent by American 
people on consumer purchases, according to Federal Reserve board, 
$6.20 goes for autos and parts—compared with $3.10 in 1939. 

—Pere WeEMHorr, 
ditor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealer on oy used vehicle accepted in partial payment for a new 
cer or truck. 4 3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
e elimination of governmental and bureaucratic controls over this industry. 
R 4 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made Americé and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Don't Make It Easier 


For Union Drive 


oo they stand; united they fall? 
The old saw has a backward application at times. One 
of them may be in union effcrts to organize dealer shops. 
Reportedly, the AFL Teamsters union is about ready to 
make a nationwide drive on the dealers, feeling, as do com- 
titive unions, that these shops represent a lucrative field 
or organization. 
Why has this field remained largely unorganized if it 
is so lucrative? A union leader told us once that it is almost 
impossible to organize some 45,000 shops one at a time. 


Union leaders are businessmen, at times, and they know 
that it would cost too much to do the job that way. 


ALTRUISM IS NOT the objective in a union drive. The 
idea is to get back more money in dues than you spend 
in organizational efforts. 

Unions want to bring the dealers in in large blocs. They 
have tried various approaches. 


At times they have sought to get local dealer associa- 
tions to ain for all of the dealers. They use the argu- 
ment that if the dealers acted together they would have 
greater bargaining power. 

They wouldn’t, of course. They would just make it eco- 
nomically possible for the union boys to rope them in. 
Many of the association managers know this, and have 
told the union leaders to go roll a hoop. 
* * 


SO THE UNION boys then turn to line associations, and 
try to bargain with a group like the Ford dealers of a city, 
or the Chevrolet dealers, etc. 

This has been more or less successful. 


The point we'd like to put across is that, one way or 
another, the unions want to force dealers to bargain in 
groups. Then they set up a symbol. That way, if they lick 
one, they lick all—or at least they try to get that idea 
across. 

It’s a lot cheaper to do it that way, while it is almost 
impossible to organize the dealers shop by shop. 

It might be well for dealers to keep that in mind, if and 
when the union drives open up. 

Associations should help individual dealers who are the 
brunt of union attacks, but they should do it on an indi- 
vidual basis to the end that all do not fall when one does. 


There’s nothing in the rulebook that says you shouldn’t 
make unions do it the hard way. 


AUTOMOTIVE 
™ 
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Dealer 
Forum 


By William L. Mallon 
Former NADA President 


QURE, we are in a buyer’s market. 
Those backlogs, that many pre- 
dicted would extend to 1952, are 
fast disappearing. However, with 
the exception of the last eight years, 
we in this indus- 
try have always 
operated ina 
buyer’s market. 
So from that 
angle we are back 
to normalcy. 
Barring an un- 
looked for period 
of unemployment, 
thereis every 
ee Page 
a market in 1950 

W. &, Manes which could re- 
quire the production of five to five 

and one-half million new cars and 
trucks to meet the demand. 

To si produce and 
profitably sell this number of 
units will require a sound mer- 
chandising plan to be constantly 
practiced and carefully adhered 
to by both manufacturers and 
dealers, 

For many years good salesman- 
ship has been “ a scarce commod- 
ity” in our industry. Yet the future 
success of both manufacturers and 
dealers depends on salesmanship. 

- - + 

T IS a human trait that he who 

sells naturally desires to contin- 
ually increase his volume but vol- 
ume at the expense of fair and 
reasonable profit will not only cause 
bankruptcy of the individual in- 
dulging in such operation, but could 


also detrimentally affect the entire | 


motor vehicle market and the gen- 
eral economy of our country. 
There is no question but that 
both manufacturer and dealer have 
operated in the seller’s market at 


much greater profit than was en-| 


joyed prewar. 

Under no circumstances do the 
dealers in this great industry of 
ours want to return to “a profit 

(Continued on Page 66, Col. 3) 


In the Letterbox 








iA 
(F 7 3 


U.S, 
BILLBOARDS 


A ROUNDHOUSE | 
LOW THE BELT: 


It Won't Be Long, Now 


Munn’s Book 


Will you please advise me 
whether you have a copy of John 
O. Munn’s book, “A Guide to Auto- 
mobile Selling’? Please quote the 
selling price, and I will mail you 
a check for it.—Luster Root, Flint, 
Mich. 

7 * + 

We wish to buy a copy of the 
book: “A Guide to Automobile Sell- 
ing,” by John O. Munn. — MILuer 
Moror Co., Albany, Ga. 

. e 7 


Notre: John Munn’s 
first be published 
serially in Automotive News, 
starting Jan. 16. Publication in 
book form is still indefinite. 


* * * 


Convertible Tops 


In your Oct. 10 issue, in the 
article entitled, “Dress Em Up to 
Sell,” on page 44, a substance was 
mentioned which was said to redye 
and rewaterproof convertible tops. 
It was claimed that this substance 
would not stiffen or soak through 
the top, nor injure the cloth. Can 
you tell me what this substance is 
and where it can be purchased? 

In the same article was men- 
tioned a firm in Boston specializ- 
ing in the replacement of convert- 
ible tops of any model car since 


Eprror’s 
book will 


1929. Can you give me the name} 
and address of this firm ?-—Gerarp | 


M. Bruper, Upper Montclair, N. J. 


Eprror’s Note: The waterproof | 


dye for convertible tops can be 
purchased from Arndt-Palmer 
Laboratories, 17730 Dora, Melvin- 
dale, Mich. Aro Mfg. Co., 702 
Beacon St., Boston 15, Mass., 
specializes in replacement con- 
vertible tops. 

~ 


* * 


Transportation in ’60 


Your recent story (Nov. 28) on 
“U. S. Transportation System... 
1960 Style?” was very good, but 
will it do any good? 

The railroads seem to be so 
in control 


much of our whole 





transportation system, through 
knowing the right people, that I 
doubt that the comparatively pow- 
erless auto industry will ever be 
able to do anything about it.—On10 


MANUFACTURER. 
* * . 


Your fantasy on transportation 
is pretty far-feached, isn’t it? 
Anything for a good story, I guess. 


—D. T. M., Cincinnati. 
+ ~ * 


Aluminum Radiator 


The Nov. 21 issue of Automotive 
News carries a very interesting 
article by George L. Glaser, cap- 
tioned “Report on Europe’s Mo- 
tordom.” In this article Glaser 
mentions the aluminum radiator 
designed by Claveau, an old French 
inventor. 

Inasmuch as we are very much 
interested in the development of 
an aluminum radiator, I would 
very much appreciate your for- 
warding to me any additional in- 
formation which you may have on 
this application. If you have no| 


What’s Become of... 


Charles E. 


material at hand on this subjec’ 
would you please advise me wher: 
I might contact Glaser, as I woul. 
very much like to follow up thi 
matter.—E. P. Wuirs, head, high 
way transportation section, Deve 
opment division, Aluminum Co. o 
America, New Kensington, Pa. 
* * . 

It will be appreciated if you wi! 
supply us with the address o 
Glaser. Our interest is to obtain, i 
possible, some idea of traffic prot 
lems observed by Glaser. The in 
formation is not needed for itm 
mediate use, but if available, ma 
include it with other data on off 
street parking for our future plan 
ning.—Watter S. Brypgz, the Bow 
ser Engineering Co., Baltimore. 

Eprror’s Note: We have no fur- 

ther information on the alumi- 
num radiator other than that in 

Glaser’s article. The latest ad- 
dress we have for George L. 
Glaser is: General Delivery, 1— 
Post Office, (16) Frankfurt aM., 
Germany. 


Sorensen 


Haven't heard much of Charles E. Sorensen for some time, but | 
when we looked him up he cautioned: “Don’t rate me on the retired 
list—I have a grandstand seat watching this show.” 

While Sorensen spends a good deal of time in Florida, he points 


out that he is still a director of 
and adds: 
“It looks good to me for the 


Willys-Overland, 


future demand. 


Watch it. Are you fully familiar with the line? It 


has the smell of Model T to me.” 


Sorensen says that the auto industry is in an 


old familiar phase. 


“The potential capacity is high, sufficient to meet 
world demand. We have seen the effect of this 
before. When capacity exceeds demand, then cre- 
ative genius arises (something new arrives). 

Sorensen is one of the deans of the auto busi- 


ness, having entered it in 1904 as a pattern maker 


with Ford, where he rose to head 


OC. E. Sorensen 
that vast manu- 


facturing organization. He resigned in 1944 and became head of 
Willys. He is 68 now and in the best of health, he reports. 
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Urge Refusal of Cars Not Ordered .. . 


Oregon Dealers Hit 
Factory Distribution 





PORTLAND, ORE.—The Oregon 
Automobile Dealers Assn., at its 


annual convention here adopted 
three resolutions 
lambasting fac- 
tory coercion. 
The group gave 


unanimous ap- 
proval to the fol- 
lowing: 


1. Opposing 
“further arbitrary 
shipment of cars 
and trucks with 
accessories and 
extras not spe- 
cifically ordered 
by the dealer.” 

2. Urging the nation’s dealers 
“to refuse to accept delivery on 
more cars and trucks than they 


8S. W. Baker 





have 5 ordered .. .” 
3. Favoring retention of “terri- 
Obituaries 





Brearley, 75, 
ATA Founder 


WILMINGTON, Del. — William 
H. Brearley, 75, retired secretary of 
the Autocar Co. and one of the 
founders of the Pennsylvania Mo- 
tor Truck Assn. and of the Ameri- 
can Trucking Assns., died Dec. 1 at 
his home here. 

Mr. Brearley had been ill many 
months. His first contact with the 
automotive industry was in Newark 
in the early 1900s when he assisted 
with legal counsel in the organiza- 
tion of one of the country’s first 
taxicab companies to use motor- 
driven vehicles: 

* 


Abe Parker, 62, 


Dealer in San Jose 

SAN JOSE, Calif—Abe Parker, 
62, president of Garden City Chev- 
rolet Co., San Jose, died on Nov. 25 
at Santa Monica. He had been 
associated with this firm since 
June, 1939, and prior to that was 
with the wholesale organization of 
Chevrolet for 16 years. 


' Wondries, 65, Retired 


Studebaker Official 
Calif.—Charles H. 
Wondries, 65, retired Studebaker 
official, died here of a heart attack, 
suffered while playing golf with his 
son Bob, who operates a Stude- 
baker dealership in Alhambra. 
Mr. Wondries, who had been head 
of the national accounts division of 
Studebaker Corp. since 1939, re- 
tired Oct. 1. 
. * * 
Horace J. Minar 
MINNEAPOLIS.—Funeral services were 
held here for Horace J, Minar, a Ford 
dealer for 32 years in Minnesota. His 
business interests extended to Litchfield, 
Dassel and Willmar, as well as Minneapolis. 
” +. + 
Jesse C. James 
TERRELL, Tex.—Jesse C. James, 45, 
partner in Barnes Motor Co. here, died at 
Temple hospital pat ‘ 


H. W. Reese 
LEVELLAND, Tex.—H. W. Reese, 52, 
automobile dealer here, died at a Lubbock 
hospital Dec. 1, following a cerebral hemor- 
rhage. He formerly managed Moore Chev- 
rolet Co., Fort Werth. 
* 


* 
A. Russell Loomis 

ROCHESTER, N. Y.—A leading figure in 
the automotive field, A. Russell Loomis, 
56, died Dec. 1 after a month's illness. An 
original member of Judge Motor Corp., he 
had served as general manager of the firm 

for the last quarter century. 





IDAHO DEALERS ELECT OFFICERS—H. C. Seeber (left), mayor of Kellogg, Ida. has 
named president of the Idaho Automobile Dealers Assn. at its convention in Boise. 
Loren Maxwell (center), Boise, president of Custom Motor Car 
president, and Leon Weeks (right), Boise, was reelected secretary-treasurer for an eighth term. 


_| orders, 


_|order without specific consent.” It 






































torial security and protection in 
selling agreements .. .” and adop- 
tion of “a more equitable distribu- 
tion of passenger cars and trucks 
by all factories.” 

In its resolution asking dealers 
to reject shipments in excess of 
the Oregon association 
pointed-out that “many manufac- 
turers are shipping vehicles on open 


asked NADA to take immediate 
action on this subject. 

On the issue of vehicle distribu- 
tion by factories, the state group 
requested investigation by NADA’s 
legal department to check auto 
makers’ claims that the federal 
legislation forces the 
inequities. 

A fourth resolution indorsed 
the Hoover commission report 
and urged adoption by Congress 
of its proposals for streamlining 
the federal administration. 

Oregon’s Gov. Douglas McKay 
told the convention that he is more 
afraid of big government than of 
big business. 

Speaking as an “automobile ped- 
dler myself,” he declared “I am 
terribly afraid that too many people 
are interested in security today, 
rather than opportunity.” 

George F. Ziesmer, NADA 
president, in his luncheon address 
which keynoted the session, urged 
Oregon dealers to “get into 
politics.” 

“The government is getting into 


Coming Events 


Calendar of Coming Events is 
on page 66 today. 


business so deeply, that it is up to 
business to get into government,” 
he declared. 

A third warning along the same 
general lines was sounded by Paul 
M. Millians, vice-president, Com- 
mercial Credit Co., Baltimore. 

“In the market place of ideas in 
this country a strange competition 
is going on,” he said. “Some modern 
prodigies in government and in the 
social and political sciences, with 
fine abilities for making distortions 
of the truth seem credible, are 
offering for popular consumption 
foreign and alien economic systems 
in competition with the traditional 
American system of free, competi- 
tive enterprise.” 

8s. Baker, president of the 
association, presided. 

Labert St. Clair, Washington, 
legislative contact man for NADA, 
also addressed the dealers. 

Other talks were delivered by 
Warren Braley, president of the 
Automobile Dealers Assn. of 
Portland; H. L. MacKenzie *of 
Hillsboro on “Membership”; Ray 
Meyersick of Pendleton, on 
“Group Insurance”; and Roy O. 
Burnett sr., Portland, on “The 
Three Bad Little Bugs That Ate 
the Porridge.” 

A. B. Smith, for many years an 
NADA director and a member of 
the Automobile Old Timers’ club, 
presented these men who have been 
in the automobile business in Ore- 
gon for over 25 years; Gilbert Til- 
bury, McMinnville; P. M. Houk, 
Redmond; Al Grout, Vancouver, 
Wash.; T. J. Armentrout, Arthur 
L. Fields, Edward E. Cohen, H. W. 
Roberts, Roy O. Burnett sr., Clar- 
ence E. Francis, Charles Wright 
and A. B. Smith, all of Portland. 





. was elected vice- 
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How Do YOU Compare? 





Composite Financial Picture 


Of 300-Car Dealer 


Many dealers have asked Automotive News for a yardstick with which to compare their own 
financial operations. The task was assigned to J. B. Van Tassell, veteran dealer business consultant 
who writes a regular column for Automotive News. 


Last week in a balance sheet and operational expenses table was given a composite picture of 
the operations of “Big Three” dealers of different makes, selling on an average of 300 new cars annually. 
The statements, covering the first nine months of 1949, were compiled by Van Tassel from actual 
records of these dealers. 


This week Automotive News publishes composite statements covering operations and expenses 
for the new-car and used-car departments. Next week will be published statements covering operations 
and expenses for the service, stockroom and administration department. 


Van Tassel will be glad to answer any questions concerning these statements. 


Operations and Expenses 
Sept. 30, 1949 


New Car Department 





SALES Other Supplies .........0.000000000..... 7.00 
Passenger Cars (Retail)........ $295,627.00 Advertising—Local .................. 1,011.00 
Passenger Cars Gross Profit 71,972.00 Travel & Entertainment........ 45.00 
Passenger Cars (Retail)........ 7,202.00 Membership, Dues & 
Passenger Cars Gross Profit 1,892.00 Publications, ................0..:.0000.. 11.00 
Discounts (Red) ................... 2,157.00 Freight, Express & Cartage 5.00 
Freight & Handling ................ 42,837.00 Telephone & Telegraph.......... 6.00 
Freight & Handling Gross OUND | scsestsscetasndcctitastind srmstassncnins 7.00 
SIU gas daditisaponsetledavindeniakontne 5,805.00 Other Miscellaneous ................ 47.00 
IE i ccchcihtiniafctscdiisacceticis .. 48,780.00 Organizational Training ........ 29.00 
Accessories Gross Profit... 12,872.00 BID 5,cnchdeesteeabercealaAdteteniotestnen 907.00 
TOTAL PASS. CARS Amortization of Leaseholds 53.00 
IID) ted cdi Sas erestabercdowaie 392,290.00 Depreciation, Building .......... 137.00 
Taxes, Land & Building.......... 100.00 
TOTAL PASS. CARS Insurance Building ................ 88.00 
RETAIL GROSS PROFIT $ 90,384.00 Interest on Building 
New Car Bonus.............. alae $ 1,804.00 Mortgage ob arene ee oh 78.00 
Net Sales . -...$392,290.00 Insurance other than 
eee IIE Juctrnsandrsatueceeteseessex ceet 119.00 
Grouse Prelit ..........:...... .$ 92,188.00 Taxes, other than Land, 
Salaries, Salesmen ...... ...$ 2,914.00 Building & Income ........... 27.00 
RIND, ci ccscacecsovicescosviessece 4,938.00 
Delivery Expense .............. 3,619.00 TOTAL OVERHEAD 
Installing Bodies, Acc., etc. 428.00 TEI osnceccigens setts ses cscsene $ 4,425.00 
Policy Adjustments ............. 3,627.00 TOTAL DIRECT 
Advertising Cooperative ...... 3,277.00 III ocssivesesnccchicsahtoeeracts $ 23,228.00 
Salaries, Owners or Officers 355.00 Profit Before Adm. Expense 68,959.00 
Salaries, Wages—Others . 504.00 Adm. Expense Prorated........ . 10,851.00 
Salaries, Clerical ............... 72.00 sented S Wit cca 
Warehousing ................. Ses 13.00 TOTAL EXPENSE ...... $ 34,080.00 
Demonstration Expense . 741.00 Siieentiianianes 
Stationery & Office Supplies 60.00 OPERATING PROF'T ..... $ 58,108.00 
Used Car Department 
Used Cars, Pass. Retail...... .$137,891.00 Other Supplies ........................ 39.00 
Reconditioning .............. 60,241.00 Advertising Local .................... 2,359.00 
Used Cars Pass. Retail Travel & Entertainment... 7.00 
Gross Profit «0.0... 18,457.00 Membership, Dues 
Used Cars Pass. Wholesale... 4,646.00 and Publications .......... 3 7.00 
Used Cars Pass. Wholesale Telephone & Telegraph.. 29.00 
Gross Profit ............. 502.00 Postage 1.00 
Adjusted Used Car seeurneemnnnennen ; 
Inventory Pass. (Red). 3,488.00 Other Mis. Expense......... 228.00 
Overallowance—Pass. (Red) 315.00 Organizational Training 29.00 
Used Cars Comm. Retail 400.00 RE 775.00 
Reconditioning .................... 19.00 Maintenance Building ............ 95.00 
Used Cars Comm. Retail Depreciation Building ........... 182.00 
Gross Profit (Red). 43.00 Taxes, Land & Building...... 100.00 
Repossession Fund ........ 1,452.00 Insurance Building ................ 88.00 
Cee eae Interest on Bldg. Mortgage 78.00 
Total Used Car Dept. $142,937.00 Heat, Light, Power 
TOTAL USED CAR DEPT. ND FRI enc iacencvctccsnieeteetnencs 14.00 
GROSS PROFIT $ 11,564.00 Insurance other than Bldg. 81.00 
Net Sales $142,937.00 Taxes, other than 
Gross Profit 11,564.00 Building & Income..... 17.00 
Salaries, Salesmen 2,540.00 ee 
Commission ............. 3,005.00 TOTAL OVERHEAD 
Delivery Expense .... 15.00 EXPENSE. ..... wee 5,088.00 
Policy Adjustments ..... 1,451.00 4 int es 
Advertising Cooperative ..... 24.00 TOTAL DIRECT 
Salaries, Owners or Officers 134.00 I ca act $ 12,072.00 
Salaries, Supervision ....... 17.00 Profit Before Adm. 
Other Salaries & Wages.. 202.00 Expense (Red) .................0... $ 508.00 
Used Car Maintenance Adm. Expense Prorated eal 5,369.00 
TOENO | Gta aris 216.00 ee 
Demonstration Expense ...... 331.00 TOTAL EXPENSE ................ $ 17,441.00 
Stationery & Office Supplies 11.00 OPERATING LOSS .............. $ 5,877.00 
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t all started with Cinderella, for she was the first woman to have 


a coach designed especially for her. . .. Every woman is a Cinderella, 





more or less, wishing for the prettiest, comfiest car she can have. 


That’s why automobile manufacturers are paying more and more attention 


to her wishes and playing the role of fairy godmother through the pages 
of the magazine many more women buy and believe in. . . 


| tlhe JOURNAL 
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Klepf er Devites 
Simplified Shop 
Exhaust System 


BUFFALO. — A simple, home- 
made exhaust system for dealer- 
ships has been invented by Frank J. 
Klepfer and Harlan A. Klepfer, 
president and secretary-treasurer, 
respectively, of Klepfer Brothers, 
Inc, (Buick), 1565 Main St. 

The system, which Harlan said is 
not patented and can be adopted 
by any dealer, consists of a four- 
inch diameter iron pipe which runs 
from the floor to a point four feet 
above the roof. Rubber hoses, which 
attach to the car’s exhaust at one 
end, are fastened to the iron pipe 
to draw the smoke away. 

When not in use, the pipe can be 
capped so as to allow any other 
outlet to be used, The end which 
hooks onto the car’s exhaust pipe 
has a tin funnel covered with an 
asbestos bag. The bag is slipped 
over the pipe and tightened by a 
canvas strap. 

The Klepfer building has two 
stories, so the exhaust-system pipe 
has four outlets, two on each floor. 

The Klepfers said the device was 
invented as an inexpensive way to 





agate 
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system has been invented by Frank J. 
Brothers, Inc. (Buick), 
iron pipe which carries the furnes away. 


clear the shop of carbon monoxide, N. M. Auto Receipts Rise 


which in turn would stop the in- 
haling of the deadly fumes by the 
firm’s mechanics. 


Steel Mill Welcome 
BOSTON. — Designed to aid the 
movement to bring a steel mill to 
New England, a bill filed in the 
Massachusetts legislature would 
give a five-year tax exemption to 


any mill constructed in the state.| AUTOMOTIVE NEWS want ads. 


e«¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 


ALBUQUERQUE, N. M.— Motor 
vehicle tax receipts in New Mexico 
for November, 1949, showed a 67.7 
percent increase over November, 
1948, Revenue Commissioner Victor 
Salazar announced. Next in gains 
were gasoline taxes, up 44 percent, 
and drivers’ license fees, up 51.6 
percent. 


There are profit-making opportunities ay 


never through chain stores or other cut-price channels. 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 


There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 


Look for the spotlights with the ornament on top. 


You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 


INEXPENSIVE EXHAUST SYSTEM DEVISED BY KLEPFER—A simple and inexpensive exhaust | COFPOration net 
Klepfer and Harlan A. Klepfer, officers of Klepfer | 
Buffalo. A rubber hose attaches to the car's exhaust and to an 


12, 1949 


Nearly One-Fifth of 1949 Total... 





Bigger State Tax Bite 
On Business Shown 


NEW YORK.—Taxes on business 


now account for “a vastly enlarged 
part” of total state tax collections, 


according to an analysis by the 
Nationa! Industrial Conference 


board. 

Included under business taxes 
for purposes of the analysis were 
income taxes; 
taxes measured by adjusted gross 
premiums of insurance compan- 
ies; taxes measured by gross re- 


| ceipts, gross earnings, or units of 


service of public utilities; license 

and privilege taxes upon corpora- 

tions, such as corporate organiza- 
tion and entrance fees; chain 
store taxes; and severance taxes. 

Excluded were such taxes as 
property, sales and use, and certain 
license and privilege taxes. 

The state business taxes covered 
by the study amounted to 18.1 per- 
cent of total state tax collections 
(excluding unemployment compen- 





UNITY MANUFACTURING COMPANY 
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sation) in 1948 and 19.1 percent in 
1949, according to the analysis. In 
1941, these taxes accounted for “ap- 
proximately 14.5 percent of state 
collections.” 


Finding that the states now se- 


cure more revenue from _ the 
corporation income tax than from 
the individual income tax, the 


| board revealed that corporation in- 
come tax provided the states utiliz- 
ing this source “with more than 
$600,000,000 in the fiscal year 1949 
—326 percent more than in 1940.” 


It was noted that states col- 
lected $115,000,000 from corporate 
income taxes in 1931. These re- 
ceipts declined to $49,000,000 in 
1934. By 1940 they climbed to 
$155,000,000, and have risen every 
year since, excepting 1946. 


Business taxes supplied “as much 
as 35.3 percent” of the 1948 tax 
receipts (excluding unemployment 
compensation) in Texas, while in 
some states they account for less 
than 3 percent of total collections. 


“In Texas,” the board said, “sev- 
erance taxes are especially import- 
ant. On a regional basis, the middle 
Atlantic states (New York, New 
Jersey and Pennsylvania) had the 
|highest business tax collections in 
1948. Both New York and Pennsyl- 
vania obtained almost one-third of 
their tax revenues (excluding un- 
employment compensation) from 
these sources in 1948.” 


Business tax receipts provided “a 
slightly lower” percentage of New 
| York’s total collections (excluding 
unemployment compensation) in 
| the fiscal year ended on March 31, 
| 1949, according to the study report, 
| which said: 

“The decline was from 32.2 per- 
cent to 30.2 percent. Pennsylvania, 
}on the other hand, increased its 
take from 32.3 percent to 38.3 per- 
cent in the fiscal year ended May 
31, 1949. In 1941, New York state 
obtained about 20 percent of the tax 
|}revenue (excluding unemployment 
taxes) from these business taxes; 
| Pennsylvania, 28 percent.” 


| New York accounted for 18 per- 
| cent of the total state business 
taxes in 1948 mainly because of 
$166,000,000 from its corporate in- 
| come tax, the analysis showed, 


| These New York business taxes 
|in 1948 were up more than 130 per- 





jeent from 1941, the corporation 
|income tax alone increasing 186 
percent. 

| In the fiscal year 1949, New 


York’s total tax collections rose to 
| $742,000,000; including unemploy- 
| ment compensation, they were up to 
$893,000,000. 

| The analysis report pointed out 
| that for state comparisons, the var- 
}iations between the tax systems of 
| the states should be kept in mind. 
| Bases, rates, and exemptions vary. 
|For example, in taxing corporate 
net income, 26 states apply flat 
rates; the remainder use graduated 
rates. 

| State and local taxes totaled $14,- 
400,000,000 in 1948, a rise of almost 
$5,000,000,000 since 1942, according 
| to the board's findings. State taxes 
“alone accounted for $7,800,000,000 
|} in 1948, and increased to $8,300,000,- 
000 in the fiscal year 1949” (includ- 
ing unemployment compensation). 

State tax collections “have not 
| shown a yearly decrease since 1933, 
|the board found. In the past 10 
| years “they have more than 
doubled,” it was pointed out. 

On a per capita basis, the board 

said, state taxes (including un- 
| employment compensation) “came 
| to $57.43 in the fiscal year 1949. 
Louisiana had the highest per 
capita taxes, $92.19; it was fol- 
| lowed by Washington with $90.07, 
and California with $83.41. New 
York’s per capita tax collections 
| Came to $62.72 in 1949.” 
Despite the rise in tax collections, 
|the board pointed out, state gov- 
ernments have been unable to meet 
increasing expenditures without re- 
| sort to borrowing. 

“State outlays in 1948, excluding 
provision for debt retirement,” the 
board said, “exceeded $10,000,000,000, 
almost double expenditures in 1942 
There has been a tremendous in- 
crease in state borrowing during 
the past few years.” 
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= Sold in the 
“= | New York Market? 


ass Is your distribution set-up in the world’s top market 
ew reaching all types of outlets? Is it reaching the 
ae thousands of service-stations, accessory stores and 
we automobile dealers ... all of which carry a wide 
Sg variety of branded T.B.A. merchandise? 
ary Here is a scientific study which supplies the 
‘at answers to these and other vital questions. Just 
completed by the Journal-American and checked 


























nost and re-checked in the field, this distribution study 
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: the whole story of this new survey ... how it can be 35“  ANTLFREEZE 43  “ AUTO POLISHES 
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M8, your distri ution efficiency. Available to manufac- 19“ SPARK PLUGS 21 “OIL FILTERS 
fol- turers, executives and sales representatives. 
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" SMASHES EVERY PREVIOUS 
ADVERTISING RECORD! | 


TEN CONSECUTIVE YEARS OF GAINS! 
1949 IS BIGGEST YEAR 
IN ITS HISTORY! 











more | 

LINES OF ADVERTISING i 

more . 

DOLLAR VOLUME <1 | 
more 

PRODUCTS IN GREATER VARIETY 

THAN EVER BEFORE! y, 


All of Puck’s issues for the year 1949 have already closed. Gaye. 


AUTOMOTIVE NEWS, DECEMBER 12, 1949 





Copr. King Features Syndicate, Inc. 











12 
Reflecti 





AUTOMOTIVE NEWS, DECEMBER 12, 1949 


the Market’s Turn in Past Year... 





Auto Ads Now Accent Prices 


By Bob Gordon 
Associate Editor 
ST by reading newspaper ad- 
vertisements, and without ever 
going into a new-car dealership, 
it’s easy to see that some radical 
changes in selling new automobiles 
have been made in the past year. 
At this time last year, new-car 
makers were busy pointing out 
the advantages of their prod- 
ucts in ads which usually ended 
with a warning to “get your or- 
der in now,” or a request to “wait 
for your new Gizmo, you'll be 
glad you did.” 

It doesn’t take more than a cas- 
ual glance through the daily paper 
of today, however, to see that the 
theme has changed. 

Rare indeed is the current new- 
car ad which doesn’t invite pros- 
pective customers to try out the 
car. Demonstration rides are the 
thing in new-car advertising. 

+ 


(THERE is only one other form 
of advertising more prevalent 


than “ride invitations.” That is, Other price appeals carry the/|gines on the road” and claimed 
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CREDIT CORPORATION 


price appeal. Virtually every maker 
has resorted to either outright 
statements on actual costs or thin- 
ly veiled appeals, promising “You'll 
be surprised how little a Schmaltz 
Six costs.” 


Economy comes in for a fair 
share of plugging, too. Even such 
luxury makes as Packard and 
Cadillac have been pointing with 
pride to their economic operat- 
ing costs, at least as far as gaso- 
line consumption is concerned. 


Another Cadillac ad is headed 
“400,000 People Paid More for 
Their Cars Than a Cadillac Costs.” 
Copy points out that 400,000 mod- 
els, produced by eight other auto 
makers and costing more than the 
lowest-priced Cadillac, have been 
sold in the postwar era. 

+ * * 
pucs appeal is common to all 
makes. The ads usually feature, 
in prominent type, the lowest down 
payment necessary for a particu- 
lar model. 


When you sell a car you should expect a prompt decision 
on your customer’s application for credit. A speedy credit 

check with the result passed on to you quickly gives 
your customer no “cooling-off” period. That’s exactly the 
kind of service we at Universal C.1I.T. are set up to offer you. 


All this is no accident, either. Sound financing demands years of 

experience under varying conditions. Universal C. I.T.’s nationwide staff has 
this experience— gained in providing financing and protective service for 
more than 11 million car buyers. As a result, your local Universal C. I. T. 
office is geared to meet each problem as it comes up, process 

it quickly and keep your business moving without costly delays. 


local advertised delivered price. 
Quite frequently, the monthly pay- 
ment figure is exploited, while, in 
fewer instances, promises of high 
tradeins are made. 

Still, the copywriters get oc- 
casional flings. All of the ads 
aren’t written on an adding ma- 
chine these days. 

In this respect, the ad agency 
men seem to have been much taken 
this summer with puns on “Rome” 
and “Roam.” No less than three 
ads were headlined as follows: 


“All Roads Lead to Roam.” 
“Friends, Roamers, Countrymen.” 
“Designed for a Roamin’ Holi- 
day.” 


* * * 


HE first two of these headlines 

were used in Buick ads, while 
the third topped a Packard adver- 
tisement. 

“Sweet” is another word which 
caught the fancy in 1949. Pontiac 
ads this summer hailed Pontiac 
powerplants “as the sweetest en- 


And, there are other ways in which Universal C.I.T. helps 
speed up sales. Our wholesale plan enables dealers to 
carry an adequate stock . . . to offer car buyers a more 
diversified selection and make immediate deliveries. Then, 
too, with the Universal C.I.T. Plan you can finance the 
sale of cars to out-of-town buyers and we take care 
of collections just as easily as if they lived next door. 


Vhevei move Te fnancing Tan money! 





Over 300 


LOCAL OFFICES IN 











WARREN BIGGS FEATURES LIGHTS, SIGNS—True Hollywood influence of strong signs 
and blazing lights is used on the new Warren Biggs Co. Studebaker truck lot on the edge 
of the film capital at La Brea and Rosewood Aves. Biggs already operates two other places 
—new-car headquarters and a used-car lot on La Brea Ave. The new truck lot gives Biggs 
@ total of 32,500 square feet. 


there was “no sweeter performer] ica’s most wanted motor car—new 
on the road.” or used.’ 


On the other hand, a Buick ad The used-car angle got a going- 
stresses that the “sweet ’n’ casy over from most of the companies 


luxury” of Dynaflow drive is this summer and fall. 


* * * 
available only on Buicks, a point 
which nébedly can deny. UDSON inserted a box in most 


of its ads which read: “Ask 

Chevrolet ads shy away from|to see the figures from the NADA 

high-flown phrases. Copy is built| Official Used Car Guide Books, 
around the “extra values” obtain- 


which prove that ‘step-down’ de- 
able only on the “low-priced Chev- | Signed new Hudsons command top 
rolet.” Copious use is made of 


prices in the nation’s used-car 
small drawings to illustrate the | ™arkets. 
“extra values” and italic type 


Pontiac is subtle about it and 
points out that Chevrolet is “Amer-| ™erely states “. . . here is a car 


built to deliver economical, reliable 
performance for 100,000 miles—or 
more.” 

Studebaker plugs its “next 
look” theme in virtually all its 
ads. The company’s sales record 
also gets plenty of play, as copy 
reminds readers that the new 
model is the “fastest selling car 
in all Studebaker history.” 


Airflyte design is Nash’s favorite 
topic, but economy and price are 
given plenty of prominence. Spe- 
cial features, such as Weather Eye 
temperature control, twin beds, 
ete., are also mentioned steadily 
in Nash ads. 

* 

ORD ads lay heavy stress on 

price and, of course, “Take the 
wheel, try the new Ford ‘feel’” has 
become a familiar expression. 

Along the same line is Oldsmo- 
bile’s “Make a date with the 88.” 
Demonstration rides have become 
a favorite advertising topic. 


Mercury ads have been selecting 
the market with the headline: “If 
you are spending between $1,800 
and $2,300 for your next new car, 
your best buy is Mercury.” Readers 
are also reminded to remember 
Mercury’s “better safety, greater 
dependability, higher resale value.” 


Chrysler hammers at the safe- 
ty angle, citing electric wind- 
| shield wipers, safety-rim wheels, 
| padded dashboards and other 
features. Demonstration rides are 
invited in nearly all ads. 


DeSoto promises “More Room 

. . Comfort .. . Visibility... 
| Value.” The car’s design is vigor- 
ously promoted with sentences like: 
'“You don’t have to crouch to get 
in, and you won't knock your hat 
off.” Again, demonstration rides 
are solicited. 

Abundant copy in Dodge adver- 
tisements promises “More for your 
money” and “Bigger Dollar Value.” 
Here again, body design features 
are emphasized and demonstration 
tides are offered. 

7 * 
PLYMOUTH ads still refer to it 
as “the car that likes to be 
| compared.” Illustrations are used 
to show Plymouth features in most 
| magazine ads, while price is pre- 
| dominant in newspaper advertising. 

Crosley ads have been concerned 
with the new Hotshot roadster of 
late. Most of them cite ruggedness 
;and economy with particular at- 
| tention to the endurance test of 
| the Hotshot in Florida. 

Willys ads dwell on how much 
“more” one gets with a Willys. 
The company also plays the econ- 
omy tune in most of its ads. The 
handiness of Willys vehicles and 
their all-around usefulness are 
also highlighted. 

Lincoln ads have been built 
around a quality theme, with heavy 
emphasis placed on the automatic 
transmission now available on the 
line. 

Kaiser-Frazer advertising was 
pitched almost solely on the ad- 
vantages and utility of the Trav- 
eler before the big name-it con- 
| test began. 





* * 








Van Devere Ups Coffman 

Bert Coffman has been named 
used-car sales manager of Van 
Devere, Inc. (Packard), Akron. 
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Sales Bloom in this Climate 


Wer people open the pages of this magazine, their 


wants come bursting forth. 


For here they find a working guide of good living that 
helps them fulfill their own desires for new and better 
things. Here they are spurred on, by 100% service 
content, to take steps now that will make their lives easier. 


Is it any wonder, then, that Better Homes & Gardens 
is ‘America’s lst Point of Sale” for automotive prod- 
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= Bint of Sale 


A SCREENED MARKET OF MORE THAN 3,000,000 BETTER HOMES 


ucts? That its buying climate starts sales blooming in 
over 3,000,000 suburban-type homes that need cars— 
and buy new ones twice as often as the national average? 
That the homes are fertile field for tires and accessories 
to go with their automobiles? 


So any time you see one of your brands advertised in 
Better Homes & Gardens, you can be sure you'll sell 
more of it. 2° 
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Auto Market Page 


S. F. Sales Rate Steady 


By Leon Pinkson 


Staff Correspondent 


As 1949 rolls to a close, with some 
1950 models already on display, 
automobile dealers in the San 
Francisco area are taking advan- 
tage of this seasonal period in one 
of two ways. 

They are either putting forth an| 
all-out sales effort to move cur-| 
rent models on hand before the 
1950’s appear, or are turning to) 
merchandising campaigns to stim- | 
ulate service, parts and used-car | 
departments. 

The factory production slow- 
downs due to steel shortages con- | 
tinue to be felt in San Francisco, | 
although in instances where 
backlogs of new cars were high, 
this slack period is passing al- 
most unnoticed. 


Where a 1950 line has already 
appeared, some auto dealers quick- 
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Sales Department 
Federal Motor Truck Company 
Detroit 9, Michigan 
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| Gentlemen: 

j I would like full particulars on a Federal franchise... 
| without obligation, of course. 
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Wim DERG. oasis cil tat asia ave asec 


Address .. 


|\ly move the '49’s by offering dis-| centration 
| counts to stimulate sales. 


|tions to meet the 


ees <a 


Pick-ups 


al 


in the medium and 

slightly higher-priced brackets. 
Turnover in dealership staff as-| Most automobile men here con- 

signments has slowed considerably |tinue to be optimistic about the 


from the flurry of changes in the| new year, and welcome the com-| 


early fall months. Most of the re-| petitive selling days. 

tail. auto outlets have already| Making the most news 

strengthened their sales organiza-| changes in top ownership at dealer 

“competitive” | establishments, and a slight in- 
|erease of new franchises being 


market. 
price tags | #warded in outlying areas. 
| 


And with used-car 


slowly getting back to where they | » Mt nc SE Fie 
belong in relation to new-car prices, | Houston 
Mr. and Mrs. Customer are content|; Noycar sales were near the| 


to turn their used car in to the 
dealer selling them a new version. 

Lower-priced lines continue to 
move at a rapid pace, and the 
current backlogs in some higher- 
priced offerings testify to this 
fact. However, with the lower- 
priced cars harder to get now 
due to limited factory deliveries, 
the current sales figures for this 
area would probably show a con- 


year’s peak in November when 
Harris county (Houston). The top 
mark this year was established in 
September with 2,577 new-car de- 
liveries. 

Combined new-truck and com- 
mercial-vehicle sales were also 
high with 516 registered during 
the month. The 1949 record in 
this respect was set in August 
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A PROFIT MAKER FOR 
EVERY TRUCK MARKET 


Federal has everything you want in a truck fran- 
chise ...49 models from *%4 to 35 tons, gasoline or 
Diesel power, including a full line of six-wheelers. 
Take advantage of Federal’s recognized quality to 
establish a profitable truck business. Direct factory 
franchises and substantial dealer discounts on both 
trucks and parts assure full profit opportunities. A 
Federal franchise may be available in your town. For 
complete information mail the coupon below imme- 
diately. 
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This car is not a cartoonists 

| dream. It was built by a man in 
Minneapolis who took three years 
2,520 new automobiles were sold in|_ = we = 


when 549 new trucks and com- 
mercial vehicles were sold. 


New-car sales by makes during 
November were: Anglia-Prefect, 2; 
Buick, 151; Cadillac, 28; Chevrolet, 
514; Chrysler, 58; DeSoto, 50; 
Dodge, 312; Ford, 512; Frazer, 4; 
Hudson, 38; Kaiser, 19; Lincoln, 25; 
| Mercury, 126; Nash, 54; Oldsmobile, 
87; Packard, 37; Plymouth, 245; 
Pontiac, 153; Studebaker, 88; Wil- 
lys, 14, and miscellaneous, 3. 


Combined new-truck and com- 
mercial-vehicle sales were: Chev- 
rolet, 129; Diamond T, 6; Divco, 4; 
Dodge, 53; Ford, 182; GMC, 27; 
International, 47; Mack, 1; Stude- 
baker, 20; Thames, 25; White, 7; 
Willys, 14, and miscellaneous, 1. 
(Ruby Fenoglio). 

+ * 


* 


Pittsburgh 
Business in the Pittsburgh area 
during the week ended Nov. 26 was 
|10 percent higher than before the 
recent coal and steel strikes, and 
higher than in any week since the 
end of May, according to the Bu- 
|reau of Business Research, Univer- 
|sity of Pittsburgh. 
| New-car registrations declined 
Mess than seasonally during the 
week, the bureau said. 


The bureau’s business index for 
the week ended Nov. 26 was 172.1, 
| compared with 144.3 in the preced- 
jing week, and 156.1 in the week 
before the coal and steel strikes 
began. 





* * 


Columbus, O. 


Motor vehicle sales, both new and 
used, declined in November in 
Franklin county (Columbus), O. 
New-car sales during the month 
totaled 1,474, against 1,833 in 
October. 

New-truck sales during Novem- 
ber numbered 169, compared with 
198 in October. Used-car sales de- 
clined to 6,705, against 7,799 in 
October, while used-truck sales 
were 591, compared with 631 in the 
preceding month, 

Despite the declines, Novem- 
ber automotive sales were higher 
in all departments (except new 
trucks) than they were in the 
| same month last year. In Novem- 
| ber, 1948, the figures were: 1,229 
| new cars; 228 new trucks, 5,100 
used cars and 448 used trucks, 

New-car sales by makes during 
November were: Buick, 105; Cadil- 








| percent over September, 





lac, 17; Chevrolet, 280; Chrysler, 40; 


Ford, 222; Frazer, 1; Hudson, 57; | 
Kaiser, 8; Lincoln, 16; Mercury, 48; | 





| Nash, 57; Oldsmobile, 93; Packard, | 


39; Plymouth, 189; Pontiac, 92; 
Studebaker, 47; Willys, 8, and mis- 
cellaneous, 1. 

New-truck sales were: Chevrolet, 
55; Crosley, 1; Dodge, 31; Ford, 28; 
GMC, 10; International, 27; Reo, 2; 
Studebaker, 5; White, 2; Willys, 6, 


and miscellaneous, 2. (Bert 
Strang). 
* > > 
Toronto 


Toronto automobile dealers ex- 
pect a change from shortages to 
competitive selling before the end 
of next summer, according to a sur- 
vey. Canadian dealers have not yet 
come face to face with the selling 
competition now current in the 
U. S. 

It -is expected that only in im- 
ported cars from the U. S., which 
means in the most cases high- 
priced cars, will there be continued 
shortages, due to quotas and 
foreign exchange regulations. 


Ford products have been avail- 
able for early delivery nearly half a 
year in reasonably large volume. 
Other cars have been in shorter 
supply and there has been con- 
siderable waiting for car deliveries. 


Stocks of good used cars are 
showing little change in inventory, 
partly due to too high prices. Ad- 
vertisements with smaller down- 
payments on used cars are appear- 
ing in Toronto daily papers as 
companies are trying to move bet- 
ter-grade used cars.—(James Mon- 


tagnes). 
+ > * 


Memphis 

Total new-car and truck regis- 
trations in Memphis for October 
were 1,882, with 1,704 of these pas- 
senger cars and 178 trucks. 

Chevrolet, Ford, Plymouth and 
Dodge finished in that order in the 
number of passenger-car registra- 
tions in Shelby county for the 
month, 

Registrations were as _ follows: 
Chevrolet 400, Ford 345, Plymouth 
182, Dodge 176, Buick 94, Pontiac 
73, Mercury 69, Oldsmobile _ 65, 
Studebaker 62, DeSoto 53, Nash 52, 
Chrysler 35, Cadillac 27, Hudson 23, 
Packard 15, Willys 9, Lincoln 7, 
Kaiser 5, Austin 4, Crosley 2, Re- 
nault 2, Morris 2, Frazer 1 and 
Anglia-Prefect, 11. 

Chevrolet, Ford, International 
and GMC were the leaders in the 
new-truck sales field.—(Alan Say- 
ford). 


* > * 


Kansas City 


New-car and truck sales figures 
for September indicate that month 
was one of the lowest since last 
March, with total new-car sales at 
2,169 and trucks at 269. 

These figures bring the year’s 
sales to 23,361 for passenger ve- 
hicles and 3,137 for trucks. Prelim- 
inary October figures indicate much 
heavier sales. 

It is thought by the Motor Car 
Dealers Assn. of Greater Kansas 
City that a difference in starting 
points for computing figures may 
have been responsible for the low 


September.—(Joe Roberts). 
> > 7 


Albuquerque 


Automobile dealer sales in New 
Mexico in September increased 14.8 
1948, ac- 
cording to the Business Research 
bureau publication, New Mezico 


Crosley, 8; DeSoto, 53; Dodge, 93; | Business. 


In Bernalillo county (Albuquer- 
que), automobile sales gained 18.1 
(See MARKETS, Page 15, Col. 1) 





BILLBOARD IN THE SKY—This 85-foot-high pylon, added last month to the building of 
Mueller-Harkins, Tacoma and southwest Washington Buick distributorship, puts the finishing 
touch on the firm's new $750,000 home which was occupied a year ago. Installation of the 


| pylon coincided with Mueller-Harkins' observance of its 33rd anniversary with Buick. 
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seasonal slowing down in automo- 


bile trade circles at this time of | 
auto dealers report a/ 


the year, 
steady demand for new cars. 
Strikes and labor troubles on 
both sides of the border have ham- 
pered any great efforts on the part 
of the industry but, in spite of this 
factor, said dealers here, the poten- 
tial demand for cars is exceedingly 
large and should develop active 
sales in the spring of 1950. 
Authorities on present trade de- 


Montreal Sales Steady 


Keenly Active Market Predicted for Spring; 
U.C. Demand Slides, Trucks Quiet 


MONTREAL.—Despite the usual|would be noticeable even at this 





mands said that if there was a 
steady flow of cars from plants to 
dealers’ showrooms, fewer seasonal 
checks in customer purchasing 
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(Continued from Page 14) 


percent over September, 1948, with 
almost all makes showing increases, 
the publication said. — (Veda N. 


Connor). 
ca ” + 


Lawrence, Kans. 


The majority of new-car dealers 
in Lawrence, Kans., believe that 
the motor car business will remain 
about even during the remainder 
of the year. Some of them stressed 
salesmanship. More and better 
salesmen will have to be trained 
in order to go out after the busi- 
ness was the consensus of the trade. 


One of the larger car dealers 
in Lawrence reported a 5 per- 
cent gain in new-car sales Over 
October, 1948, and a 5 percent 
decline in used-car sales for the 
same period. 

His new-truck department showed 
a 5 percent gain, while his used- 
truck operation indicated a 50 per- 
cent gain over October a year ago. 
His service department showed a 
2 percent gain, but his parts busi- 
ness declined 33 percent under that 
of a year ago. 

Another dealer told of a 46 per- 
cent gain in new-car sales, and a 
57 percent loss in used-car sales 
during October, 1949, compared 
with October, 1948. 

His new-truck department suf- 
fered a loss of 39 percent and his 
used-truck sales were 48 percent 
under those of a year ago. His 
service department declined about 
10 percent, and his parts depart- 
ment, 44 percent, 

A 25 percent gain in new-car 
sales was reported by another 
dealer, who also revealed a 10 
percent loss in used-car sales in 
October this year compared with 
October, 1948. 

His new-truck sales indicated a 

15 percent gain, while his used-car | 
sales declined 5 percent during the 
same period. His service and parts 
departments showed 10 and 15 per- 
cent declines, respectively. 

Other dealers reported gains of 
from 10 to 30 percent in new-car | 
sales, and gains running from 5 to} 
15 percent in used-car sales, One 
reported a loss in used-car sales | 
of 13 percent. Both parts and 
service departments were in the 
plus percentages for all dealers 


questioned. 
~ * a 


San Antonio 


November new-vehicle sales in 
Bexar county (San Antonio) totaled 
1,080, compared with 923 in Novem- 
ber, 1948. 

Ormsby Chevrolet Co. led in sales 
during the month with 71 new cars, 
followed by Gillespie Motor Co., 


(Ford) with 65 new cars sold.— 

(J. H, Reed). 
# + a | 
Akron 


New-car sales declined sharply in | 
Summit county (Akron) during the | 
Thanksgiving holiday week ended 
Nov, 26 to 252 units, compared with 
368 in the preceding week and 242 
in the same week in 1948. 


Used-car sales also declined, the 
Akron District Automobile Dealers 
Assn. reports. A total of 368 used 
cars was sold in the week ended 
Nov. 26, against 537 in the preced- 
ing week and 236 in the same 1948 
week, 





Winn Opens Garage 
Winn Motors, Inc. (Ford), Winn- 


iield, La., announces the opening 
of its new garage on W. Court St. 








time of the year. 

As it is at present, they said, 
not enough cars are received at 
any one time to really test what 


customer buying would be in the | 


quieter months of October, No- 
vember and December. 

Cars in the lower-priced brackets 
are being more actively marketed 


than the higher-priced models. This | 


situation is undoubtedly due to less 
spending funds in the hands of the 
average purchaser. 

Financing of purchases in this 
area is slightly up over the same 
period a year ago. Some dealers 


are gaining higher allowances on) 


higher-priced cars than formerly in 


an effort to stimulate sales in these | 


ranges. 


The better dealer firms are re-| 
| from British-made cars, the general | 


quiring from 40 to 50 percent down 
on new business, and have not de- 
parted to any great extent from 
the requirements on down pay- 
ments which have prevailed in the 





Dealers in 195 0 4 
Model Cars... 









CHEVROLET SALES-SCHOOL GRADS MEET—Approximately 70 alumni of the Chevrolet 
post-graduate school of modern merchandising and management from Michigan, Ohio 


Indiana and West Virginia met in a reunion 


| throughout the U. S. 
| the school. 


past few years of postwar inflation. 

The used-car market is reported 

as plentifully supplied. Demand in 

| this category has fallen off con- 

siderably. The truck market is 

| reported as quiet with little hope 
| of any firm revival this season. 


On the subject of competition 


|opinion in the trade, aside from 
|some few dealers who are actively 
|promoting British car sales in 
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You'll be delighted with the efficiency of 
the new Underwood Sundstrand Automobile 
Dealers Accounting Machine System. 


By this most modern method the vital figures 
you need for today’s “Competitive Market” 
are available at all times. You get today’s 
facts TODAY! You get accuracy ... high 


speed... at minimum cost... with minimum 


effort. 


See how the Underwood Sundstrand Account- 
ing Machine and System streamlines your rec- 


Underwood Corporation 


Accounting Machines ... Adding Machines... 
Typewriters ... Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, 135 VictoriaSt., Toronto1,Canada 


Sales and Service Everywhere 


@ ivav 


"refresher course’’ on modern sales techniques. The reunion was one of a series of 12 held 
and Canada under the supervision of T. O. 





in Detroit recently for a get-together and a 


McLaughlin, dean of 


|lihood that the Canadian market 
| will be upset from this source. 


| There is some demand for the 
smaller auto which is being ex- 
ported to this country, but the 
preference of buyers here is for the 
larger American and Canadian-type 
vehicle. 
Local 


dealers point out that 


| should the demand for smaller cars 
| really manifest itself, such a market 
could be readily supplied by the 
industry on this side of the Atlantic. 








When You 


1. Daily Operating 
or Management 
Controls in MIN- 
UTES ... not hours 


2. Completed Finan- 
cial Statements the 


FIRST of the month. 
...in hours... not 
days. 
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: Market Study ) 


Fruit and Vegetable 
Industry Surveyed 


KANSAS CITY.—A comprehen- 
sive study of the $6 billion fresh 
fruits and vegetables industry and 
its truck and automotive needs is 
being distributed without charge to 
interested parties by the industry’s 
weekly newspaper, The Packer, 
2nd and Delaware Sts., Kansas 
City 6. 

The Publication’s research re- 
port explains the various steps in 
the distribution of fresh produce, 
showing how the grower, shipper, 
broker, receiver, and retailer each 
contribute to producing and 
marketing 6,000 perishable carloads 
every working day. 

Major purchases of each industry 
division are listed. Facts and fig- 
ures on industry division are 
shown. The newspaper’s study tells 
where fresh fruits and vegetables 
are produced and where they are 
consumed. The various trade asso- 
ciations are listed and their func- 
tions discussed. 


These Advantages are Yours 


Simplify with 


UNDERWOOD SUNDSTRAND 


3. LOWEST oper- 
ating cost for today’s 
Ne aerate Mar- 
et.” 


4 A TRIED and 
PROVED method 
. . . developed by a 
car dealer .. . devel- 
oped for dealers. 


ord keeping . . . brings you a real saving of 
time... pays for itself... and saves you money 


thereafter. 


For full details fill in and mail the coupon to- 


day! 


UNDERWOOD SUNDSTRAND Now Speeding 
Accounting for many Dealers for: 


Buick Chrysler Ford Pontiac 
Cadillac John Deere Hudson Reo Trucks 
Caterpillar Tractor Oldsmobile Studebaker 

Tractor DeSoto Packard Willys Jeep 
Chevrolet Dodge Plymouth 


“SIMPLIFY and SAVE with SUNDSTRAND“ 


Underwood Corporation 


Send me your illustrated folder, 


ing Machine System. 
Name of Company. 
Name and Title... 


One Park Avenue, New York 16, N. Y. 


Form S-1326, describing 


the Underwood Sundstrand Automobile Dealers Account- 














No matter where you may be, your "Mr. Porcelainize” 


"is a man worth knowing well. 








‘me. PORCELAINIZE === 


TRADE MARK REG. U. S. PAT. OFF. 


His Job ls to Increase Your Profits 
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ap Tra ys 


Francis Rodrigues, Reg. Mgr. 
DETROIT, MICH. 








Roy F. Cope, National Sales Director 
DENVER, COLORADO 





THis is THE PORCELAINIZE NATIONAL FIELD FORCE. 


Day in and day out, year in and year out, these men devote all their time toward 
helping New Car Dealers everywhere increase their Customer Labor 
Sales by building their Porcelainize Departments into the third largest source 


of Service Revenue. 
assistance in setting up and equipping your Porcelainize Department, 
training your operators, and bringing you the latest of the best 


in merchandising and advertising help. 


program or to increase your present Porcelainize volume, put him to 


work for you. Arrange a special meeting now. 


\ 
SS Oe SSB eee ee SSS See SFB 888288 8 8) 


FREEMAN & FREEMAN, INC. 


600 GRANT STREET 
DENVER 3, COLORADO 


Please have our ‘Mr. Porcelainize" call on us as 
soon as possible. 


FIRM NAME 
ATTENTION OF__ 
STREET & NO. __ peter aoe ‘ 
RN sessed nen ne Sidi adbcee actin OR SE” 
MAKE OF CAR SOLD___ 








Ver y Important 


gives you never-ending 


To obtain full information on*this 






K. ©. McKinley, Reg. Moar. 
$T. LOUIS, MO. 







oo Southern Region 








Paul C. Mason, Regional Mgr. 


MEMPHIS, TENN. met 
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Charles F. Tuite T. D. Mitchell John H. Shoff 
BOSTON, MASS. WASHINGTON, D. C. RICHMOND, VA. 


Phillip O. Johnson A. J. Chateauneuf Rodgers L. Way 
DETROIT, MICH. BUFFALO, N. Y. CLEVELAND, O. CINCINNATI, O. 


W. F. Newton. Factory Coordinator Paul Englehart, Advertising Manager Joseph A. Miller, Nat'l Service Supervisor Dorr Rewbes, Rocky Mountain Region 
DETROIT, MICHIGAN DENVER, COLORADO KANSAS CITY, MO. DENVER, COLORADO 


Roy Larsson Charles A. Blaisdell Henry C. Johnson F. J. McGinness 
CHICAGO, ILL. CHICAGO, ILL. MINNEAPOLIS, MINN. INDIANAPOLIS, IND. 
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Lo 
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H. D. Lioyd hester L. Butts C. R. Smith Terry L. Parker, Jr. Claude Douglass U. F. Weedy 
MEMPHIS, TENN. JACKSONVILLE, FLA. ATLANTA, GA. NEW ORLEANS, LA. OKLAHOMA CITY, OKLA. DALLAS, TEXAS 


PORCELAINIZE 


NATIONALLY ADVERTISED 
EXCLUSIVE NEW CAR DEALER SERVICE 


E. Rubke J. Victor Morgan Pau! F. Kinnison M. D. Fotkins 
_ OAKLAND, CALIF. SEATTLE, WASH. LOS ANGELES, CALIF. LOS ANGELES, CALIF. 
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Freed Warns at Utah Parley: 





25 Percent 


of Dealers 


May Fade in 1950 


SALT LAKE CITY.—A warning |is the last hope of freedom on this 


that one out of four dealers may go 
out of business in 1950 if they don’t 
become better businessmen was is- 
sued to the annual convention of 
the Utah Automobile Dealers Assn. 


Charles ©. Freed, NADA vice- 
president, cautioned against lax- 
ity in business practices and 
added: “Look out for 1950.” 


He said dealers were making 
serious mistakes by buying manu- 
facturers’ over-production of ex- 
pensive convertibles, station wagons 
and trucks. Freed also warned 
against long-term agreements or 
special discount sales. 

“The profits are there waiting for 
us,” he said, “and there’s no need 
to worry about being replaced as 
an auto dealer in your community 
if you are doing a reasonably good 
job.” 

The asscciation which had 400 
members at its parley, adopted a 
resolution calling for elimination of 
24-month contract buying and of 
over-concentration of dealers in one | 
area, 

In his address, George F. Zies- 
mer, NADA president, said deal- 
ers find a tax reduction vital in | 
the face of declining profits. He 
also said that sales continue high 
only because many dealers take 
losses on trade-ins. 

U. S. Sen. Arthur V. Watkins, 
Utah Republican, shared Ziesmer’s 
view that further tax hikes might 
throw the country into a depres- 
sion. Watkins called for a halt in 
government spending. 

“We are approaching a time,” he 
said, “when we must make a choice 
of spending programs. We should 
make an effort to keep people in 
Congress who want to stop the 
socialistic trends, since this country 








Insurance Rates 
Pared 1912 Percent 
In N.Y. State | 


NEW YORK.—Statewide reduc-| 
tions averaging 19.5 percent in 
automobile insurance rates in New| 
York state, with the biggest drop 
for commercial vehicles and lesser 
reductions for passenger cars, were 
announced last week by State Su- 
perintendent of Insurance Robert 
E. Dineen. 

Exceptions to the reductions in- 
clude higher general rates for cars 
older than 1942, and an increase in 
collision insurance rates for pri- 
vate passenger cars in New York 
city outside of the borough of 
Richmond (Staten island). 

Applying to both new and re- 
newal policies written on or after | 
~ Nov. 1, and on all policies written | 
to become effective on or after) 
next Jan. 1, the new rates were) 
filed by the National Automobile | 
Underwriters’ Assn. 

The new rates show wide differ- | 
ences, depending on the district 
where the owner lives and on| 
_whether the vehicle is used for 
private or commercial purposes. | 

Commercial vehicle fire and| 
theft rates are down 15 to 33%) 
percent. The average reduction is| 
22.7 percent for comprehensive cov- | 
erage, including collision risk. 

There is an average increase | 
throughout the state of 10 percent | 
for cars of 1941 and older. 

Under the new commercial ve-| 
hicle schedule, collision rates for 
local hauling in New York city 
are down 25 percent for $50 de- 
ductible policies and 20 percent for 
$100 deductible policies. In the | 
rest of the state the reduction for | 
both types of policy is 20 percent 
for short hauls. Intermediate and | 
long haul collision rates remain | 
the same. 


a hv 


Wray-Dickinson Honored 


George D. Wray jr. has received | 
a Four-Letter certificate for Wray- | 
Dickinson Co. (Ford), Shreveport, | 
La., from ©. H. Weigand, assistant | 
district sales manager of Ford’s| 
New Orleans district. Wray-Dick- | 
inson has operated under the same 
Management and ownership since 
1911. 








earth.” 


Officers elected to serve during 
the coming year were Frank B. 
Streator, Salt Lake City, presi- 
dent; G. Lowry Anderson, Spring- 
ville, Frank M. Browning, Ogden, 
and W. W. Lundberg, Logan, as 


first, second and third vice-presi- | 


dents, respectively; Brick Wood, 
Kaysville, secretary, and Harry E. 
Carleson, Salt Lake City, treas- 
urer. 

Directors are Orson J, Brown, 
Spanish Fork; Richard C. Freed, 
Salt Lake City; Dallas L. Hess, 
Ogden; Harold Holley, American 
Fork; William A. Johnston, Price; 
H. Marvin Jones, Cedar City; Neu- 


man C. Patty, Salt Lake City, and | 


Floyd F. Wilson, Logan. Homer C. 
Warner, as outgoing president, 
automatically became a director. 








NEW ZEALAND NASH DEALER VISITS PLANT—Dealers Bill Engel, 
president of Topel Nash Sales Co., 
| Phillip Seabrook, Nash dealer from Aukland, New Zealand, on his arrival at the Nash main 


Kenosha, Inc., and Earl Topel, 


1949 





president of Nash 
were on hand to greet 


assembly plant in Kenosha. Shown left to right (front row) are: Mrs. Seabrook, Seabrook, 


daughter Diana. Back row: Topel, 


W. J. Reagan, export manager, and W. C. 


Engel. 





Dinner Fetes Foremen 


Of Detroit Lincoln Plant 
DETROIT. — Supervisors of the 
Detroit Lincoln plant of the Lin- 
coln-Mercury division were dinner 
guests of the management Dec. 5. 
More than 300 supervisors were 
on hand to hear talks by Benson 


The January, 1950 issue of FLEET OWNER will initiate McGraw-Hill’s new and 
expanded service to the men who operate and maintain the huge truck industry, and 
those who supply the vehicles, replacement parts, supplies and shop equipment. 

The new FLEET OWNER will fill the need increasingly recognized by truck industry 
leaders for a more alert and comprehensive publishing service to help the industry 
meet the manifold problems which its swift growth has created. 

To implement this broad editorial program, FLEET OWNER has been staffed with 
the largest editorial organization in the field, headed by Leon F. Banigan, editor. And 
behind this staff stands the full strength of McGraw-Hill’s world-wide editorial and 
research facilities. 

There are no “sitting” editors on this FLEET OWNER staff. Its men will be constantly 
on the go, visiting the places and the projects where important truck industry develop- 
ments are taking place. The resulting editorial substance will compound FLEET 


OWNER’s time tested values in providing a powerful new force . . 


| Ford, 


vice-president and general 
manager of the division; Ernest R. 
Breech, executive vice-president of 
Ford Motor Co., and S. W. Os- 
trander, operations manager, Lin- 
coln-Mercury. 


AUTOMOTIVE NEWS production and | 
registration figures tell the story of rors 
and sales } every week. 





Police Bus Check 


Too Strict, Say 
N.C. Educators 


RALEIGH, N. C.—Although ap- 
plauding the North Carolina high- 
way patrol for its school bus in- 
spection program, the state board 
of education criticized the patrol’s 
insistence on correction of “minor 
defects” in buses. 

“In some instances,” the board 
said, “minor defects that in no wise 
involved the safety of the bus re- 
ceived unwarranted emphasis and 
aroused needless anxiety.” 

Highway Patrol Commander 
Tolar had stated in one report that 
2,409 of 4,876 buses inspected had 
defects, ranging from minor to 
major, and that the remaining 2,467 
buses were free of defects. 

The education board warned that 
overloading of school buses—one 
point stressed by Tolar in his 
safety drive—is bound to become 
|worse instead of better, unless 
local school units buy additional 
buses. 


. significant not only 


to the fleet operators, but to every manufacturer whose products play a part in keeping 
the fleets rolling. 
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AUTOMOTIVE WASHINGTON 


Treasury and FRB 
Settle Differences 


By William Ullman 


Washington Correspondent 





tion “than there was reason to fear,” and better than any | 
other major country, Chairman Thomas B. McCabe of the, 
Federal Reserve board told Congress last week. 

In striking contrast to his predecessor, Marriner S. Eccles, | 
a board member who earlier? — a. = 
sharply criticized Treasury 
fiscal, policies, McCabe told 
the joint economic subcommittee “a 
splendid degree of cooperation 
exists between the Treasury and 
the FRB.” 


to unfortunate re- | 
sults.” 

Eccles, who was | 
demoted by Presi- 
dent Truman 10 
months ago from 
chairman of the} 





McCabe said these two agencies Seca. aoe 
dealing with the monetary and fis- that the Treas- 


cal policies “should be mutually 
independent of each other, for the 
subordination of either might lead 


16 bello Aowe 


ury’s desire to} 
hold interest rates | 
down in order to} 





Wm. Uliman 


|cheaply as possible, has prevented 
| the FRB from performing its func- | 


i tion of regulating the volume of | 
| credit as a curb on inflation. 


Secretary of the Treasury Sny- 
der, who was testifying when the 
Eccles charges were revealed in a 
letter to the subcommittee, con- 


| tended there has been cooperation 
| between his department and the 


‘Tan U. S. came through the postwar period with less infla- | 


FRB. He also insisted that “coop- 


eration should be a _ two-way | 


street.” 
Sen. Douglas, Democrat of Illi- 
nois, chairman of the joint House- 


| Senate group, has arranged a closed | 


|Ssession to thresh out the differ- 
| ences. 
President Allan Sproul of the 


Federal Reserve bank of New York 
|told the subcommittee the conflict 
between the FRB and Treasury 
policy is inherent in the postwar 
situation because, while the Treas- | 
ury is interested in managing the | 
|public debt at the lowest possible 


cost, the Federal Reserve system 





FLEET OWNER’S NEW CIRCULATION POLICY 


Like all other McGraw-Hill publications, FLEET OWNER’s circulation will be PAID. 
McGraw-Hill is convinced through long experience that no other type of circula- 


tion gives the same advertising power. 
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| Seaman the large public debt as | F 














HEINEMAN-PERRY WINS PONTIAC AWARD—The Chief Pontiac service contest reached 


| its climax in Pontiac's Philadelphia zone when Zone Manager C. G. 
F. Heineman, 
. Guilfoil _(center), and other winning dealers “watch. 


engraved silver cup to the ne. A. 
N. J. Zone Service Manager J. 


has the responsibility of controlling 


| bank credit volume. 


* + 
Cc eminnntet Clamp-down 
HE National Labor Relations 


board last week announced 
tightening of its rules” to enable it 


The paid subscriber . . . the man who voluntarily pays out cash for a non-glamorous 


business publication . . . 


the strongest proof of an alert, interested audience for his sales messages. 
FLEET OWNER subscribers are pre-selected by McGraw-Hill’s nationwide circu- 


lation organization. They are quality subscribers . 


is the advertisers best assurance of intensive readership, and 


. the men who purchase, recommend 


and specify throughout the truck industry. They will provide, as FLEET OWNER’s paid 
circulation expands, a coverage of buying influences never before available to adver- 


tisers in this field. 


FLEET OWNER’S NEW MARKET COVERAGE 


7. Fleet operators 


@ Company executives responsible for transportation policy. 
@ Fleet or general superintendents of operation. 
@ Superintendents of maintenance, and maintenance executives what- 


ever their title. 


>. Manufacturers of trucks, trailers, bodies and related equipment. 
@ Company executives responsible for policy, engineering, sales, service 


and parts. 
@ Regional manufacturers’ 


sales and service representatives; factory 


branch managers of sales, service and parts. 


3. Distributors and dealers in trucks, trailers, bodies and equipment. 


@ Management men in these organizations 
and parts. 


specializing in sales, service 


@ Automotive jobbers who specialize in the fleet field. 


4, Independent service and maintenance shops. 


@ Owners and management men of independent shops whose primary 
business is the maintenance of commercial vehicles. 


LEET UWNER 


A McGRAW-HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK 18, N.Y. 





Miller presented an 


Heineman-Perry Pontiac Co., Oaklyn, 





to clamp down harder on attempted 
evasion of the non-communist affi- 
davit filing requirements of the law. 


The action strikes especially at 
communists who boss labor unions 
from behind the scenes without 
holding any recognized office. 


To be eligible to use the board's 
processes, labor organizations have 
had to submit non-communist affi- 
|davits from all who are listed as 
“officers” in their constitutions. In 
addition to continuing this require- 
ment, an amendment just adopted 
further provides: 

1, The board will investigate 
those situations in which it be- 
lieves a union failed to list any 
Officers in its constitution for the 
purposes of evasion; and 
2. The board, after such investi- 
gation, may require non-communist 
affidavits from persons other than 
occupants of offices listed in the 
union’s constitution. 

Thus, the board may require a 
greater number of affidavits where 
it has cause to believe that evasion 
or circumvention is being at- 
tempted. All affidavits have to be 
filed annually and whenever there 
occurs a change in office. 

As of Dec. 1, more national and 
| international unions—194 in num- 
ber—were in complete compliance 
with the registration and non- 
communist affidavit requirements 
than at any time since enactment 
of the Labor-Management act in 
| 1947, it was said. 
| The new amendment, which ap- 

plies solely to the number of affi- 
| concer does not change the policy 





concerning investigation into the 
validity of affidavits. Such 
| questions continue to be 
|referred to Department of 
Justice. 


the 
will 
the 


+ * * 


| Highway Problem 

CCORDING to Public Roads Ad- 

ministrator Thomas H. Mac- 
Donald, America must soon choose 
between dominating the motor 
| vehicle or being dominated by it. 

“Unless we are to be dominated 
by it,” said MacDonald, “increased 
safety, efficiency and economy of 
highway transport must be secured. 
| “The situation is made more 
| critical,” he added, “because there 
|are presently no organizations hav- 
|ing adequate legal authority and 
funds to attack the prcblem on a 
scale reasonably commensurate 
with the dimensions of the annual 
| program now required.” 

Not even figures showing the 
| fantastic acceleration in the load- 
ing of our highways by numbers, 
| weights and speeds of motor 
| vehicles provide a real under- 
| standing as to the needed high- 
| way improvements and mainten- 

ance which confront the nation, 
| MacDonald declared. He was 
| addressing a meeting of the 
American Road Builders Assn. He 
then word-painted this road 
picture: 

There are at present approxi. 
|mately 3% million miles of roads 
|and streets in service in the U. S. 
| The national system of interstate 
| highways, having a total length of 
lonly 37,800 miles (slightly more 
ithan 1 percent of the total), has 
| deficiencies which it will cost over 
| $11 billion to correct. 
On about one-third of the mile- 
|age, complete abandonment of the 
| present road location will be neces- 
|}sary; another third has inadequac- 
| ies which can be eliminated by 
}reconstruction involving no more 
|than minor relocations; widening is 
|the only necessary improvement on 
labout one-fourth of the mileage, 
| (Continued on Page 68, Col. 4) 
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Merchandising 
Memos to Dealers 


By Bob Finlay 





“Trade high now! Then take de- 
livery whenever you like it!”—by 
in| Knickerbocker (Ford). 

“We don’t talk low prices, we 
sell at low prices.”—from Dexter 
Motors (Dodge-Plymouth). 

“You can’t stump us. We'll give 
you a top tradein on a new DeSoto 


oe that caught our eye in 
the want-ad pages: 

“Jimmy’s” yuletide note 
Charleston, W. Va.: 

“No one has money to burn at 
Christmas time, so save that Christ- 
mas money, at J immy’s.” 

+ 


Buying incentive—a free course pe 
in driving, offered by Ansel J. ae mouth from James F. 
Schloss (Studebaker) in San aa 
Francisco. 

Lit 0 The Careful Buyer 


HEN there is Garfield Chevrolet, 

in Milwaukee, with “We wel- 
come the careful buyer.” 

Northwestern Ford in the same 
in the|city published cartoons showing 
football signals for the benefit of 


A general rise in the “terrific 
tradein allowance” claims. 
o * 


Claims 


OME hot claims even 
stately New York Times: 
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SHOWS CARS ON THIRD-DIMENSION PROJECTION SCREEN — Link Anderson, Sant, 
Monica (Calif.) Pontiac and GMC dealer, has opened his new showroom. Photo daw 
several lights and the third-dimension appearance which Anderson has carried out even in 
the architecture of his building. An unusual feature of the sales center is a specially- 
designed auditorium where the cars are realistically presented in third-dimension stereographs 


taken in scenic California settings. 





television fans, and as an attrac- 
tion to the firm’s used-car ad. 
+ + * 

In Jackson, Miss., Madison 
Auto Sales (Pontiac) headed its 
ad, “Read this ad, a car is like 
a suit.” We read the ad to find 


out why a car is like a suit. 
+ * * 


Santa Special 
TTRACTING interest in auto 
merchandising circles is a holi- 


day idea being sponsored by S & C 
Motors (Ford), San Francisco. A 
bright red 1950 Ford convertible, 
driven by a 245-pound Santa Claus, 
is going about town distributing 
Christmas gifts. 

The kiddies are presented with 
the traditional candy canes—and 
adults receive a $25 money order 
to apply on a used car from the 
dealership. 


And in Marin county, one Dodge 











When your customer 


is a BUG about power... 


Sa 


= 
TN 


of the high antiknock quality of 
“ETHYL” Gasoline... 





set the timing 
to take full advantage... 





and keep him happy 





with you and your service. 


ETHYL CORPORATION, New York 17, N.Y. 


Products sold under the “ETHYL” trade-mark: Antiknock Compounds . . . Salt Cake . . . Ethylene Dichloride . . . Sodium Metallic . . . Chiorine (liquid) . . . Oil Soluble Dye 


dealer has a clever idea to stimu- 
late new-car sales. He has placed 
one car on the showroom floor 
filled to the brim with blown-up 


/|“shmoo” balloons. The idea is for 


Mr. and Mrs. Showroom Visitor to 
guess the number of balloons in 
the car (which, by the way, have 
been placed to show the roominess 


inside) and win cash awards. 
> * = 


Come On In 
HIKLES MOTOR (Pontiac) in 
Jefferson City, Mo., used an at- 
tendance prize contest to stimulate 
viewings of the 1950 model cars. 
Each visitor was registered and the 
capital prize was a set of four new 


tires. 
* = a 


For Commuters 
EING two minutes from the 
railroad station has paid off for 
the West Newton (Mass.) Motor 
Mart (DeSoto-Plymouth). 

By continuous billboard and news- 
paper reading, “Two minutes from 
R. R, Station—We can service your 
car while you commute,” hundreds 
of new service customers have been 
obtained. 


Hobby Host 


NEW slant in dealer promotion 
+ which drew considerable atten- 
tion was used by Walter Haller- 
man, president of Gilbert Avenue 
Pontiac, Cincinnati, to plug new 
models. He staked a big party for 
invited guests at the Hotel Alms 
ballroom. The prospective custom- 
ers were taken on a movie trip to 
the Hawaiian Islands lasting one 
hour and 10 minutes. 

The film in sound and color was 
made by Hallerman on a recent 
trip to the Pacific. On his return 
home he engaged a professional 
studio to weave in a “commer- 
cial” to introduce his facilities in 
the automotive business and to 
help introduce the new models. 
More than 500 persons attended. 

Women were given a baby orchid. 
Men wore synthetic lei. Hallerman 
has been an amateur movie en- 
thusiast for more than 10 years, 
being an active member of the Cin- 
cinnati Movie Club. He has headed 
the dealership for more than 23 
years, 


Sell Goods, Not 


Terms, Banker 


Urges Dealers 


LOS ANGELES.—Dealers should 
“train their sales people to get back 
to the time-proven practice of sell- 
ing goods rather than terms,” D. Z. 





| Albright, vice-president and man- 


ager of the consumer credit division 
of Security-First National bank of 
Los Angeles, declared in addressing 
a meeting here of Group V, Cali- 
fornia Bankers Assn. 

Albright warned that soft credit 
terms, while tending to bring more 
purchasers into the market and 
thus bolster a sagging economy, in 
the long run result in an unwise 
accumulation of debts. 

“The net result,” he said, “only 
postpones the normal adjustment in 
total purchasing power. Now that 
we are free of Regulation W, the 
pressure will grow to adopt soft 
credit terms. 

“Under this sort of pressure, pru- 
dent lenders will not lose sight of 
the fact that only credit which is 
good for the borrower is in the long 
run good for the lender.” 

Warning of the possible revival 
of federal control of consumer 
credit, Albright said: 

“Expert opinion in credit circles 
leans to the thought that the Fed- 
eral Reserve board is keeping a 
sharp eye on the ratio of install- 
ment credit to national income. 

“Should this ratio show any tend- 


j}ency to get out of line, then the 
|board might be expected to again 
| go into action against consumer 
| credit.” 


Chase Creditors Expect 


Notice to File Claims 

POCATELLO, Ida.—Creditors of 
Jesse M. Chase, Inc., last week 
were scheduled to get official no- 
tices to file claims against the firm 
from Fred D. Hilliard, recently ap 
pointed receiver. 

Hilliard was named receiver for 
the firm following a meeting o! 
creditors here Oct. 15. Judge L. E 
Glennon of the fifth judicial dis 
trict for Idaho, made the appoint 
ment. 
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BURKHARD-GERELICK OPENS NEW BUILDING—Mayor Cunningham of Omaha is shown 
here cutting the ribbon at this Omaha Ford dealership. Shown in the photo (left to right) 
are V. J. Burkhard, Jack Sandler, KOWH announcer; Cunningham; J. H. McDonald, Omaha 
district sales manager for the Ford division, and Phil Gerelick. The formal opening was 
held in connection with the introduction of the 1950 model Ford. Approximately 5,000 
persons attended the two-day opening, with 1,000 on hand for the ribbon-cutting cere- 
monies, which were broadcast. 





Di Belardino was “front man” for 
Steinberg, who is the owner of 
Camden Truck Parts Co. 


The case involves the misuse of 
veterans’ priority certificates for 
WAA purchases. Among the de- 


WAA Deals 
fendants were sellers and buyers of 


PHILADELPHIA. — Two judges the certificates and dealers who 
of the U. S. District court have | aijegediy resold trucks and trailers 
been dispensing justice on an as-| for “enormous” profits. 
sembly line basis here to 73 persons 
indicted for fraudulent deals in 
trucks and trailers bought from the 
War Assets Administration. 


Five alleged principals in the 
large-scale scheme to buy up gov- 
ernment war surplus by use of 
veterans’ preferences were fined a 
total of $17,000 by Judges George 
A. Welsh and James P. McGranery. 
The men received suspended prison 
sentences of a year and a day and 
were put on two years’ probation. 

Twelve other defendants were 
fined $200 to $250 and three re- 
ceived suspénded prison sentences. 

The highest fine imposed was $5,- 
000, assessed Manuel Steinberg, 33, 
of Camden, N. J. Government 
prosecutors described Steinberg as 
the “motivating figure” in the tran- 
saction at government’ surplus 
sales between December, 1946, and 
January, 1947. 


U.S. Fines 73 
For Frauds in 








Dice at Work 


Widow’s Suit in Texas Tests 


Status of Job Gaming 

AUSTIN, Tex.—A pending deci- 
sion of the ‘texas supreme court 
on whether dice shooting under 
some circumstances is part of the 
“working environment” is being 
watched by business and industry 
generally in Texas. 

If the high court supports a de- 
cision of the ninth court of civil 
appeals at Beaumont, it will estab- 
hsh a precedent which may affect 
not only workmen’s compensation 
laws but open the way to more 
“freak” litigation. 

The case sprung from a fight 
by a construction worker over a 
50-cent side bet on a dice game. 
Clarence Williams, the worker, 
got into an argument with an- 
other employe and was hit on 
the head by a two-by-six slab of 
wood, 

Falling to the floor, he fractured 
his head and later died. The man 
hitting Williams was fined on a 
guilty plea of negligent homicide. 

But the case didn’t end there. 
Williams’ widow brought suit to 
recover $6,416 for workmen’s com- 
pensation payments from American 
General Insurance Co. She won in| 
the lower courts and in the court 
of appeals. | 

Testimony in the case showed 
that early-morning dice playing 
was part of the routine on a road 
construction job to which workers 
were hauled by truck from Orange 
and that the employer knew of it. | 
Chief Justice Thomas B. Coe | 
of the ninth court of civil ap- | 
peals said in part that “the dice 
game in which the deceased was 
participating at the time of his 
injuries had truly become a part 
of his working environment.” 


The insurance company appealed 
the case to the supreme court. 





Indicted in Check Bounce 


JOPLIN, Mo.—Francis Vernon 
Parker, who allegedly passed a $950 
bad check on the L. J. West Motor 
Co. here in a car deal, was in- 
dicted Nov. 29 by a federal grand 
jury in Kansas City. 






THE UPHOLSTERY LEATHER GROUP - 
The Ashtabula Hide & Leather Company, Ashtabula, Ohie . 
Eagle-Ottawa Leather Company, Grand Haven, Michigan . 


Food Indust 


Has 57% of Total... 





Makers Use 408,221 Trucks 


WASHINGTON. — For the first | 
time since the census of manufac- 
turers was initiated in 1810, data 
on the operation of “highway-type | 
motor vehicles” has been collected. | 
While the census covers only a | 
small but none the less important | 
segment of the country’s overall 
transportation picture, valuable. 
data on vocational uses of motor 
vehicles have been made available, | 
according to the National Highway | 
Users conference. 


The food and kindred products 
manufacturers group accounted 
for the largest number of ve- | 
hicles, representing 57 percent of | 
the total. 

Other large groups of manu- 
facturer users were lumber and 
wood products with 11 percent, 
stone, glass and clay products with | 
4.62 percent, and chemical and 
allied products, 4.55 percent. 

The statistics are compiled by 
individual groups of manufacturers, 
and are published in 82 separate 
industry reports. | 
The census, under the direction of | 








ing quality of leather . . 


... pleases the eye... 


the Department of Commerce, con. | 
tains statistics for all establish-| 
|tons, 8,798 between 3% 


ments primarily engaged in manu- 
facturing. Not included are vehicles 


operated by trucking companies | 


providing services to manufacturing 
establishments, nor farm trucks, 
passenger cars, buses or industrial 
tractors. 

A total of 408,221 trucks, tractor 
trucks, trailers and semi-trailers 
were owned or leased by 246,437 
manufacturing concerns reporting. 

Figures for motor vehicles are 


| broken down according to manu- 


facturers’ rated capacity and 
body types, with tractor trucks, 


| trailers and_  semi-trailers  re- 


ported separately. A segregation 
of body types shows the following 
totals: vans, 29,434; stake or plat- 
form type, 89,450; panels, 141,380, 
and all other types, 88,080. 

The census shows that the 246,437 
manufacturing firms reporting have 
a total of 408,221 vehicles, exclud- 
ing cars, buses and_ industrial 
tractors. 

Of the total there are 135,041 








vehicles under 1% tons, 139,220 at 
1% tons, 53,451 between 1% and 3% 
and five 
tons, 11,834 over five tons, 26,542 
truck-tractors and 33,335 trailers 
and semi-trailers. 


Illinois Pares 


Insurance Rates 


SPRINGFIELD, Ill. — (UTPS) — 
The Illinois insurance department 
has approved insurance rate reduc- 
tions on private passenger and 
commercial autos, which will save 
motorists of this state more than 
$2,000,000 a year, Harry B. Hershey, 
insurance director, states. 

The revision is the result of 
negotiations between the depart- 
ment and the National Automobile 
Underwriters Assn. All policy hold- 
ers of companies which are either 
members of, or subscribers to, these 
underwriters are immediately af- 
fected. 
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for DURABILITY amc DISTINCTION 


The feel of leather . . . the beauty of leather . . 
. yields to no other material for 





. the endur- 


durability and distinction . . . in the upholstering 


of a fine automobile. + For leather responds to the touc! 
satisfies the desire to possess the genuine. 
In addition to its appeal of texture, color and quality . . . leather is 


practical and economical, for it is fire and stain resistant 

..» washable, sanitary and moth-proof . . . asks no upkeep and needs 
no seat covers. + We suggest you look to leather to 
give your cars the complete look of quality and to give your 
customers greater pride and satisfaction in owning and using them. 


TANNERS’ 


COUNCIL OF AMERICA + 


Blanchard Bro. & Lane, Newark, W. J. . 
The Lackowanna Leather Company, Hockettstown, N. J. ° 


100 GOLD STREET 
Delaware Tonning, inc., New York, N. Y. 
Rede! Leather Manufacturing Company, Newark, WN. J. 


« NEW YORK 7, N. Y. 
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_A UTOMOBILE DEALERS, you'll agree, 
are a pretty shrewd lot. 


Dealers know people. They know their needs, their wants, 





their weaknesses — automotive-wise. They know what it 


Sg aRe 


takes to make people part with their dollars. 


ne 


PAST HE 


Dealers know the power of Advertising, too. They know 


‘ 


their businesses were built on it and prosper by it. And 
however idealistic they may be, dealers are strictly prac- , 
tical about investing their own advertising dollars. 


WHAT MEDIUM do they use to sell cars at their level—the 
local level? Why, it’s newspapers, of course—the strongest | 
selling media serving their own particular areas. 


NOW, AS ALWAYS, dealers are urged to push cars sup- 

ported by advertising in time-honored “national” media. ' 
But tempting as this support may be, shrewd dealers ( 
know, (1) a national magazine rarely reaches more than 
10 or 12‘¢ of big-city families; (2) such coverage rarely 


stimulates volume showroom traffic—and volume traffic 
is the foundation of profitable retailing. ‘ 
Dealers know, first-hand, the selling power of Metro’s J 
member papers. They know other local merchants use ‘ 
them consistently, profit by them handsomely. Told that 
a car is backed by the selling power of Metro’s great 1 
Sunday newspapers, dealers know they'll get a lift they I 
can feel. C 
f 





METRO’S SELLING IMPACT ranges far beyond its score I 


Group 2 


WHERE 38,000,000 READERS* GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 


NEW YORK CHICAGO DETROIT 


220 East 42nd Street —— MUrray Hill 7-5200 Tribune Tower—WHitehall 4-2280 New Center Bidg.—TRinity 2-2090 
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FAMILY COVERAGE CURRENTLY 
AVAILABLE IN THE 138 U.S. METROPOLITAN 
TRADING AREAS 


y 











. ne o,e : . 50% or better 20% or better 
of publishing cities. For the popularity of these fasci Ne. ot--.Spiet 194? Naot tof si 
nating Sunday Picture Magazines fans out to provide fifty, teat Oe eee oe ee 
sixty, seventy, eighty percent family coverage in 514 prin- Se ee a oe eet 

: ae oh mat) Supplement “A” . 16 14.85 62 39.53 
cipal cities—and 5,000,000 additional families in prosper- Supplement “B”. 23 18.68 45 29.87 
ous small-town America. Weekly “A”. ... None | 17 6.51 

Weekly “B”.... None 1 61 
Weekly “C”.... None 1 17 
’ “s » 
HERE’S A MEDIUM that reaches ha/if of all righ upper: Cae > 4 61 
half’ families in the nation—those families with incomes Women’s “B”. .. None None 
Women’s “C”. .. None None 


above the U.S. median—with plenty to spare. Editorially, 
it’s on more intimate terms with those families than any 








THOROUGH READERS PER $ 


All 1948 Starch-checked 1000-line Colorgravure 
ads; all 4-color pages in Supplements 
and Magazines. 


“national” medium can be. 





Studded with color and jam-packed with pictures of local 
or sectional interest, these Metro sections have that Be C_) men ME women 
inherent quality of all respected newspapers — they’re 
the readers’ most intriguing and reliable buying guide. 
And we mean for men, women and the teen-agers. 
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Ave peels 
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THERE’S A JUMBO PAGE SIZE, roughly 40% larger than 
conventional magazine pages, and a boon to creative 
people. There’s Colorgravure —the finest 4-color repro- 
duction available from high-speed newspaper presses. 
There’s readership expectancy second to none -in the 


~ 





Metro Supp. Supp. Weekly Weekly Weekly Women's Women's Women’s 


a ope opr “ wee op” wpe 
world of print. - . : . : : : ; . 













USERS: Any Metro office 
will gladly show you 
this portfolio of the 
Nation’s most dis- 
tinguished big and 
little advertisers. 


And—there’s the opportunity to localize selling pres- 
sure —change copy, models, prices, dealer listings. 


IN THE PROCESS OF SHARPENING YOUR SPURS for a 
more extensive, more intensive, more productive selling 
drive in the year ahead... plan now to give your sales 
force and your dealers a bigger, bolder compaign in 
Metro. Give ’em a lift they can feel! 





of Sunday Pictire Magazines 


AR. AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. ©) 411 aves, att incomes, both sexes. 


SAN FRANCISCO LOS ANGELES 


90 155 Montgomery St.—GArfield 1-7946 448 South Hill St.— MIchigan 0578 











By February, Say 


NEW YORK. — With the steel- | 
strike settlement halting any fur-| 
industrial | 


ther steel decline in 
activity, which was likely had the 
tie-up continued through the month, 
the overall conditions for November 
show no material trend changes 
from October, according to the Na- 
tional Assn. of Purchasing Agents. | 

A distinctly optimistic tone in 
the reports was noted by the com- 
mittee, with purchasing agents 
finding that inventories and com- 
mitments were generally held in 
balance with any reduced produc- 
tion schedules during the strike 
period. 

In November, the survey showed, 
production was slightly down, order 
books were 5 percent better, com- 
modity prices were steady with a 
tendency to advance, and inven- 
tories and employment were lower. 

Although it is realized that steel 
may not be available for several 
months to build satisfactory inven- 
tories, the report said, it is the 
consensus of opinion that critical 
shortages will be over in January 
and production at that time will 
cover current needs. 

The ready availability of other 
materials makes it possible and 
advisable to keep those commit- 
ments in balance with steel deliv- 
eries, it was stated. 

There is no present indication 
that general business will resume 
the upward swing recorded in 
August and September, the report 


Big Year in 50 
For Hard Workers, 


McQueen Declares 


AKRON.—“All signs point to am- 
ple business in 1950 for those com- 
panies willing to go out and ask 
for it—and, be assured, the Gen- 
cral Tire & Rubber Co.’s program 
for the new year is the most ag- 
gressive selling campaign in the 
company’s 34 years in the rubber 
industry,” Vice-President L. A. 
McQueen told General’s sales rep- 
resentatives at a four-day sales 
conference here. 

In pointing to 1950 as a promis- 
ing business year, McQueen listed 
the following 10 factors as reasons 
for his optimism: 

1. Highest national income in 
history; 2. Highest per capita -pur- 
chasing power; 3. Greatest demand 
in history for durable goods; 4. 
Continued increase in population 
over the 8 percent gain of the 
last five years; 5. Increase of more 
than 15 million families in the last 
10 years. 

6. Employment at good wages of 
more than 60 million persons; 7. 
Strongest banking structure in our 
history; 8. Low inventories in most 
products, particularly rubber; 9. 
Likelihood of tremendous export 
increase, and 10. Tremendous need 
for public works. 

“In making our plans for a big 
1950, we realize that it will require 
good manpower,” McQueen told 
the salesmen. “We want to afford 
you a chance to equip yourself for 
the big job we are planning. Your 
future and ours depends on the 
development of better distributors 
—and if your distributors succeed, 
you succeed,” he assured them. 
“Naturally we want all of you to 
succeed.” 

General’s New York, Philadel- 
phia, Atlanta, Minneapolis-St, Paul, 
San Francisco, Portland, Ore., Den- 
ver, Los Angeles and Richmond 
(Va.) branches were represented at 
the conference. 


Horse Laug h 


Tenn. Town Sets Mn 


For Buggy Parking 


TULLAHOMA, Tenn. — The city 
fathers of this small middle-Ten- 
nessee township have announced 
that the days of the horse and 
buggy are far from over and that, 
in their minds, they have not been 
completely shoved into the back- 
ground by the progress of the 
modern motor vehicle. | 

At a recent council meeting they 
designated a parking area, situated 
in the center of town, to accom- 
modate 150 dobb'ns complete with 
buggy or wagon. 








November Business Holds 
Slow-Up of Past Two Months Due to End 
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Purchasing Agents 


said, but added that business 
probably will recover in the next 
two months the ground lost in 
October and November. 


The survey committee found that | 








the price structure for commodities | 
developed more strength in Novem- 

|ber. Higher prices were reported 

|by 20 percent of the committee 

members, the largest noting such 

advances since August. Much of the 

increase is traceable to copper, lum- 

ber and textiles. 

There was a sharp reversal in 
November in the inventory build-up 
reported in September and October. 
Heavy consumption of steel stocks 











@ Inside every Walker 


an entirely new type of filtering material ...a 
combination of pure wood cellulose fibre in two 


different forms! 


This new ‘‘Laminar’”’ 
—will neither alter nor affect the characteristics 


of the oil itself. 





NEW SHOWROOM—The addition of a new 41 foot by 52 foot showroom gives the 
Oakley Fullington dealership (Studebaker), Gouverneur. N. Y.. a total floor area of more 
than 6,000 square feet. 
and partitions finished in grooved plywood. 


and cutbacks on deliveries of other; reporting no major material adjust- 
materials to maintain balanced in-| ment problems because of careful 
ventories are shown by the Novem-| inventory control policies since the 
ber report. |start of the business decline a 


Regarded as of particular interest | Year 480. 
is the large number of companies | Industrial buying policies are very 





“Laminar” Cartridge is 


material is chemically pure 


It is positively uniform in structure to maintain 


the proper density. It 


dirt, contamination and moisture—to control the 
many different types of 
contamination, including water. It provides a filter- 
ing bed capable of removing even the tiniest foreign 
particles—yet still maintains a proper balance be- 


tween “flow” and ‘“‘particle retention’”’ for effective 


filtration. 


Wood cellulose fibre is the only filtering material 
to adequately meet these standards—the only filter- 
ing material that permits multiple filtration. It’s 


the basis of Walker’s superior filtering performance. 


has a definite affinity for 


“engine manufactured” 


| 

| conservative, predominantly not 
over 90 days, with 82 percent re- 
porting 60 days and less. 

With nearby deliveries avail- 
able on most materials, except 
steel and aluminum, purchasing 
agents are holding forward com- 
mitments to producers’ lead time 
and their own definite production 
schedules. This general policy, 
which has been in effect for sev- 
eral months, is reflected in the 
overall healthy inventory posi- 
tion reported by most companies. 
Lower employment’ continued 


The showroom has windows on three sides, with all inside enclosures |through the first half of Novem- 


ber. With the break in the steel 
strike, however, a slow build-back 
of labor forces is indicated which 
is expected to run well into De- 
cember, the committee said. Labor 
turnover is down to a minimum and 
productivity is increasing, accord- 
ing to the association. 


THIS MATERIAL 
IRM LIKE THIS 


But even this combination of a pure wood cellulose 
fibre filtering bed wrapped in cellulose fibre disper- 
sion strips is not the whole story. It is spirally wound 


in many layers around the center tube. From this 
patented construction has come an entirely new 
method of filtering oil—‘‘Laminar’’—or filtration 


through layers. It combines, for the first time, all 


oil cleaner longer. 


three basic essentials of effective oil filtration — 
surface filtration—depth filtration—and progressive 


filtration. Laminar gets oil cleaner quicker— keeps 


~~ 
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Down Payments Cut Below 25 Percent... 


Credit Loosens Up in Detroit 


By Bob Gordon 


Associate Editor 

HERE is a definite trend toward 

easier credit terms in the auto- 
motive finance field in this area, 
according to an Automotive News 
survey of Detroit loan companies. 

The majority of finance com- 
pany spokesmen laid the blame 
for the deterioration of terms at 
the doors of the city’s banks. 

“The banks are going hog-wild,” 
one loan company official declared. 
He accused banks of offering ex- 
tremely liberal terms, particularly 
on new cars. 





NOTHER finance firm executive 
| claimed that “the pressure is 
jon to get down payments below 
25 percent.” While down payments 
have generally been held to 25 per- 
cent or more, the same speaker 
claimed that “water” in down pay- 
ments had driven them consider- 
ably under that figure. 

He characterized the collection 
situation as “not at all good,” add- 
ing that repossessions were very 
heavy. He said his firm was suffer- 
ing its heaviest losses in 11 years. 

The steady drop in the price of 
used cars has caused purchasers 
to let their cars be repossessed, 

he claimed. The price of new cars 





has been reduced through over- 

allowances and discounts, he said. 
| All of the finance companies here 
jagreed that the new-car dealer is 
|doing most of the used-car busi- 
iness. One spokesman said that 
while the unit volume of sales by 
| used-car dealers might be high, the 
|dollar volume of used-car dealers 
had reached prewar levels, and 
|might even have gone somewhat 
under the prewar level. 

+ + * 


NOTHER official claimed that 
more new-car dealers are retail- 
jing used cars now than ever did 
before the war. 

He claimed that the high tradein 
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CASHNER OPENS NEW BUILDING—S. W. 
Truck, Inc., Akron, has celebrated his 36th year as a White truck distributor by opening the 


firm's new truck sales and service headquarters at 1250 Triplett Blvd. 


Cashner, board chairman of Cashner White 
The new building, 


located on a Or plot near Akron municipal airport, is convenient to heavily-traveled 


truck highways which serve the northeastern O 


Cashner said.. 


values given by new-car dealers 
made it almost mandatory for such 
dealers to retail their used cars, 


|since they could not afford to sell, 


FOR YOURSELF. . . 
CLEANS OIL 3 WAYS 








SURFACE FILTRATION 


DEPTH FILTRATION 








When oil enters the Walker cartridge 
it immediately encounters double- 
wrapped wood cellulose dispersion 
strips . . . which not only provide 
definite surface type filtration, but 
also disperse the oil over the entire 
surface of the filtering medium. 


WALKER MANUFACTURING COMPANY OF WISCONSIN - 


After passing through the dispersion 
strips, the oil is next subjected to 
depth filtration through the basic 
filtering bed of pure wood cellulose 
fibres—the density of which is con- 
trolled for a proper balance between 
“flow” and “particle retention.” 


PROGRESSIVE FILTRATION 

As each successive layer is wound 
around the center tube, compression 
forces the pattern of the filtering bed 
to become finer and finer, more com- 
pact from outside to center .. . 
selectively removing smaller and 
smaller particles of micronic size. 


CHANNEL-PROOF 

Here’s still another plus! Because 
of Laminar design, every Walker 
cartridge is absolutely channel- 
proof. There are no “‘low resistance” 
spots... no natural channels through 
which the oil can pass unfiltered. 
Should an accidental break occur 
in any single layer, the additional 
layers will prevent any channeling. 


RACINE, WISCONSIN 





hio area. It is completely modern throughout, 


jand used-car dealers could not 


afford to buy, such tradeins. 


Opinion was divided on whether 
there has been an increase in the 
amount of indorsed paper being 
offered. None of the loan com- 
panies believes there has been any 
great increase in deals of this 
sort, and some maintain that 
there has been no increase at all. 


Prewar cars generally require in- 
dorsement, although, as one official 
|said, “competition forces us to do 
| business on some prewars without 
| indorsement.” 


Only one of the companies cov- 
;}ered by the survey has a blanket 
rule requiring indorsement on all 
| such models. 

| * 





A but one of the finance firms 
questioned denied that they 
were presenting more programs of 
recourse and repurchase. The opin- 
ion was that non-recourse institu- 
| tions are clinging to that policy. 


| In the matter of cutting or hold- 
|ing back dealer reserves for repos- 
| Session charge-backs, the majority 
|again claimed little change from 
| recent practices. 


| One company admitted that it 

was doing this with some dealers 

| but added that it wasn’t possible, 
competitively, to do so on a broad 
scale. 


Another loan firm claimed that 
|dealer reserves had been reduced 
overall. The reduction was moder- 
ate on leader model used cars, it 
was said. 

Since very few Detroit dealers 
ever attempted to handle the 
financing of their own automobile 
paper, the loan companies were 
unable to give a_ representative 
| opinion on the frequency of dealers 
abandoning this practice. 

+ + * 


r WAS the belief of those com- 

panies venturing an answer to 
this question that the dealer hand- 
ling his own financing has become 
almost extinct. 

All of the local lodn firms claimed 
|they had eliminated over a year 
ago all borderline dealers whose 
time-finance paper was of a ques- 
tionable nature. 

Nearly all of the local loan 
companies agreed that banks 
were much more competitive in 
the race for the time-buyers’ 
business. 

One company spokesman said he 
didn’t believe the banks were any 
more competitive than they had 
ever been, and another claimed that 
activity on the part of the banks 
was “not hurting us much.” 

The remainder, however, saw 
cause for alarm in the competition 
being offered by the banks. One 
Official stated: “The banks are 
definitely getting the new-car busi- 
ness.” 

There has been some mortality 
among used-car dealers in the past 
six months, the loan companies 
declared. 

However, most of the firms be- 
lieve that the used-car operators 
who have lasted this long will be 
able to continue in business. 


Hyland Reelected H ead 


|\Of St. Louis Parts Assn. 


ST. LOUIS.—For the fourth con- 
secutive year, members of the 
Greater St. Louis Automotive Parts 
& Equipment Assn., Inc., have 
elected Dan F. Hyland, Alemite- 
Stewart Warner distributor, as 
president of the group. 

Other officers elected were: W. M. 
Hudgins, president of Koochook 
Co.. Ine., vice-president, and G.. R. 
Porter, president of Universal Parts 
and Service, Inc., secretary-treas- 


|urer. Guest speaker at the election 


meeting was Carl Wippern, sales 


|manager of McQuay-Norris Mfg. 
Co. 
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MILWAUKEE.—Operators of the 
Butler Auto Auction, 12520 W. 
Hampton Rd., have announced clos- 
ing of the auction for the winter 
months. 

It was announced that the auc- 
tion would be reopened in the 
spring. 7. eee 


Toronto Cars Go West 


For Top U. C. Dollar 


TORONTO.—Used-car dealers 
here are running convoys of used 
1947, 1948 and 1949 cars to western 
Canada, where the cars bring high- 
er prices than in Toronto. Prices 
of used cars in this area have been 
dropping for some time. 

Youthful Toronto drivers are 
hired for the trip at anywhere 
from $3 a day to a bonus of $40 
at the end of the trip. The cars 
bring anywhere from a few hun- 
dred to $1,000 more in western 
Canada than in Toronto. The con- 
voys travel through the northern 
United States. 

+ * * 
Rochester Assn. Elects 
Pagano as President 


ROCHESTER, N. Y.—Joseph J. 
Pagano has been elected president 
of the Rechester Used Car Dealers 
Assn., succeeding Edward Aratari. 

Other new officers are: Vice- 
president, Michael Perlman; secre- 
tary, Sollie Yates; treasurer, Louis 
Erholt; directors, Max Siegel, Al 
Rudman and George Rader. 

* + + 


Tax Evasion Costs Dealer 


Six Months and $3,000 

ST. LOUIS.—John D. McDaniel, 
McDaniel Motor Co., used-car firm, 
has been sentenced to serve six 
months in jail and pay a $3,000 


Late-Car Owners 
Reluctant to Buy 
Newer Models 


CHICAGO.—Motorists with cars 
one and two years old appear satis- 
fied with their cars and show little 
tendency to trade their models in 
on new cars, according to a survey 
of the Metropolitan Chicago Ford 
Dealers Assn, 

The new-car buying population 
includes an increasing number of 
individuals with older models for 
tradein, according to the associa- 
tion. Meanwhile, fewer car buyers | 
are turning in the newer used cars. 

The association pointed out that 
in November, Chicago dealers re- 
ported unit volume of used-car 
sales was up 19.6 percent. At the 
same time, dollar volume declined 
3.2 percent. These figures reflect 
the fact that an increasing num- 
ber of cars taken as tradeins by 
dealers were older models. 

Many owners of one or two-year- 
old cars are hanging on to them) 
in the expectation that they can 
get better tradein values in the 
future, the survey revealed. 


Work Wanted 


South Wind Booklet 
Sent to Plants 


' 

INDIANAPOLIS. — Production | 
facilities, skills and products of the 
South Wind division of Stewart- 
Warner Corp. here are graphically 
presented in a 20-page brochure 
now being mailed to 2,500 metal- 
working plants within a 300-mile 
radius of Indianapolis. 

The brochure is a promotional 
piece in the company’s program to 
secure outside orders for machin- 
ing, press work, welding, metal- 
finishing and light-assembly work. 

Citing the company’s 40-year 
record of production for the auto- 
motive, aircraft, radio, electrical 
and appliance fields, the booklet 
undertakes to show manufacturers | 
how “South Wind men, methods | 
and machines can be an asset to 
the successful execution of any 
manufacturing or merchandising | 
activity.” 


Cosart Opens Shop Center 

Lee Cosart Motor Co., Portland, 
Ore.. amnources opening of its 
Dodge or = ga Both 
night service now 
maintained. 



















Used-Car Notes 








fine. McDaniel’s former partner, 
Earl C. LaCroix had earlier drawn 
six months and a $7,500 fine. 

McDaniel was charged with eva- 
sion of $39,332 in income taxes, The 
firm was charged with selling used 
cars at over the OPA ceiling price. 

McDaniel pleaded lack of formal 
education, but Federal Judge 
George H. Moore said McDaniel 
was a shrewd trader and lack of 
formal education was no barrier to 
him, 


U.C. Lot Control 
Asked in Ontario 


NIAGARA FALLS, Ont.—Eleven 
franchised dealers here have peti- 
tioned the city council not to grant 
any more licenses for the operation 
of used-car lots except to new-car 
dealers. 

They said they considered the 
further granting of licenses unfair 
to both themselves and the public. 
New-car dealers, it was added, em- 
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storage facilities, still another wing is planned for the near future. A used-car lot at right | 
has already been added. 


| ploy large staffs, have substantial | 








REILAND'S NEW HOME—This is the recently completed dealership of Reiland Pontiac 
Co., Wisconsin Rapids, Wis. Featuring a jewel-box type showroom and modern service and 


Ness Ave. Berl Berry Motors is 
payrolls to meet and their service; owned by Berl Berry and Rudy 
to the public does not cease after | Fick, who operate Ford dealerships 
a car is sold, but continues for the | from coast to coast. The purchase 
life of the auto. be Bissinger and Welch is the 18th 
————— . dealership established by the part- 
Berl Berry Expands _|nett, They also operate Ford out- 
. imore, a- 
Berl Berry Motors is San Fran-| geiphia, Cleveland, Chicago, In- | 
cisco’s newest Ford dealership. The | gianapolis, St. Louis, Kansas City, 
new firm has bought out Bissinger | Oakland, Rockford, Ill., and Co-| 
and Welch, located at 1800 Van|lumbus, O. 











meh 
National 


advertising campaign 


put this campaign to work for you! Be READY WITH 


seat covers or & AR ANI 


Motorists from coast to coast are reading about seat covers 
woven of saran. Full color national advertising tells them the 
story of these amazing seat covers that set new sales records 
wherever they appear. Your customers will be shopping for 


will reach 
85,000,000 


mate aaa 





Nylon Praise 
Advantages in Tires 


Cited by du Pont 

WILMINGTON, Del.—(UTPS)- 
Savings and safety are the princi- 
pal benefits to be derived from 
using truck tires with nylon cord, 
the duPont Co. says in its new 
booklet, “Nylon Cord Truck Tires.” 

“There is not one case on record 
of any of the thousands of nylon 
tires on the road ever having 
blown out,” the booklet declares. 
Failures from flex fatigue, heat, 
bruises, cuts and cracks are re- 
duced.” 

More recapping of tires is pos- 
sible due to nylon’s combination of 
properties, the booklet claims. The 
fiber’s resistance to deterioration 
or loss of strength by moisture, for 
example, reduces the hazards of 
tread cuts and cracks that expose 
the carcass to water. 

The booklet, which is being dis- 
tributed by the Nylon division, Du 
Pont Co., here, presents several ac- 
counts of outstanding perform- 
ances by nylon tires. Du Pont 
makes basic nylon fibers, but does 
not produce cord or tires. 





—theyre _year round sales winners / 


your distributor. Put the 


seat covers of saran—are you ready for them? 


Saran provides a new seat cover sales story for today’s active 
market. It’s the story of built-in color that stays bright— 
beauty that never dulls—unprecedented durability that 
“takes” the hardest wear—smooth fit that won’t stretch or sag 

—and the easiest care that keeps saran like new. Woven by 
leading textile mills into a wide variety of eye-catching pat- 
terns and weaves, saran means new volume in seat cover sales. 


Get ready to supply your customers’ demand. Stock seat 
covers and seat coverings of saran, and display them promi- 
nently with hard-hitting point-of-sale material available from 


big saran campaign to work for you! 


w Saran by National 


THE NATIONAL PLASTIC PRODUCTS COMPANY 
ODENTON, MARYLAND e« NEW YORK, N.Y. e« 


LOS ANGELES, CALIFORNIA 


Manufacturers of Saran Filaments, Nevamar High-Pressure Laminates 
and Wynene Molded Products. 
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AMPLE PARKING FACILITIES—The new 60 foot by 80 foot building of Fleetwood Sa'es 
Service (Studebaker), Seaford, Del. Total frontage of the property is 400 feet and depth 
is 200 feet, providing ample space for parking and further expansion. . 





Packard Names | 


2 Service Aides | 


DETROIT.—Appointment of two 
assistant parts and service mana- 
gers who will “actively supervise 
all field service operations and aid 
in coordination of factory depart- 
mental activities’ was announced 
last week by J. A. Carr, Packard 
parts and service manager. 


David S. McNally was assigned to 
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zones in eastern U. S., and Jack K. 
Williams to all zones covering the 
western states. Carr said that both 
men will have headquarters at the 
factory but their new duties will 
take them into their respective ter- 
ritories the greater part of each 
month. Williams will be aided by 
F. O. Russ, Pacific Coast divisional 
parts and service manager. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an 


your customers 


are reading 


about it! 


they’re shopping 


... that’s why 


seat covers 


of saran 


are year ‘round 





‘Check-List’ Given Employers swe 


Pension Plan Guidance Offered 


WASHINGTON. — Employ-| 
ers faced with the problem of plan- | 
ning pension programs, as so many | 
are nowadays, were offered a 19- 


week, courtesy of the U. S. Cham- 


ice credits because these credits 
may represent a substantial per- 
centage of total assets of the 
company, Stockholder approval 


taking those or any other credits. 


point “check-list” for guidance =| should be obtained before under- 


ber of Commerce. 


5. Consider desirability of funding 


Pension programs involve many |@ny pension plan. Both employes 


serious problems, the chamber 


and employer have a stake in its 


noted, saying that they should be | financial soundness. 


tailored to fit the requirements of | 


each individual company. 

It was suggested that employers 
should: 

1. Study the effect of the pension 
plan on labor costs. It will vary 
from company to company, depend- 
ing on a variety of factors. 

2. Determine whether pension 
plan should be on contributory or 
non-contributory basis. Some unions 
and many employers favor con- 
tr'butory plans. 


3. Obtain before establishing the | 


plan the best technical advice to 
appraise all aspects of the program. 
4. Study long-term financial 


esti- | s 
mated more than 100,000 readers weekly! | Obligations involved in back serv- 


sales winners! 


6. Make certain that his liabilities 
which may continue beyond expira- 
tion of the pension’ contract, 
individual or union-negotiated, are 
definite and clear. 

7. Consider how to finance and 
|administer any plan, whether a 
group individual policy or group 
annuities purchased through an in- 
surance company, trust fund or 
self-insurance. 

8. Set up safeguards to insure 
continued soundness and proper 
administration of plan if union is 
allowed to participate in admini- 
stration. 

9. Check any plan to see that it 
conforms to all applicable state and 
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federal laws and regulations, espe- 
cially the income tax rulings. 


10. Consider whether to establish 
the plan on a basis of amount of 
pension benefits an employe is to 
receive, or amount of payment 
employer is to make. 


11, Determine whether all em- 
ployes, organized or unorganized, 
should be in the same plan or in 
different plans. 


12, Decide whether employes 
should, under the company’s plan, 
get a fixed sum including public 
pension benefits, or benefits not 
directly tied to any public pen- 
sions, 


13. Decide whether benefits should 
be related to earnings and length of 
co or paid on a flat or uniform 

asis. 


14. Decide whether or not eligibil- 
ity should be limited to employes 
with certain length of service, or 
above a certain age, or both. 


15. Give consideration to advant- 
ages and disadvantages of: compul- 
sory retirement at certain age; 
voluntary retirement after stated 
age; retirement by mutual agree- 
ment after stated age, or any com- 
| bination of these basic factors. 


16. Determine whether an em- 
ploye should take with him all or 
part of his benefit rights if sev- 
ered from employment before 
retirement (vesting). 


17. Decide whether inclusion of 
benefits covering disability before 
normal retirement age may involve 
| additional costs or administrative 
difficulties. 


| 18. Decide whether _ suitable 
|method should be included to 
settle disputes on application, inter- 
pretation of pension agreement dur- 
| ing its term. 

19. Determine suitably long inter- 
vals between bargaining dates on 
| pension plans. 
| Otto A. Seyforth, acting chairman 
|of the chamber’s labor relations 
|committee, introduced the state- 
|ment. He made it clear that, while 
|it applied particularly to pension 
|plans, “many of the questions 
|raised apply to consideration of 
|other welfare benefits,” such as 
| group life, accident and hospitaliza- 
tion and medical care insurance. 


Missouri Bill 
Would Reinstate 
Auto-Use Tax 


| JEFFERSON CITY, Mo.—A move 
|to reinstate the 2 percent auto-use 
|tax, which was knocked out re- 
|cently by a decision of the Mis- 
| souri supreme court, was made just 
before the Thanksgiving recess of 
the legislature when C. P. Turley, 
floor leader, introduced a new bill. 

The new measure eliminates the 
features on which the original law 
| was declared invalid, which was 
an exemption from the use tax of 
vehicles with seating capacity of 
over 10 persons. 

The new law would continue to 
levy a 2 percent tax on automobiles 
bought outside Missouri for use in- 
side the state. 

Turley’s bill is unlikely to get 
action at this term of the legisla- 
ture, which is under considerable 
pressure to adjourn. 

Under a caucus agreement by the 
Senate Democratic majority, the 
upper house has decided to restrict 
legislation to appropriation bills 
and measures of revision for state 
laws from this time until adjourn- 
ment. 

Under the court decision the state 
is required to return the tax col- 
lected and arrangements are being 
perfected to do this. 





Toll Pike Board 


Named in Mass. 


BOSTON.—Thomas P. O’Neill jr., 
speaker of the Massachusetts house, 
has been named chairman of the 
Massachusetts Turnpike commis- 
sion, which will conduct a study of 
a proposed toll superhighway 
across Massachusetts from Con- 
necticut to New Hampshire. 

Sen. James J. Corbett of Somer- 
iville was named vice-chairman, 
|and Paul C. Ryan is secretary. 
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°50 Normal 


Montreal Dealers Expect Conservative Market 
But Are Far from Pessimistic 





MONTREAL.—Talks with used- 
car dealers here reveal that infla- 
tionary trends are on the wane and 
that this market is due for a more 
conservative trend. 

When asked if imports of British 
cars were affecting the local used- 
car demand, the consensus of opin- 
ion is that it is not noticeable. 

Used-car dealers here are of the 
opinion that the public is show- 
ing less easy money than a year 
ago, and that the market is ex- 
pected to approach a more nor- 
mal situation in 1950. It was 
pointed out that from July to 
September of this year there was 
a drop of from $250 to $300 in 
used-car prices. 

There is still a strong potential 
demand for the smaller used car 
in the $300 to $1,000 bracket, dealers 
say. 

Early in the new year dealers 
look for a distinct buyers’ market. 
Price is expected to be a leading 
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U. C. Year? 


factor by January, 1950. It is pre- 
dicted that when price becomes 
more of a consideration, a good 
seasonal demand will manifest 
itself. 

Recent steel strikes in the U.S., 
coupled with sporadic labor trou- 
bles here, have had an effect on 
the Canadian market of both new 
and used cars. It is said, though, 
that had conditions been different 
in this respect there would have 
been no noticeable change in de- 
mand here. 

Far from pessimistic in their out- 
look, auto men say that trends in 
the near future point very much 
in the direction of conditions in 
1939, when the trade was distinctly 
dominated by the buyer. It is not 
the general opinion, however, that 
as drastic a change will take place 
in this decade as was current at 
that time. 


That many of the fly-by-night | 


| 


iy 





DIFFERENT LOOK—Unique in that it is set well back from the street, D & H Motors Co., 


Bethiehem (Pa.) 
and shrubbery. 


Pontiac dealership, provides a different look with its well-tailored lawn 


used-car firms will fold up is the| prominently in next year’s transac- 


accepted opinion in Montreal’s 
used-car circles. 

There is a specific change in the 
finance picture since a year ago 
when the average sale was nearly 
90 percent cash. In 1950, terms are 
expected to be about 80 percent. 
The budget plan also will figure 


tions, it is believed. 

While used-car dealers say that 
the market for their cars has by 
no means reached the saturation 
point, the outlook in 1950 is for 
a general leveling-off. 

At present, used-car sales are 
down, but this trend is viewed in 
this part of Canada, as elsewhere, 
as seasonal. 





Sorry, you can’t see Mr. Brown, his AUTOMOTIVE NEWS just came! 
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The men who make the buying decisions in the fac- 
tories and the dealerships keep informed by reading 
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Ford to Simplify 
Stock Holding of 


Foreign Firms 


NEW YORK.—Under a proposed 
plan announced last week, the cor- 


}|porate structure of the European 


and Middle Eastern Ford assembly 
and manufacturing companies will 
be simplified. The plan was an- 
nounced simultaneously in London 
by Ford Motor Co., Ltd., and in 
New York by Ford International. 


The interest of the parent Ford 
Motor Co., Dearborn, in the Euro- 
pean and middle eastern companies 
has heretofore been represented for 
the most part by its stock interest 
in the English company, which in 
turn owns all of the stock of the 
Ford Investment Co., Ltd., Guern- 
sey, the holding company for vari- 
ous European and middle eastern 
Ford interests. 

The plan, which requires court 
approval in England and the ap- 
proval of the stockholders of the 
English company, provides that the 
parent company will buy the Guern- 
sey company’s stock-holdings in the 
European Ford companies, paying 
4,256,860 pounds for these shares. 

Purchase price was based on an 
independent valuation made at the 
joint request of the English Ford 
company and Ford Motor Co. 
(U.S8.). 

The sale will involve stock in six 
companies assembling Ford vehicles 
in the Netherlands, Belgium, Spain. 
Italy, Denmark and Egypt, and also 
will involve stock in the Ford man- 
ufacturing plants in Germany and 
France, in which Ford (U.S.) al- 
ready owns directly a substantial 
portion of the outstanding stock. 


Ford’s Danish and Spanish com- 
panies also own stock in assembly 
companies operating in Sweden and 
Portugal respectively, and the 
Swedish company owns stock in a 
Ford assembly company operating 
in Finland. 


ATA Organizes 
New Rate Group 


WASHINGTON. — The national 
motor freight classification commit- 
tee of the American Trucking 
Assns. has been dissolved and an 
independent and autonomous truck- 
ing industry national traffic com- 
mittee, which will function pursu- 
ant to an agreement and rules to 
be filed under the Bulwinkle law, 
created in its place, it is announced. 

In ceremonies marked by the 
official signing of the national 
motor freight traffic agreement by 
John V. Lawrence, managing direc- 
tor of ATA, it was reported that 
a majority of national classification 
participants had also executed the 
agreement, thus making the docu- 
ment effective. 

Henceforth, all policy decisions 
and direction of all handling of 
matters turned over to the new 
industry national traffic committee, 
by action of the participants in 
the national motor freight classifi- 
cation, will be entirely by the com- 
mittee which will be elected annu- 
ally by the classification partici- 
pants. 


Oil Operations 
Petroleum Institute Shows 


Facts with Chart 


NEW YORK.—“Petroleum Mark- 
eting,” fourth in the series of charts 
prepared for the oil industry, its 
employes and non-industry laymen 
|interested in oil operations, has 
been published by the American 
| Petroleum Institute, 50 W. 50th St. 


Companion piece to “Petroleum 
| Discovery and Production,” “Petro- 
|leum Products” and “Petroleum 
Transportation,” the new two-color 
chart provides a graphic under- 
standing of the operations of the 
oil-marketing business at a glance. 

It traces the distribution of pe- 
troleum products from the refiner- 
ies through the main retail outlets, 
jand shows some of oil’s thousands 








| of uses. 
| In addition to the main illustra- 
ition in the centerspread, the 


| marketing brochure also has a spe- 
| cial breakdown chart on the annual 
{consumption of motor fuels in the 
U. S., and two maps showing the 
per capita consumption of gasoline 
fone heating oils both by states and 
on a daily average basis, 
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By Leo T. Parker 
Attorney at Law 


Aa— to a recent higher 
court a city zoning ordinance 
is valid which restricts business 
firms operating in a specified area 
to employment of not more than 
five employes. 
For example, in Lockard v. 
City of Los Angeles, 202 Pac. 
(2d) 38, it was shown that a city 
zoning ordinance was passed 
which restricted an area “for 
light industrial purposes.” Also, 
only five employes could be em- 
ployed by a company operating 
in this area. 
A company engaged in the busi- 
ness of repairing automobiles con- 
tested the validity of the ordi- 
nance. The higher court upheld the 
validity of the ordinance, saying: 
“It is asserted that the restric- 
tion to five employes is an unfair 
discrimination, . .. We cannot say 
that it is unreasonable to make 
the line of demarcation depend 
upon the size of the enterprises 
involved as measured by the num- 
ber of employes.” 
+ * * 


Deductible Insurance 


{Ao to a recent higher 
court where an automobile lia- 
bility policy insures each automo- 
bile owned by a dealer against 
loss for actual cash value of auto- 
mobile less “$50 deductible,” $100 
is deductible from the total amount 
of damage to two automobiles, not- 
withstanding that the automobiles 
were attached together and towed 
one behind the other and were 
damaged at the same time in one 
collision. 

In Dill v. Lumbermen’s Mut. 
Insurance Co., 50 S. W. (2d) 923, 
it was shown that a used car 
dealer held an insurance policy in- 


suring him against loss and dam- | 


age from collision and other speci- 
fied hazards to automobiles. The 
policy covered not only the auto- 
mobiles at his lot, but included 
those being driven over the roads. 


One day while two automobiles 


were being towed together, a col- | 


lision occurred and both auto- 
mobiles were badly wrecked. The 
higher court rendered a judg- 
ment against the insurance com- 
pany in favor of the dealer for 
the amount of $1,200.54, which 
the court found to be the amount 
of the damage, less $50 deduct- 
ible on each car. 

Also, this court held that the in- 
surance policy remained in effect 
although the dealer violated a 
clause in the insurance policy that 
the dealer must maintain a month- 
ly deposit with the insurance com- 
pany of $100 on account of the 
premium. The court said: 

“There must be a meeting of 
minds, or mutual assent, to con- 
stitute a valid cancellation of an 
insurance policy. Incomplete nego- 
tiations looking toward a contract 
for cancellation do not effect can- 


cellation.” 
* + ” 


Lawsuits Affecting Dealers... 
Court Decisions 











Agent Held Liable 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Can an agent 
be held personally liable on a con- 
tract he signs for his employer, 
or other party. The answer is yes. 
For example, in Dixie Drive It 

Yourself System v. Lewis, 50 S. 

E. (2d) 848, the testimony showed 

facts, as follows: One Lewis was 
an official in a high school, He 
signed a contract with the Dixie 

Drive It Yourself System for 

rental of automobiles as follows: 

“Hapeville high school, John G. 
Lewis, principal.” During the 
rental, a wreck occurred and 
damaged one of the station wa- 
gons to the extent of $400. The 
station wagons were used to 
transport students in athletic ac- 
tivities. 

The Dixie Drive It Yourself Sys- 
tem sued Lewis personally for the 
damage to the automobile in view 
of a clause in the contract which 
provides that the customer would 
pay for any damage which might 
occur to the vehicle while it was 









rented to the customer. Although 
the customer was the Hapeville 
high school, the higher court held 
Lewis personally liable for damage 
to the station wagon. The court 
said: 

“One who professes to contract 
as agent for another, when his 
purported principal is actually 
nonexistent, may be held person- 
ally liable on the contract.” 

For comparison, see Harris v. 
Stribling, 17 S. E. (2d) 766. In this 
case the testimony showed that a 


note was signed “Harris+Stritling 
Sales Co., L. S., by J. D. Stribling, 
L. 8.” 

It was shown that at the time 
of the execution of the note 
there was no such corporation as 
“Harris - Stribling Sales Co.” 
Therefore, the higher court held 
J. D. Stribling personally liable 
on the note, saying: 

“The note, on its face, purports 
to have been signed by J. D. Strib- 
ling. He signed it ‘Harris-Stribling 
Sales Co.,’ by himself, ‘J. D. Strib- 
ling.’ If ‘Harris-Stribling Sales Co.’ 
is not a corporation or other legal 
entity it is a purely fictitious name, 
and the note being signed by J. D. 
Stribling as such constitutes his 
individual obligation.” 





NAVAL RESERVE LIKES NASH—Bakersfield (Calif.) Naval Reserve training center is almost 
100 percent Nash. All of the above new Airflytes were purchased separately from Kitchen 
& Hodges Motor Co., Nash dealers for the Bakersfield Area. Left to right are: Arthur C. 


Reece, HNC, USN; John D. Brink, Lt. mmander USN, and commanding officer of the 
local station, Ellis M. Barnes. MMC, USN, Elwood E. Huskey, EM2, USNR, William J. 
Rommel, YNI USNR, R. R. Baker, YNC, USNR, and original Nash owner of the group, and 
Woodrow D. Rainbolt, MMC, USNR. 


Hirsch Now Hudson ket St., Akron, has been granted 


a Hudson dealership and has set 


Harry Hirsch, owner of Top Mo-| yp a new business under the name 
tors Used Car Agency, 200 W. Mar-| of Top Motors, Inc. 












































Put them on their feet to cut labor costs 
















and speed repair jobs! 


A Rotary Mechanic’s Lift is the greatest labor saver 
ever developed for repair shops. It gives complete 
accessibility to undercar parts. Puts work right out in 
the open where mechanics can handle it from a 
standing position . . 

Users say this new lift cuts labor costs up to 50%. 
No wonder many repair shops are providing each 
mechanic with a Rotary Mechanic’s Lift. They find 
it pays for itself in just a few months! 

It will pay you to get the complete story on this 
remarkable new shop lift. You won’t find a better, 
more useful lift than the Rotary Mechanic’s Lift 
(flush model) pictured here. 


. faster, better, with less fatigue. 


A ROTARY GIVES YOU THESE ADVANTAGES 


1. MAXIMUM UNDERCAR ACCESSIBILITY. 
2. FAST SPOTTING AND LOADING 


3. EASILY OPERATED AXLE SUPPORTS 


4. CLEAR FLOOR WITH LIFT LOWERED 
5. LOW-COST INSTALLATION 


6. FAMOUS ROTARY CONSTRUCTION 


Ask your jobber or write us for catalog and prices 


ROTARY LIFT CO., 1042 KANSAS, MEMPHIS, TENN. 


eM ee 











AUTOMOTIVE NEWS, DECEMBER 12, 1949 _ 


75 to 25 Ratio Is Sought Sieg 


U.S. Asked to Spend 
$210 Million for Roads 






Broadway, New York in the Kaiser-Frazer salon. A brood of chickens illustrates the storage 
capacity of the double-duty Kaiser Traveler, which offers 80 cubic feet of cargo space in 
addition to accommodations for six passengers. 


New York AAA Urges 


Defeat of Auto-Use Tax 
NEW YORK.—An intensive cam. 


motorists and penalizes them un- 
justly. 

“Even if it is necessary to in- 
crease the city’s revenues by impos- 
ing new taxes, why penalize the 
paign to defeat the proposed $5/ motorists?” he said. He also urged 
and $10 auto-use tax in Yonkers | members to initiate a letter-writing 
has been opened by the Automobile campaign to the city’s legislators 
Club of New York. In a letter to to kill the bill. 
members of the club, William J. | eee 

UTOMOTIVE NEWS producti 
Gottlieb, president, said the move ey figures tell the Suey of euna 
ure discriminates unfairly against | land sales every week. 





oes the % ra 


of your sho Wroo!Tl 


@ A pretty face stops people—whether it’s a girl’s 
face or a showroom’s face. The showroom that has 
a pleasing personality—whose face is modern and 
inviting — is the one that attracts the eye of the 
passer-by . . . that brings in the most customers. 

Many automobile dealers have given their show- 
rooms a new, more attractive sales personality with 
Pittsburgh Products. They have found that a com- 
plete modernization job (not a half-way measure! ) 
immediately increases sales—and profits. Equally 
important, they have found modernization to be 
a sound investment in the future of their businesses 
—not an expense! 

Add new sales personality to your showroom by 
modernizing with Pittsburgh Glass and Pittco Store 
Front Metal. Your architect knows all about these 
recognized products and will see that you get a well- 
planned, economical design. Both of you can count 


A TRIM, MODERN SHOWROOM like this one in 
Newark, N. J., invites passers-by to come in 
«++ Stimulates sales. The “open-vision” design 
permits unobstructed vision from the street . . . 
helps make the sale before the customer en- 
ters. Give your showroom new sales person- 
ality by modernizing now with Pittsburgh 
Products. A complete modernization job is the 
proven way to greater profits. Architects: 
Frank Grad & Sons, Newark, N. J 






Store fronts 
and Interiors 


by Pittsburgh 







PAINTS + GLASS : 
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THAT'S EGGS-ACTLY RIGHT—A unique window display is to be seen at 54th St. and | 





— 
reHlect its persona lity : 


CHEMICALS - 





PLA TE 


WASHINGTON .—Highway legis- 
lation being readied by the Ameri- 
can Assn. of State Highway Offi- 


cials to be proposed to Congress | 


early in the next session will ask 
a special $210,000,000 federal-aid 
program for the interstate highway 
system, in which the matching for- 


mula will call for a 75 percent | 


federal contribution and a 25 per- 
cent state contribution to replace 
the present 50-50 basis, according 
to a National Highway Users con- 
ference. 

At the same time increased 
authorization for the existing pri- 
mary, secondary and urban pro- 
grams will be sought, 
stated, with the matching basis 
to remain at the present 50-50, 
now provided by law. 
Altogether, AASHO’s 


| 
| 





|mary system compares with $202,- 


the annual authorizations which | 
expire with fiscal 1951. 

In recommending the $210,000,000 
authorization for the interstate sys- 
tem, AASHO asked that its dis- 
tribution be based entirely on state 
populations but with a provision | 
that no state shall receive less than 
three-fourths of 1 percent. 


The $270,000,000 asked for the pri- 


500,000 under present law; the $180,- 
000,000 for the secondary system 


| nanced only for toll-free facilities. 

Another recommendation was that 
on primary and secondary systems, 
and these alone, states finding local 
conditions which would warrant 
emphasis on one of these systems 
might, with Bureau of Public Roads 
permission, shift up to 25 percent 
of the other system’s funds to that 
system. 

It was also proposed that $100,- 
000,000 be made available as an 
advance to the states which could 


|be borrowed against for right-of- 


way purchases, this money to be 


| repaid over a period of years. 


Insurance Sales 
‘On the Side’ 


Are Denounced 





with $135,000,000 and the $150,000,000 
urban with $112,500,000. 


The association also recom- 


| mended that states be given the 
it was | 


option, on the interstate system, 
of floating general revenue bonds 
in order to place construction 


| under way quickly, and use fu- 


program | 


calls for total federal authorizations | 


of $810,000,000 annually, compared 


with the $450, 000, 000 provided | under 





ture federal-aid funds as they 
become available to retire the 
principal, but not the interest. 
_ Such borrowing would be counte- 








on our fullest cooperation. If you wish, you can ar- 
range for convenient terms through the Pittsburgh 


Time Payment Plan. 


Meanwhile, why not return the convenient cou- 


| 


pon for a free copy of our booklet, “Modern Ways 
for Modern Days”? It is full of illustrations and 
descriptions of remodeled showrooms, and pro- 
jected designs by some of the world’s foremost 


architects. 


Pittsburgh Plate Glass Company 


2346-9 Grant Building, Pittsburgh 19, Pa. 


book on modernization, “Modern Ways for Modern Days.” 


DALLAS. — Automobile dealers, 
bankers, mortgage loan brokers 
and finance companies were bit- 
terly attacked by State Fire In- 
surance Commissioner Paul H. 
Brown for “muscling into insur- 
ance selling to control business 
rather than to serve the public.” 

Addressing a meeting of the 
Dallas Insurance Agents. Assn., 
Brown denounced such people as 
“a cancerous growth upon the 
body agent.” 

Brown asserted that no man 
could be “actively engaged in the 
business of insurance unless 60 per- 
cent to 100 percent of his time was 
devoted to the business. 

“There is no place in the agency 
business for a ‘part-time’ or ‘side- 
line’ or ‘shade tree’ operator,” the 
commissioner declared. “Those 
types of agents must go, for the 


| benefit of the profession itself. 


“A second-hand auto dealer is 
only a sideline operator as to in- 
surance, because his main business 
is to sell second-hand autos, be- 
fore they get so cheap he can’t 
sell them. He trades prices to the 
extent that he can sell the insur- 


}ance and pick up the loss on cut- 
|throat sales in the automobile 


| business. 

“For example, if a car dealer is 
selling a car for $1,000 and that’s 
|a little more than the customer 
wants to pay, the dealer sells it 


for $950, and pockets $50 in insur- 


ance money.” 


Chrysler Moves 
Way to Detroit 


DETROIT.—Joseph A. O’Malley, 
general sales manager of Chrysler 
| division, announces the transfer of 
Walker Way 
from regional 
manager of Cin- 
cinnati to the De- 
troit region in the 


RE oe RIES = 8 RS, So Sr same capacity. 
The transfer is 
a a crt ™ made to fill a 
vacancy caused 
an a a eee: by the resignation 


r 
| 
| 
; Without obligation on my part, please send me a FREE copy of your 
| 
| 
| 
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of Joseph T. Hat- 
field. 

To fill the va- 
cancy caused by 
Way’s transfer to Detroit, Chester 
F. Sylvester has been appointed 
regional manager in Cincinnati. 
Way has been with Chrysler since 
1933. 





Walker Way 


Calif. Eyes Taxes 
Of $53 Million 


SACRAMENTO, Calif. — Revenue 
jfrom California weight fees on 
| trucks, automobile registrations and 
|}other motor-vehicle fees will total 
| $53,200,000 during the 1950-51 fiscal 
year, an increase of $1,643,000 over 
expected revenue for the current 
fiscal year, predicts the state de 
| partment of motor vehicles. 

It predicted there will be 4,850,00( 
vehicles registered in California by 
June 30, 1951, as follows: automo- 
biles, 3,497,000; commercial vehicles 


401,000; trailers, 343,000; motor 
cycles, 53,500. 

The anticipated revenue is ex 
clusive of motor-vehicle licens: 


fees, which are expected to tota 
$42,952,000 during the current yea! 
If this revenue continues at thi 
or a higher rate, it is predicted th 





total collections by the departmen 
during 1950-51 will be nearly $100 
000,000. 
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BOSTON.—Warning of the threat 
to small corporations involved in 
non-contributory pensions, the 
First National bank of Boston as- 
serts in its current New England 
Letter that “it is most unfortunate 
that the administration through 
its steel fact-finding board has set 
a precedent for nationwide pension 
plans regardless of whether or not 
the companies concerned can pay 
the bill.” 

“The quest for security,” the 
bank says, “has become an ob- 

session among a iarge proportion 
of our people and the apparent 
dominant objective of the admin- 
istration is to make protective 
provisions for all from the cradle 
to the grave. 

“Some form of security is of 
course necessary in highly organ- 
ized society. But any plans along 
this line should be within the eco- 
nomic capacity of the country. 

Otherwise, security becomes an il- 
lusion and a cruel mockery to the 
intended beneficiaries.” 


The publication said that the 
question of security has recently 
been highlighted by the steel fact- 
finding board’s recommendation of 
a non-contributory pension and so- 
cial insurance program. 

“The board stated that it was 
favoring the pension plan rather 
than the wage increase because of 
its belief that all industry owes an 
obligation to workers to provide 
for maintenance of the human body 
in the form of medical and similar 
benefits, and full depreciation in 
the form of old-age retirement, the 
same as is now done for plant and 
equipment. 


“In taking this stand, the | 





N.Y. Promised 
No ’50 Appeal 


For New Taxes 


ALBANY, N. Y.—No new state 
taxes will be sought during the 
1950 session of the New York legis- 
lature by the administration of Gov. 
Thomas E. Dewey, it was an-| 
nounced last week after a confer- 
ence between the governor and 
legislative fiscal leaders. 


Gov. Dewey said he and the legis- 
lative leaders agreed on these prin- 
ciples as to their recommendations 
to the state legislature and in form- 
ing the 1950-51 state budget: 


“We will oppose any new taxes 
vigorously. We do not feel that the 
unsettled business situation, par- 
ticularly following the serious in- | 
juries the coal and steel strikes 
have done to our business, employ- 
ment and wages, would warrant 
them. 


“Increased requirements under 
the law for state aid for pension 
systems, welfare and _ education 
must be studied with the greatest 
of care and the legal requirements 
as to all of them need study. 


“The state is now obligated by 
law to pay out very large sums in 
each of these categories, which are 
a very large majority of the budget. 
It seems an ever larger share of 
the state’s total revenue is paid out 
to the localities for local expenses. 

“Tt looks as though only 40 per- 
cent of the new budget will be 
spent for the operation of state 
government and in its 19 depart- 
ments. Even this total may have 
to be pared.” 


Hammons to Griffith 


A new name to “motor row” in 
Fort Scott, Kans., is Griffith 
Motors, Inc, (Ford) Max Griffith, 
sales manager for Welch Motors, 
Kansas City Ford dealer, has pur- 
chased Hammons Motor Co. here, 
thus removing one of the oldest 
names from Fort Scott’s new-car 
sales field. 

Roy Hammons had been asso- 
ciated with the motor business in 
Fort Scott since 1920. His son, 
Paul Hammons, managed the 
motor company, while Roy Ham- 
mons managed Hammons Imple- 
ment Co. They will continue to 
operate the implement establish- 
ment, 

There will be no change 
Personnel, Griffith announced. 


Warns of ‘Pension Threat’ 


Non-Contributory Basis Seen as Presenting 


Critical Hazards to Small Firms 











board observed that it was plac- 
ing much greater emphasis on 
social considerations than on 
ability to pay. While this sounds 
logical from a humanitarian 
point of view, the practical as- 
pects of this question raise fun- 
damental issues as to the long- 
term consequences on our econ- 
omy. 


“Should the unions win the bat- | 


tle for non-contributory pensions, 
then all contributory insurance, in- 
cluding the federal social security 
system, would be menaced. A rela- 
tively few large corporations can 
build up the necessary reserve and 
carry the load, but for the vast 
majority of firms to underwrite 
such a plan would involve critical 
economic hazards.” 


The bank said small firms would 
be particularly hard-hit, while the 
prevalence of such a heavy liability 


| feet of floor space, 


PLANS SET FOR TRUCK 
completed for Kerr-Simmons 


| space are also planned for the near future. 





with steel trusswork replacing the supporting 
| in automobile sales and service buildings. New truck quarters with 1,350 square 





BUILDING—This building of stone and glass was recently 
(Studebaker) in Lubbock, Tex. The structure has 8,700 square 


used 


pillars former! 
eet of 


would have a serious dampening; to the fact that for the years 


influence on the formation of new | 


enterprises. 

“The steel fact-finding board 
justified its position on non-con- 
tributory plans on the trend pre- 
vailing during the artificial boom 
of the war period. But any long- 
range program such as the pen- 
sion plan should be based upon a 
more moral business pattern over 
the years as well as sound actuar- 
ial practices. 


Dealers Everywhere tind 


“Select-0-Seat 24. Wore Newe Cars! 


‘CHOOSE YOUR OWN COMFORT” 


eee because “Select-O-Seaft” is 
adjustable to give the riding 
public “Personalized Comfort” * 











over 15,000 dealerships of 8 leading makes of new cars, can 
easily adjust the comfort of “Select-O-Seat” cushions, whenever 
necessary. They simply flip extra pocketed coil springs into the 
base of the ‘Select-O-Seat” cushions in a matter of minutes for 





“Consideration should be given | bill.” 


1920 through 1939, one-half of 
all corporations in reports to the 
Treasury showed no net income 
on the average for the entire 
period. 

“In view of this situation, it is 
most unfortunate that the admin- 
istration through its steel fact- 
finding board has set a precedent 
for nationwide pension plans re- 
gardless of whether or not the 
companies concerned can pay the 
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comfort... 


greater buoyancy, and to raise eye level for safer vision. 





“PATENT AND 
TRADE MARK 
APPLIED FOR. 


* Solect-0-Seat 22: 


‘CHOOSE YOUR OWN COMFORT” 





| U.S.-factory price here. 


— ee 
More than ever, Dealers Seli Comfort! When 
a dealer sells comfort he sells one of the most 
important features of a cor. When he explains the 
superiorities of “Select-O-Seat" cushion comfort, plus 
the simple adjustment service available, he has a 
tremendous sales advantage! 





Dealers show this CAN'T happen ... It's easy 
for dealer salesmen to show their customers that 
unless the car's entire spring cushion is a “Select-O- 
Segt" design, the extra pocketed coils cannot be 
added to correct this 
“Select-O-Seat" sells more cars! 


31 





Spain to Export 
First Cars to 


The Argentine 


BARCELONA, Spain.—(UTPS)— 
A bid for part of the export market 
has been made by Spain with the 
acceptance by Eucort Motor Co. of 
a 1,000-car order from the Argen- 
tine. 

This will be the firm’s first ex- 
port and the order will be filled 
with wood-panelled “rubias.” Eu- 
cort will also send along samples 
of other models, including a road- 
ster, cabriolet, sedan and others. 

In an effort to produce more 
locally-made motor vehicles, an- 
other firm, Pagaso, has started pro- 
duction. Pagaso intends to manu- 
facture trucks for local and export 
use, 

Nevertheless, Spain does not have 
enough vehicles to go around and 
American cars, trucks and tractors 
are said to cost three times their 
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discomfort shown above. 





“Select-O-Seat"” is a comfort treat! Cars fac- 
tory built with “Select-O-Seats" require no adjust- 
ment to assure the average cor buyer superior 
yet “Select-O-Seat" adjusts without 
delay to suit the special preference of any customer, 
regardless of weight or height! 


Owners of new cars call it the greatest improvement in seating 


. Developed and produced by the world's 


leading supplier of cushion springs for over 40 years. 






GENERAL OFFICES: DETROIT 11, MICH. .. . IN CANADA: L. A. YOUNG INDUSTRIES, LTD., WINDSOR, ONT. 
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Dealer 


Columbus (O.) Chevrolet dealers 
have contributed a 1949 Chevrolet 
as first prize in a cartoon contest 
given in connection with the Com- 
munity Chest campaign. 

- * * 


Scott & Cromwell Form 


Organization of Scott & Crom- 
well, Inc. (Hudson), has been an- 
nounced by Lee W. Scott and Rob- 
ert C. Cromwell. Scott formerly 
was general sales manager of Port- 
age Auto Sales & Service. 


Elliott, Patton Buy 


Waters Motor Co. Emporia, 
Kans, (Lincoln-Mercury), has been 
sold to Cecil Elliott and G. E. Pat- 
ton by John Waters. The firm is 
located at 107 W. Sixth, and will 
be known as Elliott-Patton Motors, 
Inc. 





. * * 


Young Adds U. C. Lot 


R. J. Young, of R. J. Young 
Motor Co. Inc. (Dodge-Plym- 
outh), 1301-1881 Broad Ave., New 
Orleans, has opened a used-car 
lot adjoining his new-car estab- 


Ray Davis. 


AUTOMOTIVE NEWS, DECEMBER 


S. Claiborne Ave. Eugene Hornke 
is used-car manager. 
. + * 


Doi 
g 5 Burns Opens Deal 
Burns Midtown, Inc. (Chevrolet), 
lishment. Young has placed Rus- | fiopolis, Tl, has opened its new 
sell Rucksthul in charge of the (showroom and service center on 
used cars. Route 36. Paul Epling is manager. 


* * * 
Fincher Names Hallman cae’, ee 
Marshall ©. Hallman has been DeFoe Names Pinholster 

appointed sales vice-president at| D. E. Pinholster has been ap- 
the Fincher Oldsmobile dealership| pointed parts manager of DeFoe 
in Rochester, N. Y¥., according to| Motor Co. Inc. 4662 Belair Rd., 
Harry W. Fincher. Baltimore. 

* + 





* * + 


Inman to Build 
Inman Chevrolet Co., Port Ar- 


* 


Niemanns Buy 
Atchisun Farm Supply Co. (In- 


ternational), Atchison, Kans., has|thur, Tex. has been granted a/|- 


been sold by Vernon Lundstrom to} Permit for construction of a $7,500 
H. W. Niemann and his brother,| USed-car building at 748 Proctor St. 
Elvin Niemann. a a. 

oe. Jarvis to Winter 


Bray Sells Interest 

R. E. Bray has sold his interest | Vis Motor Co., Hiawatha, Kans., to 
in Davis-Bray Motor Co. (Ford),| @ N. Winter. 
Syracuse, Kans., to his partner, of ees eee 

Morton Retains Road Post 

Lloyd B. Morton, owner of Mor- 
ton Motor Co., Farmington, Me., 

Pierre Chive jr., operator of|has been renominated by Gov. 
Chive Motors, Inc. (Studebaker),| Frederick G. Payne as a member 
617 N. Rampart St., New Orleans,|of the Maine state highway com- 
has opened a used-car lot at 111' mission. 


* » | 


Chive Opens Lot 


Mrs, Leah Jarvis sold C. C. Jar- | 


12, 1949 


: Ted 4 Bas 
iss ces 


MODERN MERCHANDISING FOR USED 






CARS—An outstanding example of used-car 


| display under Chevrolet's recently launched program to coordinate fixtures and equipment 
| is furnished by Hanson Chevrolet Co., Detroit. Sales jot is brilliantly illuminated, well 


and truck reconditioning. 


Twin Dealers 
Brothers, 32, Operate 
L. A. Nash Setup 


L. T. Kouns, Nash regional man- 
ager in Los Angeles, boasts that 
his region has the only identical 
twins, to his knowledge, running a 
dealership. Richard and Robert 
Greenwald, both 32, operate Degnan 
Motors (Nash) on Crenshaw Blvd., 
Los Angeles. 


During the war, Bob was as- 





signed to Gen. Eisenhower’s head- 





bVlmaatd 70 work With 





Special Service Tools, you’re due for a new and pleasant experience. 
A profitable experience, too, from an efficiency point of view. Because 
Kent-Moore Tools are developed in cooperation with leading car manu- 
facturers to meet essential maintenance requirements. Each tool is 
functionally designed to perform a specific service operation. And, no 
matter what that operation is... be it compressing valve springs, pulling 
tight valves, or cleaning and reaming valve guides . . . you'll find that the 
Kent-Moore Tool that’s built for the job does it better, faster, easier than 
is possible by means of improvised makeshift methods. How to select 
the tools you need to fit your service business? Simple! Just write today 
for the new Kent-Moore Composite Tool Guide. It contains complete 
catalog information . 
which each tool is designed. And a copy is yours for the asking. 


Kent-Moore 


ORGANIZATION, inc. 


GENERAL MOTORS BUILDING @ 


IF you've never worked with Kent-Moore 


. . lists the operations, car makes and models for 


KENT-MOORE 


SPECIAL SERVICE TOOLS 








TIME-SAVING TOOLS FOR ENGINE REPAIR WORK 
Over 200 Kent-Moore Special Service Tools have 
been developed for engine repair work on nine 
different makes of cars. True, you don’t need all 


of these tools. But, if engine repairs represent an 
important part of your total service volume, you 


profits you 


can’t very well afford to be without some of them. 
Your Kent- 
analyze your particular requirements. And his 
recommendations . . . 


Moore Representative is qualified to 


in terms of the extra 
can make versus the cost of estab- 


lishing an adequate Special Tool inventory 


. will be of worthwhile interest to you. No 


DETROIT 2, MICHIGAN obligation, 


Sales and Service Engineering Representatives in Principal Cities Coast-to-Coast 


mew ht eA ee 








oe 


of course. Write today for details. 


ENGINEERS AND MANUFACTURERS OF SPECIAL AUTOMOTIVE SERVICE TOOLS AND EQUIPMENT 


wy \ Sy MoS 


identified and contains a modern closing office. Facilities are also maintained for car 


| 
quarters in England, and later went 
with him on his staff to France. 
Dick was in the Air Corps as a 
Major. The boys hail from Akron 
where their father, E. J. Greenwald, 
was also an auto dealer. 
* 7: + 


Green Buys Out Foutty 


Joseph M. Green has bought out 
the interest of Hugh Foutty in 
Foutty-Green Motor Co.,_ Inc. 
(Kaiser-Frazer), Akron. Green an- 
nounced plans to erect a new build- 
ing providing modern sales and 


service facilities. 
* * > 


Union Park Adds Lot 


Union Park Motors, Inc. (Pon- 
tiac), Wilmington, Del., has estab- 
lished a used-car lot at Pennsyl- 
vania Ave. and Union St. 

of ” ~ 


Sterling Auto Sales, Inc. (Dodge- 
Plymouth), Wilmington, Del., has 
added a salesroom for parts, ac- 
cessories and tires. Sterling has 
also added a new-car department 
at Second and Union Sts. 

om : * 


Wallace to Build 


George B. Wallace Co. (Stude- 
baker), Portland, Ore., has se- 
cured permission to construct a 
$100,000 automobile sales build- 
ing at 3434 N. E. Sandy Blvd. It 
will be a one-story building. 

* * * 


| Florida Elects Gardner 


| Emmett Gardner of Fort Marion 
|Chevrolet Co., St. Augustine, Fla., 
has been elected for a one-year 
|term to the board of directors of 
{the Florida Automobile Dealers 
Assn. 


* * * 


Johnston Chevrolet Now 


| A business name has been filed 
|in the Erie county clerk’s office for 
| Johnston Chevrolet, 653 Fillmore 
|Ave., Buffalo, by Samuel P. John- 
| ston. 


* 7 * 


Valley Motor Co. 


Valley Motor Co., Inc., Athens, 
Tenn., has been granted a charter. 
The corporation may issue 500 
shares of $100-par common stock 
and begin business on $1,000 capital. 
} . * * 


Cadillac Names Donovan 


Cadillac has announced ap- 
pointment of B. F. (Bert) Dono- 
van as a Cadillac distributor in 
Indianapolis. 

Donovan succeeds C. M. Ham- 
mond and E. R. Lindesmith, 
president and vice-president, re- 
| spectively, of Hoosier 
Co., distributors for the past 16 
years, whose contract was term- 
inated at their request. The new 
firm will be known as Hoosier 
| Cadillac Co., Inc., and will be 
located at the same address, 
| 2830 N. Meridian St. 

* 


* * 


Jordan Holds Opening 


| Jordan Motors, Inc. (Dodge- 
|Plymouth), Mishawaka, Ind., has 
|held a formal opening of its new 
| building at 609 E. Jefferson Blvd. 
|Souvenirs were presented to visi- 
|tors and 16-pound turkeys were 
|given to car purchasers. 

| +. * + 


Pence-Briggs in Richmond 


G. Russell Baber has sold his 
Richmond (Va.) Studebaker deal- 
|ership to the firm of Pence-Briggs, 
Inc., 2900 N. Avenue. Principals in 
the new company are George M. 
Pence sr., president; George M. 
Pence jr., vice-president and man- 
ager, and Clayton F. Briggs, sec- 
retary-treasurer. 
| * 





+ * 


Vivian Motor Co. 
Vivian Motor Co., Inc., Vivian, 
La., motor vehicles, has filed arti- 
cles of incorporation with the 
(Continued on Page 33, Col. 1) 





ene 


cal 
she 


poi! 
div 


for 
cap 
mor 
Ince 


cha: 


Ark 


ness 


shal 
tribt 
all-v 
Gali 
bodi: 


St., 

appo 
for t 
farm 


Moto 
tonvi 
to I 
opera 
there 


will | 
depar 
servic 
Auto 
starte 
said | 
entire 
from 
ing. 


G 


I 


An 
fooled 
perso! 
ager 
Christ 

At 
vealed 
and 1 
had b 

The 
3,000 1 


Fer 
Greer 
ship 
Jame 


Juab- 
Of Ui 

The 
Utah A 
elected 
A. Pet 
nison, 

Othe 
of E. 
Nephi, 
Lovell, 
Interne 
tary-tr 


Ain 
Free 
custom 
Ainswo 
Oldsma 
ronto. 
car in 


AUTOMOTIVE NEWS, DECEMBER 12, 1949 ; 33 


Tomahawk, to deal in new and used 
cars, parts and service. Capital 
stock, 2,000 shares common at $50 
par; minimum capital, $51,000. In- 
corporators: Donald and Thad Jones 
and Elbert Phillips. 

Kvam Cadillac, Inc., Milwaukee, 
to manufacture and sell motor vehi- 
cles. Incorporators: Leonard, Rob- 
ert L and Florence Kvam. Capital 


Dealer Doings 


‘ (Continued from Page 32) 





secretary of state. Authorized|his place of work and picked up 
capital stock was listed as 1,000/ at the end ” the _ 


shares, no par value. | * oe Seen ; 
58) Ee te—I nial stock, 15, shares common at par 
Whi nd ao value of $10; minimum capital, 


White Motor Co. has opened its 
new truck headquarters in Indian- 
apolis at 14th and N. Senate St. 


* * * 


Horgan Names Mannion 
Frank J. Mannion has been ap- 
pointed manager of the used-car 
division, Ralph Horgan, Inc. (Ford), 


$50,000. 

Kewaunee Motors Co., Kewaunee, 
has petitioned to change its name 
to Wanek Motors, Inc., and to in- 








i-car 














ment 
New York, announces Ralph T. | N. Sch creas ital stock f 100 sh 
i ’ ames Schumm e capital stock from shares 
= Horgan, president De, 3."d, Otmchowans present «9G Qf AONE Sune stm coring ys tr teen omic Hehe of "comanon st. $100 par” to, 6 
senda Berens of Willys of Hartford. Inc., 691] operations to laclode two —-. eatemnt oe esta biishments Wiliam M. Jedd ; president, wat shares, same value. 
= repair 
| Hammes Connecticut Blvd. East Hartford, | fhe'stginel station at 3151" Linwood "Rd. will be ‘managed by Albert Lederer, vicorpeetident, | CY vee Sales, Masitowse, lap 
= Hammes Motors, Inc. has been|Conn., has announced the appoint- aa ae tow aoe 
3 a formed at Manitowoc, Wis. with | ment of Louis P. — a8 Ben-| +5 deal in autos. Capital stock, 120 | sha, to deal in autos, trucks, parts, | Co. 
ron po aged oe = ae cae ner dunes eral ne of Figs! — shares common at par value of | accessories and service of same. * ¢ 8 
- Incorporators ate Mosbest 3. a24| os Oh eee ee aa ig og an aaggence ee ee vagygpre bey Walling Incorporates 
Marie J. Hammes and Wesley B. Six New Deals ee _- ind) Mi Za: $500. t one t William H_|. Incorporation has been completed 
y an ary Zar-| . Incorporators: am ; 
Fuca . e > | come. Bowman, Christ T. Seraphim and by Walling Motors, Inc., David City, 
ache Listed in Wis | cone. 5 4 »_ Serap Neb., with capitalization of $25,000. 
out Bennett Builds K-F Outlet . Dorajo, Inc., Milwaukee, to deal | Harvey G. Odenbrett. Incorporators are Claude O. Heni- 
in vang Records of the secretary of state|in autos and operate gas, service; Merlin Motors, Inc. Milwaukee, | ger and Guy T. Walling. 
inc Ray Bennett has a large building | + Madison, Wis., show that six|and supply stations. Capital stock, |to deal in autos and service. Capi- oo ee 
an- ’ under construction in Magnolia,| new automotive corporations have | 2,500 shares common at $10; mini- | tal stock, 800 shares common at $50 
ild- Ark., which will house his Kaiser-|peen organized, while two others |mum capital, $5,000. Incorporators: | par; minimum capital, $20,000. In- Poteau Buys Lot 
and Frazer dealership, recently pur-| have filed name changes. New cor-|Charles H. Galin, OC. Rodermund | corporators: Scott K. Lowry, Rich-| Poteau Motor Co., Poteau, Okla., 
chased by Bennett from Sam Joslin. | orations include: and A. Baltzer. 'ard N. Hunter and Liona Kennedy.| purchased the Roy Holton used- 
Seer La Rosa Motors, Inc., Milwaukee,' Badger Sales & Service, Wauke- | _Jones Motor & Implement Co., car lot. 
Capps Buys Out Bell : ; —— eee ys 
on- George Bell Motor Co., Searcy, 
ab- Ark., has been purchased by W. H. a £ ce 
yl- Capps, who will operate the busi- | 
ness as a Motor Co. y ry y 
* * 
ge- Lewis lheisieds Line 
has Lewis Motor Co. (Ford), Mar- 


ac- shall, Tex., has been appointed dis- 
nas tributor for Marmon - Herrington 
ent all-wheel-drive for Ford trucks and 


Galion all-steel hoists and dump | 
bodies. 


e- Ford Tractor Outlet 


- Hurley Tractor Co., 396 N. Main | 
a St., Memphis, has announced its 
d- appointment as authorized dealer 


It for the Ford tractor and Dearborn 

farm equipment. oe INNER CONTROLLED « SEALED BEAM 
Harrison to Darrah 

ion Frank Harrison, owner of Frank’s | 

la., Motor Co. (DeSoto-Plymouth), Ben- | 

bar tonville, Ark., has sold his business 

of . to Don Darrah of Lamar, Mo.,| 

_ operator of a used-car business Here’s why they’re America’s best-selling, quality spotlights! 
there. is” said tia * High power sealed beam pierces deepest darkness © Turns in 

e complete circle. . . left or right, up or down * Comfort grip with 

led Lubbock Builds finger-tip switch « Smart, stream-lined, chrome-plated — an 

ioe Construction of a structure that asset to any car * Separate pre-assembly insures no electrical 
will double the size of the parts disconnections. 

ore department and triple that of the 

hn- service department of Lubbock JUNIOR 50 STANDARD § 
Auto Co., Lubbock, Tex., has been Nos: $-40, $-35 i LST No. S-41 17°° LIST 
started. President Harry Morris Fair Troded Fair Traded 
said the building will occupy one 

ns, entire half-block across the street FREE SPOTLIGHT DISPLAY MERCHANDISER 

er. from the company’s present build- You Get One with every deal! 

4 ro ASK YOUR JOBBER! 

ck 


tal. 


Guessing Contest 
! I of 3 Pick Used Model 
A As New Car 





- A new-car look on a used model : ¢. Ase ED 
fooled more than one of three ; 

n- persons, Don Holden, general man- 6" RUBBER- _- GLASS WINDSHIELD DEFROSTER 

h, ager of Gulf Chevrolet Co., Corpus 0 FA NY 

a Christi, Tex., has announced. : AUT 

ac A tabulation of 417 guesses re- rs dertul for winter wind 
16 vealed that 255 picked the new car a, er defrosting! Chrome: 
. and 162 picked the used car that = 2 2 7 metal trim ond swive 
7 had been “slicked up.” ’ P nso e-cast motor cose 

Ww : i = om i E 
er The used model had been driven ‘ 7 Universal mounting bracket 
be 3,000 miles. ees sae | No. F-11 for 6 volt systems 
48, ‘Snes Be! $9750 wst 

Ferree Opens Deal E Foir Traded 


Ferree Motor & Equipment Co., | 


Greensboro, N. C., a Reo dealer- | 
ge- ship at 2451 Randleman Rd. 
nas James S. vee a the owner. | HUB REPLACEMENT : ; 
e ; | BLY FOR 6 5 ®@ Securely fastens to windshield with 
vd. Juab-Sanpete Section | ASSE M ED FANS , he MOON A-19 fer $ 4 large suction cups. Knurled brass 
isi- | , -19 for ' h f t 
are Of Utah Assn. Elects | RUBBER- BLAD 6 volt systems 40 Pf gegen omg sain 


t market for 


The Juab-Sanpete section of the 
Utah Automobile Dealers Assn. has 


Big replacemen 


cups for entire season. Defrosting unit 
worn-out rubber 


easily removed until needed again. 
Sah. Choice of safety-minded drivers! Cuts 
dising P g display . : winter driving dangers. Sell in pairs, 





s in merchan- 


bladed fans. b MODEL A-18 for $390 
1 elected Vearl A. Peterson of Vear! | @ Hub Assemblies im semely ai va ven eyes aad 


A. Peterson Co. (Chevrolet), | 





. : nison, as president. mounted on sellin for greatest visibility. 
- " Others chosen were E. R. Shaw | No. F-14 sys 
8s, of E. R. Shaw Co. (Studebaker), | Uist 
ae Nop. vice-president, and Lem| 
. #vell, Sugar Valley Sales (DeSoto- @ ad rs 
M. reed cae Aili ~ Rene see leirmesect r AS@ | FOR NEW AND UNUSUAL AUTOMOTIVE Lee Se See ee 
= ee PRODUCTS CORPORATION «+ BRIDGEPORT 2 CONNECTICUT 
* * } 
Ainsworth’s Service Extra 
Free transportation for service 
in customers is being provided by 
ti. Ainsworth Motors, Ltd. (Chevrolet- 


the Oldsmobile), 2391 Yonge St., To- 
tonto. If a customer brings the 
car in by 8:30 a.m., he is driven to 








Auto Personnel 





Joseph E. Pogue, petroleum econ-; who has been appointed manager 
omist and vice-president of the | of the Wilmington (Del.) plant of 
Chase National bank of New York, | the Buick-Oldsmobile-Pontiac As- 
has been elected a member of Gulf | sembly division of General Motors, 
Oil Corp.’s board of directors. He|it is announced by J. J. Cronin, 
also will serve the company in a/| general manager of Fisher Body. 
consulting capacity. Harry L. Emerson, former resi- 

* * 


| dent director of industrial relations 
W oodall’s Cleveland Div. 


at the Kansas City plant, will as- 
Now Managed by Polk 


sume the assistant resident man- 
|agership. In his new position, 

Herbert J. Woodall, president of | Burnside succeeds Robert Ahlers, 
Woodall Industries, Inc., has an-|who has been granted a leave of 
nounced the appointment. of Henry 
H. Polk as manager of the Cleve- 
land division of Woodall Industries, 
Inc. 

Polk joined Woodall on Aug. 1, 
1945. He has been acting manager 
of the Cleveland division since 
Aug. 15, 1948. 

* 


|Kansas City post since 1947. 
* * + 


Havas Named to Manage 
Willys Export Outlets 


Paul J. Havas has been appointed 
manager of the foreign distributors 
division of Willys-Overland Export 
Corp., it is announced by Marcel F. 
DeMuller, president and general 
manager of the Willys subsidiary. 

Havas has had 17 years of experi- 
ence in the export field. He was 
formerly with Weber Co., Los An- 
geles, as export manager, and with 
Montgomery - Ward, Chicago, as 





Rosshirt, Emerson Get 


Fisher Body Boosts 


Leo L. Rosshirt, former assistant 
resident manager at the Fisher 
Body Kansas City plant, has been 
promoted to resident manager 
there to succeed H. D. Burnside, 





| absence, Burnside had been at the | 
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COVERS FOUR ACRES—This four-story building with its recently added three-story annex, 


Miami, Fla., is Nolan-Brown Motors dealership. The 
devoted exclusively to Cadillac sales and service, it is said. 





Federal Appoints Cowan 


As Sales Representative 


Appointment of C. H. Cowan as 
factory sales representative for 
Federal Motor Truck Co. in Wis- 
consin and upper Michigan has 
been announced by Carl Loud, gen- 
eral sales manager. 

Cowan will direct dealer relations 
and factory sales programs for the 
company from his Oshkosh (Wis.) 
headquarters. 

a * * 


Kingsley Works Manager 


Of Chrysler Export 


Appointment of K. H. Kingsley 
as works manager of the Export 
division of Chrysler Corp. has been 
announced by L. H. Perry, general 
works manager. 

Kingsley has been serving as as- 
sistant to the general works man- 
ager since the end of the war. He 


building is the largest in the nation | ioined Chrysler Export in 1934. 
* * 








manager of the farm machinery |ager of the Ford Motor Co.’s as- 
department of the export distribu- | sembly plant in Chester, Pa., has 


tors division. 
+ * * 


Ford Promotes Vincent 


Appointment of George T. Vin- production since 1947. He joined 
cent as acting assistant plant man- Ford in 1934. 





CLUTCHES * RADIATORS + OIL COOLERS 














Since 1903, Long radiators . . 
Long clutches . . . have equipped millions of pas- 
senger cars, trucks, tractors and buses. They have 
given billions of miles of fine performance .. . 
proof of able design and careful manufacturing. 


True test of any design is its ability to perform, 
when translated into production units. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT 12, and WINDSOR, ONTARIO is 


| Hunter Named Manager 
Of New Ford Plant 


been announced. An employe of the; Alex Hunter, manager of Ford 
Chester plant for 15 years, Vincent | Motor Co.’s Ypsilanti (Mich.) plant, 
had been general superintendent of has been appointed plant manager 
of the company’s newly-acquired 
unit at Monroe, Mich., D. S. Harder, 
|manufacturing vice-president, has 
| announced. 

| A former manufacturing unit of 
| Kelsey-Hayes Wheel Co., the Mon- 
|roe plant was purchased last Octo- 
|ber and will become a member 
plant of the company’s Parts and 
Equipment Manufacturing division; 
|headed by Walter H. Simpson, 
| general manager. | 


Ford Names Davis to Head 


Production Engineering 

D. J. Davis has been appointed 
director of manufacturing engineer- 
ing of Ford Motor Co., D. S. Harder, 
vice-president of 
manufacturing, 
has announced. 
He succeeds Roy 
T. Hurley, who 
resigned to  be- 
come president of 
Curtiss - Wright 
Corp. 

Davis entered 
the automotive 
; industry in 1922 

when he joined 
oo Dae Cadillac. During 
his 21 years with Cadillac, he was 
a staff member of the production 
engineering department. He joined 
Avco Corp. in 1942, and then came 
to Ford. 








* . . 
| Lincoln-Mercury Adds Keller 


To Regional Sales Staff 

| Appointment of William A. Keller 
to the Lincoln-Mercury central 
| regional sales staff is announced by 
Norman E. Crews, regional sales 
manager. 

A native of Dayton, O., Keller 
studied law at the University of 
Dayton and later operated his own 
auto sales advisory firm before be- 
coming a dealer at Mansfield, O., 
in 1935. More recently he has been 
merchandising manager for Kenyon 
& Eckhardt on the Lincoln-Mercury 


account. 
a = * 


| New Chairman, President 


|For Morrison Products 


Jacob Morrison, founder and 
| president of Buffalo’s Morrison 
| Steel Products, Inc., producer of 
stampings and truck bodies for 
truck manufacturers, has _ been 
elected to the new position of 
chairman of the board of the com- 
pany. 

He is succeeded as president by 
Samuel Morrison, who has been 
executive vice-president for the 
| past 10 years, Samuel Morrison has 
| worked in every department of th« 
|factory. The company plans to 
erect a plant addition in 1950. 

+ * + 





. and since 1922, 





N. J. Names Wanamaker 

Brig. Gen. W. W. Wanamaker 
|who retired on Nov. 30 after 3 
years of active service in the U. S 
Army corps of engineers, will be 
| appointed executive director of th: 
New Jersey turnpike authority, i 
is announced by Paul L. Troast 
chairman of the authority. 


Ethyl Promotes Guy 


Appointment of Dan M. Guy a: 
assistant director of technical serv 
ice in Ethyl Corp’s research labora 

re tories at Detroit has been an 
F: nounced by Richard K. Scales, d 
- ; | rector of technical service. 
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Dealer Ties Monthly Quota to Incentive Bonus. . . 
Unique Pay Plan for Salesmen 


NOTING rising interest in suit- 
able compensation plans for 
salesmen, a Nash dealer in a trad- 
ing area of 75,000 persons has out- 
lined his unique payment program 
to Automotive News. 

W. D. Rohlf sr., president of 
Nash Wausau, Inc., 530 Washing- 
ton St., Wausau, Wis., allows his 
sales manager, four new-car and 
two used-car salesmen a “reason- 
able” drawing account. This varies 
from $50 to $100 a week, he said. 


He also gives a 5 percent cash 
difference scale for new-car 
salesmen, plus an incentive bo- 
nus plan, based on unit sales. 
The quota is based on a minimum 

of 50 cars a year, and set on a 
monthly basis. January, February, 
November and December are three- 
car months; the months from 


March through August are five-car | 


months, and September and Octo- 
ber are four-car months. 
* a * 
ro example, if a salesman sells 
six cars in October—a four-car 
month—the four (quota) is divided 
into the six (sales), equalling 1%, | 





which adds 1% percent to his reg- | 
ular 5 percent cash-difference scale. 
This man would therefore receive 
6% percent on his month’s sales. 

Supposing that in November he 
made just his quota, selling three 
cars. He would then receive a 
1 percent bonus for the month, | 
increasing his earnings to 6 per- | 
cent. 

Rohlf said he allows each sales- 
man an additional % percent for 
expenses. 

All Nash Wausau salesmen own | 





Missouri Court 
To Rule on Gas 


Tax Referendum 


JEFFERSON CITY, Mo. — Mis- | 
souri’s supreme court will hear 
arguments Jan. 12 on the legality 
of a referendum on the state’s 1949 
legislation increasing the state gas- 
oline tax from two to four cents a 
gallon. 

Judge Sam C. Blair of Cole} 
county circuit court recently held | 
that the issue could legally be re- 
ferred to the electorate. Officials of 
the Missouri Farmers’ Assn. ap- 
pealed. They contend that the four- 
cent tax law is an appropriation 
and not subject to popular vote. 

Referendum petitions were filed 
early in October by opponents of 
the tax boost, including the Mis- 
souri Automobile club, State Bus 
and Truck Assn., state petroleum 
industries committee and the State 
Petroleum Assn. 

If the supreme court agrees with 
the lower court, the referendum 
election will be ordered by Sec- 
retary of State Walter H. Tober- 
man, 

Gov. Forrest Smith, who strongly 
advocated the tax boost to raise 
revenue for a highway program, 
has said he would ask the state 
legislature to call a special election 
so the referendum question can be 
settled quickly if it is sanctioned 
by the courts. 

If the act is turned down by the 
people, he said, he would call a 
special legislative session to attempt 
to enact a new highway revenue 
measure. 


Higher Gas Tax 
Sought in Miss. 


JACKSON, Miss.—A two-cent in- 
crease in Mississippi’s gasoline tax 
rate, which would bring the total 
rate to eight cents a gallon, has 
been proposed by the state legis- 
lative highway planning committee 
after 16 months of study. 

It was announced that the com- 
mittee’s recommendation for the 
tax boost, as part of a 15-year, 
$80,000,000 program to improve 11,- 
500 miles of county primary roads, | 
would be submitted to a special 
Session of the state legislature, ex- 
pected to be called the last week 
in October, 


Floresville’s Directors 
W. L. Ellinghauser, R. L. Eschen- 
burg, George A. Hill, Henry Telt- | 
schick and John W. Hill have been | 


elected directors of Floresville Mo- 
tor Co., Floresville, Tex. 


their own demonstrators which 
they drive for six months or 6,000 
miles. 
* + + 

— purchase their cars by 

two different plans, Rohlf said. 
They can buy a car at cost from 
the firm. When the demonstrator 
is sold, the firm and the salesman 
split the profit. 

Otherwise the salesmen can buy 
the car at 10 percent over cost, 
with 25 percent off on accessories. 
Then when they sell they can keep 
all profits. 

The firm has only one man 
with prewar selling experience. 
All have at least a high-school 
education, one is a college grad- 
uate and two have had two years 
of college. 

To illustrate how well his com- 
pensation plan works and how his 
salesmen can produce, he said: 

“Our basic contract was 125 per 
year, up until last January when 


we received our full wishes. During 
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1949 we will sell over 300 new cars 
and close to 600 used cars .. .” 
* + * 
“hee E MAINTAIN an _ effective 
prospect system and require 
daily contact reports from _ all 
salesmen, new and used. We do 
not believe in matching salesmen, 
;}or any other personnel against 
|each other; however, we have 
made good use of contests by 
matching department against de- 
partment—on an improvement 
basis.” 

Rohlf expressed great pride in 
his employes and firm. He said 
Nash Wausau outsells the best 
competition in used-car unit vol- 
ume. He said his mark-up on 
used cars is about 10 to 12 per- 
cent. 

“Selling an independent product, 
we know that service is the prime 
consideration if sales are to re- 
main at a better than average 
level,” Rohlf said. 

“Our service department is the 
finest equipped in the city, and 
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IN NEW DRESS AND BIGGER, TOO—C. Standiee Martin, Inc. (Oldsmobile), Long Beach, 
Calif., has completed a three-year program of modernization and enlargement. Approximately 
$50,000 was spent on the latest improvement of new signs and new overhead canopy for the 
used-car lot. Interior improvements included new office and showroom furniture and fixtures. 





U. C. Salesman Fined 


$200 for Note Forgery 

WARREN, Pa.—Kenneth O'Day, 
used-car salesman charged with 
recording forged notes worth $178,- 
000, was fined $200 and given a 
suspended sentence. Judge D. Alli- 
son Wade also placed him on pro- 
bation for five years. 


The suspended sentence was for)|Co., 2311 Ross St., Dallas. 
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three months. O’Day was convicted 
on two charges of “uttering and 
publishing forged instruments.” He 
was acquitted on a third charge. 


Lone Star Ups Giles 
Edgar E. Giles has been pro- 
moted to new-car sales manager 
of Lone Star Olds-Cadillac Motor 











DUCO* COLORS are factory-matched . . . 
provide better coverage, easy rubbing too! 


Save time, labor and materials with Du Pont DUCO 
Matched Colors. They’re easy to use, flow out wonder- 
fully, provide better coverage . . 
polished. Factory-matched to car-makers’ standards, 
there are over 700 colors to choose from. Just call the 
Du Pont stock point nearest you. E. I. du Pont de 
Nemours & Co. (Inc.), Refinish Sales, 
Wilmington 98, Delaware. 


. are easily rubbed and 
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(d Engines 


and Engine Accessories" 


ERE is the symbol of quality assur- 

ance in the reconditioned engine 

and engine accessory field . . . the new 

AUTHORIZED Reconditioned Ford En- 

gine and Engine Accessory emblem that 

appears on units processed by Ford 
authorized reconditioners. 

Fifty-eight reconditioners, strategically 
located across the country for fast de- 
livery service, have been selected to use 
this great emblem. Here is assurance that 
the engine and engine accessories have 
been reconditioned according to Ford’s 
famed hi-precision standards. Here is 
assurance that only Genuine Ford Parts 
have been used. And here is assurance 
that all units have been rigidly tested. 


FORD Division of 


What’s more, this great new AUTHOR- 
IZED Reconditioned Ford Engine and 
Engine Accessories program is being 
backed across the board with complete 
advertising and merchandising support, 
including national magazines . . . direct 
mail... dealer mat service... showroom 
posters... display material—all working 
together to build public acceptance of 
this symbol of quality, service and value. 

It’s the only nationwide program of 
its kind—aimed directly at taking the 
question mark out of repowering for 
Ford owners. It’s new, compelling and 
business-building. Another reason why... 
It’s great to be a Ford Dealer! 


MOTOR COMPANY 
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Odd Accidents Topped 


By ‘Flying’ 
By Tom Hewitt 
Staff Writer 

OME of the oddest auto acci- 

dents on record happened in 1949. 
For instance, there was a hitch- 
hiking deer, a “flying” car, and an 
automobile that picked a pedes- 
trian’s pocket. As compiled by the 
National Safety 
council, the 
strange. mishaps 
. would fill a book, 
but the one about 
the “flying” car 
might belong in 
Ripley’s volume. 

An driv- 





& 


en by Raymond Boyle in Brigh- 
N. Y., ran into a snowplow. 


used the blade of the 

a ramp, took off, gained 
rapidly, leveled off at 12 
sideswiped a telephone pole 

at that height, made a four-point 

landing and taxied to a halt 81 


The Philadelphia. Bulltig 


EVENING AND SUNDAY 


Car 


feet from the point of flight. 


Boyle disregarded suggestions 
to pressurize the car for future 
flights. 


When Clark Pounell of Union- 
ville, Conn., went for a ride on his | 
motorcycle he didn’t fly, but he did 
pick up an unusual passenger— 
unwillingly. 

7 + * 
A§ HE drove down the highway 
he saw a deer step in front of 
the motorcycle. He swerved and the 
next thing he knew the deer was 
seated clumsily on the handlebars. 

A minute later, the two were 
sprawled along the roadside. The 
deer picked himself up, glared at 
Pounell, and with quiet dignity 
walked over and kicked him in 
the seat of the pants. 

Such an event doesn’t happen 
very often but neither do many 
cars skid on icy streets in New 
York in the summertime. But that’s 


BOBB GIVES CAR TO COLUMBUS SCHOOL—George Bobb (left), of Bobb Chevrolet 


Co., 


E. D. Jarvis, superintendent of Bexley high school. In the center is Wayne W. 


driver-training instructor, 


what happened on the hottest day 


of 1949. 

A taxicab driven by Arthur 
Irise crashed into another cab. 
Irise told police that his cab had 
skidded on ice that had fallen 
from a truck. He was advised to 
put on chains. 

Irise was not put in jail nor was 
the car in Sacramento, Calif., that 
picked the pocket of a pedestrian, 
escaping with $102. 

The victim, W. T. Taylor, had 
walked too close to a moving car. 
His coat pocket—Wallet and all— 





How to go home in Philadelphia 


Let a friend of the family make a suggestion. Philadelphia, the city 
of homes, is the nation’s third market—a trading area of 4,000,000 
people. In The Bulletin your advertising message is a friendly 
guest, welcomed by families who have come to depend upon The 


Bulletin’s news and features. In The Bulletin, Philadelphia’s home 
newspaper, you reach four out of five families in the city of homes. 


In the 4700 block of Hazel Avenue in West Philadelphia, for ex- 
ample, The Bulletin helps 91 of 99 families plan their shopping. 


That’s the way it is in all Philadelphia. You reach Philadelphians 
when they aren’t rushed, have ample time to weigh your words. 
Because The Bulletin goes home, stays home, is read by the entire 
family—evenings and Sunday. 


621 Parsons Ave., Columbus, O., gives the keys to a dual-control training car to 


Hummel, 





|was ripped off by the auto and 
carried away. 
+ * * 
var automan will know how 
William Wardley felt the day a 
|lovely lady drove her car into his 
| filling station in San Francisco. Her 
bumper caught a pop stand, send- 
ing bottles flying. 

She then hit an oil display stand 
and tire rack, throwing oil cans and 
tires everywhere. Then she plowed 
into two gas pumps and knocked 
them flat. 

The lady then drove briskly away 








In Philadelphia 
nearly everybody reads 
The Bulletin 





with a cheery “hello” to the dazed 
attendant. 

If the lady had been captured, 
she might have said she was 
framed. And framed is what hap- 
pened to five-year-old Douglas 
Sturomski, of Milwaukee. Doug 
was sitting on his tricycle in 
front of his home when a panel 
truck overturned on him after it 
had been struck by a car. 

It looked bad for Doug until 
rescuers lifted the vehicle to find 
the rider and his tricycle neatly 
and safely framed in an open 
window of the truck. The opening 
had been large enough to enclose 
Doug as the truck fell. 

And the story to end all stories 
happened when police arrested a 
motorist in Santa Monica, Calif. 
for the second time in 18 months. 
His name? Safety First! 

* 


Pa. Takes Over 
3 of State’s 10 
Toll Bridges 


The first three of Pennsylvania’s 
10 remaining toll bridges, which 
will lead to the eventual freeing 
of all toll bridges in the state, have 
been taken over by the common- 
wealth. 

Highway Secretary Ray F. Smock 
|acquired the 5,000 shares of Clarks 
Ferry Bridge Co. stock for $375,000 
in cash and assumed the bridge 
company’s mortgage obligations of 
$163,204.73, making the total cost 
$538,204.73. 

He also paid $3,850,000 for the 
stock of Harrisburg Bridge Co. 
|which automatically gave the state 
\the Market St. bridge, and bought 
the stock of Allentown Bridge Co. 
for $452,755. 
| oll collections, however, will 
continue until the bonds floated to 
acquire the 10 toll bridges have 
'been paid off or some other pro- 
|vision is made. 

If the 1951 legislature enacts a 
second time an act of 1949 which 
permits payment of the cost of toll 
|bridges out of the motor-vehicle 
ifund, the bridges could be freed 
within two years. 
| But if the legislature fails to 
|pass the enabling legislation, the 
| bridges cannot be freed until the 
bonds are retired out of toll reve- 
nue, which it is estimated will take 
10 to 12 years. 

Still under way are negotiations 
for purchase of the Walnut St. 
bridge at Harrisburg, two spans at 
Bethlehem, and one each at Point 
Marion, Charleroi-Monessen, Ell- 
wood City-Koppel and Sunbury. 

oo 


Wis. Roads Need 
$47 Million Yearly 


To obtain “reasonably adequate” 
standards of service on Wiscon- 
sin’s 11,200-mile trunk highway 
system during the next decade, the 
state must be prepared to spend 
$47,500,000 a year for construction 
and maintenance on that system. 

The highway commission report- 








Street Scene 
A small Texas drive-in boasts 
| of its capabilities: 
“We Can Serve 5,000 Cars—50 
at a Time!” 


ed that its present approximate 
annual budget for state highways 
of $35,000,000 is not sufficient to 
overcome accumulated and current 
deterioration of the system. Unless 
the allowance is increased, there 
will be a “relatively rapid” impair- 
|ment of public transportation serv- 
ice, the legislature was told. 

The state now has about 4,000 
|miles of concrete paved highway 
mileage. About 25 percent of it was 
built before 1924 and about half of 
the total dates back to 1928 or ear- 
lier. Only 25 percent was laid since 
1933, it was pointed out. 

* + > 


For Trucks, Buses 


| Missouri Is Considering 
Ports of Entry 
| Missouri’s legislature is consider- 
ling creation of ports of entry for 
all motor carriers transporting 
passengers or property, according 
to the National Highway User: 
conference. 

Under the plan, it is said, mn 
vehicle would be allowed to ente’ 

(Continued on Page 39, Col, 1) 
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(Continued from Page 38) 


unless properly equipped with 
lights, brakes, etc. 

Each vehicle would have to carry 
insurance for $5,000 to $10,000 and 
pay a mileage tax of 1% cents per 
mile if gross weight is 15,000 
pounds or less; two cents if gross 
weight is between 15,000 and 25,000 
pounds, and three cents if gross 
weight is 25,000 pounds or more, 
the conference states. 

* > ? 


Tax Exemption 
Asked for N.Y. 
Parking Garages 


A New York state senator pro- 
90ses that public parking garages 
n cities be made tax-exempt for 
10 years as an incentive to get 
more of them built. 

Sen. Thomas C. Desmond said he 
would introduce in the 1950 legisla- 
cure a bill to provide the exemption 


as a step “to ease motorists’ park- | 


ng woes.” 

Desmond said in a statement that 
‘the parking problem is getting out 
of hand.” 

The senator said his bill would 
provide a 10-year realty tax exemp- 
tion for public garages completed 
oy Jan. 1, 


the building, and would not include 
che land. 


R.I. Truckers 
Receive Award 


Rhode Island’s truckers have re- 


ceived an award from the National | 
Safety Council for the low-accident | 


rate of commercial vehicles in the 
state. 

State Labor Director Arthur W. 
Devine congratulated the fleet su- 
pervisors for earning the award for 
the ninth successive year. He said 
this was especially significant since 
the operation of trucks on the high- 
ways poses a problem where self- 
discipline of the industries and 
their drivers plays a more impor- 
tant role than state supervision. 


N.H. Loses Test 
Of Signal Law 


In the first court case prosecuted 
under the auto-signal law enacted 
by the last New Hampshire legis- 
lature, driver was freed in a Nashua 
court. 

Testimony showed the defendant 
failed to give a hand warning when 
he stopped his car at night on the 
Daniel Webster highway. However, 
it was brought out that red lights 
flashed on the rear when the 
brakes were applied, and the court 
ruled that this was sufficient warn- 
ing. 


Wisconsin Tough 
25,000 Drivers Suspended 
Since January, 1946 


Wisconsin has revoked the driv- 
ing privileges of more than 25,000 
motorists since its “safety respon- | 
sibility” law went into effect Jan. | 
1, 1946. 

“Many drivers still register sur- 
prise when they learn how strict | 
the law is for motorists who be-| 
come involved in accidents,” Com- 
missioner B. L. Marcus of the mo- | 
tor-vehicle department said. 

The law requires all drivers in-| 
volved in reportable mishaps to 
offer proof of auto liability insur- 
ance, deposit security with the 
state sufficient to cover damages, 
or show proof of settlement with 
the parties involved. 

Failure or inability to meet these 
requirements leads to loss of li- 
cense until such times as they 
are met. 


* * * 


Arkansas Plans to Post 


Speed Signs in Towns 

Plans to post uniform speed signs 
in all Arkansas towns along the 
major highways have been an- 
nounced by Highway Director J. C. 
Baker. 

Baker said he hoped the plan 
would halt complaints that speed 
traps have been operating in 
Arkansas. The American Automo- | 


1952. The exemption | 
would be limited to the value of | 


bile Assn. had threatened to re- 
route traffic around the state if the 
alleged speed traps were not dis- 
continued. City officials in Arkansas 
denied operating such traps. 

* +. a 





N. J. May Re-Examine 


All Over-40 Drivers 

Proposals for periodic re-ex- 
| amination of all motor vehicle 
drivers after 40 and the adoption 
of a five-year license tag in New 
Jersey will be submitted to the 
state legislature for considera- 
tion during its 1950 session. 

Re-examination of drivers was 
proposed by State Motor Ve- 
hicle Director Arthur W. Magee, 
who asserted that the present 
“mass production” of drivers 
through the trial-and-error 
method that has been in use 
since automobiles replaced bug- 
gies constitutes “the greatest 
danger on our city streets and 
country highways.” 








helps which ma 


@ Houdaille Huskys will boom your shock absorber business as 
it has never boomed before. That’s why every day is like Christ- 
mas when you stock and push them with the rest of the fast selling 


Houdaille 


Huskys are heavy-duty, direct-action units for extra thousands 
of miles of smooth riding...and for the extra control needed for 


The Houdaille Display Ls ge “ 
just one of many power; 

j s he Christmas last 
all year for Houdaille distributors. 


Okla. Earmarks $45 Million 


For Highways in 1950 


Oklahoma’s state highway de- 
partment plans to have $45,000,000 
worth of highway construction un- 
der contract in 1950. 

State Highway Director H. E. 
Bailey announced that a 1950 pro- 
gram calling for $17,084,355 in new 
construction was ready for sub- 
mission to the Federal Bureau of 
Public Roads for approval. 


Supplementing that is the work 
already programmed and ready to 
}carry out, state projects, urban 
construction, farm-to-market roads 
and grade separation to bring the 
total to $45,000,000. 





Uniform Controls 
Between States 


Urged for Traffic 


Uniform traffic controls and laws 
between states have been urged as 
a way to reduce traffic accidents by 
Hubert R. Gallagher, associate di- 
rector of the Council of State Gov- 
| ernments. 

Speaking at the 14th annual mo- 


) 
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GOOD BROTHERS DONATE TRAINING CAR—A driver-training car has been presented 
| by Good Brothers (Ford), Randolph, Mass., to the local high school, Third and fourth from 
| the left in the first row are Thomas Good and Walter Good. Also present at the presenta- 


| tion was Murra’ 


Lewis, chairman of the school committee; A. O. Christiansen, superintendent 


| of schools, and A. A. Bonzagni, deputy registrar of motor vehicles in Massachusetts. 


York, Gallagher said such a pro- 
gram could cut accident rates from 
the current average of eight per- 
sons injured or killed for each 100,- 
000,000 miles of travel to five per- 
sons. 


can make 
SUCRE LAE 


through the year 
TLL 


line. 


heavy loads and unexpected rough going. 





The story of the com- 
plete Houdaille line 
with applications and 
installation in forma- 
tion is in the Houdaille 
catalog. Your distribu- 
tor or the factory will 
supply a copy on re- 
quest. 


You'll find that Houdaille Huskys sell equally fast to 
new cars and old...to individuals and fleets. They put 
you miles ahead of competition, because competition 
has nothing like them. 

So if you’re not selling Huskys now, prepare to make 
Christmas last all year. Call your nearest distributor or 
write us today. 


HOUDAILLE-HERSHEY CORPORATION 


HOUDE ENGINEERING 


RPUrraAawv® i); WER 


Americas Pionet 





r Builder of Mydrauy! 





DIVISION 
YORK 


ic Shock Absorbers 


000,000 and 120,000 lives a year. His 
recommendations are: Adoption of 
uniform traffic controls; center 
guide lines in highways; state-wide 
traffic tickets, and closer coopera- 
tion between police departments 


| tor vehicle conference in New He also said it could save $500,-| and drivers’ license divisions. 
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Loe FACTORY boys are getting 
tougher on the equipment and 
tool manufacturers, especially in- 
sofar as the tools and equipment 
that are being used in the used- 
ear reconditioning schools — and 
shown to their dealers for this 
work—are concerned. 

Tools and equipment must 
stand up to more than the stand- 
ard that they do the work better 
and cheaper than other tools of 
similar type. The manufacturer 
must also be ready to assure the 
boys in the used-car and service 
departments that they not only 
have nationwide distribution, but 
that they stand behind those 
tools if for any reason they be- 
come inoperative. That they have 
an educational program to show 
the dealers’ men how to use 
them correctly and that they 
have service available for them 
on a national basis. 

This is being done for the deal- 
ers’ protection. They know that 
the average dealer already has a 
pretty high tool and equipment in- 
ventory and that most dealers will 
have to purchase some additional 
equipment the minute he gets into 
used-car conditioning in a major 
way—and the majority of dealers 
will have to do just that this com- 
ing year. 


> 
In Long Run 

HEY feel that the dealer—even 

though he is fairly well equip- 
ped to handle most appearance re- 
conditioning jobs right now—will 
be able to greatly lower the cost 
of this most important operation 
considerably if he has the proper 
equipment to handle the newer 
conditioning products that have 
come on the market. 

Thus closer “screening” of tools 
and shop equipment—which may 
and most likely will extend into 
customer labor equipment as well 
—will undoubtedly work a little 
hardship on even some “old line” 
makers. But it will work out to 
their advantage in the long run. 

Even the Equipment & Tool 
Institute members recognize this 
and are doing everything they 
can to speed their jobber outlets 
into being prepared to give the 
type of service to the franchised 
car and _ truck dealer that the — 


factories are beginning to de- 
mand, 

There is no question in my mind 
but that a great many dealers are 
also going to begin screening their 
shop equipment purchases along 
the same lines. Practically every 
dealer who has been in business 
for any length of time can look 
back on some experience of his 
own where just one machine or 
piece of equipment being out of 
order has cost him considerable 
service revenue. 

* a * 


Can’t Afford It 


IX DEALER service shops par- 
ticularly, the worth of the ma- 
chine or piece of shop equipment 
is not based so much on the work 
it will do as upon the gross rev- 
enue it brings into the shop. A 
lubrication hoist or piece of lubri- 
cation equipment out of service for 
as little as two days can lose as 
much as $60 to $75 in customer 
labor and parts sales for a dealer. 

And few dealers today can af- 
ford to miss that much revenue 
from their shop very often. 

It is for this reason—the need 
of service and education to go 
along with shop equipment sale— 
that the various factories are con- 
stantly importuning even their own 
specialized tool suppliers to put an 
adequate number of men in the 
field to do this work. One of these 
suppliers has already built up a 
force of approximately 40 men who 
are kept in the field for this serv- 
ice at all times. One of the other 
suppliers has also started in this 
direction with a nucleus organiza- 
tion in the field. 

. 


Developing Goodwill 


HIL HOPKINS, assistant man- 

ager of Chrysler Central Serv- 
ice, has a son, Phil II, at Fort 
Bragg, N. C., who has been quite 
instrumental in helping develop 
one of the best goodwill programs 
aimed at a better civilian—Army 
understanding and a better rela- 
tionship between motorists and 
riders of motorcycles. 

It seems that Fort Bragg is some 
distance from Fayetteville, N. C., 
the nearest town of any size, and 
every boy in the fort who can 


nee up enough of the long 
(Cc ontinued on Page 49, Col, =. 





PACE sales for the 1950 NADA 

Equipment Exposition, to be 
held in conjunction with the an- 
nual NADA convention in Atlantic 
City Feb. 5-8, are at least 25 per- 
cent further along than at the 
same time last year for the show 
held in San Francisco, according 
to Ray Chamberlain, show and 
convention manager. 


In fact, while the entire show | 


last year filled only 159 spaces, | 
| will draw at least 12,000 dealers 


185 show spaces have already 
been set for 1950 with approxi- 
mately 65 exhibitors having sig- 
nified that they will be in the 
show. 

Attendance this year should be 
at least double that of last year, 
Chamberlain believes. In the first 
place, he says, there is a higher 
dealer population within the 300- 
mile driving radius of Atlantic City 
than there is in the entire west- 
of-the-Rocky-Mountains section. 

* > - 


ADDITION to furnishing the 


secretary of each eastern state|are being planned by several ex- | 


dealer association with all of the 
tickets the members of their asso- 
ciation will need for their service 
and parts personnel and tickets 
for the fleet men in that area, the 
committee is also going to furnish 
each exhibitor with tickets to the 
exhibition so that they can invite 
their outlets in the area, as well 
as important men to those outlets. 

Chamberlain confidently ex- 
pects that the convention itself 


this year, due mainly to its loca- 
tion and the interest the dealers 
are showing in the program and 
exhibition, and that the exhibi- 
tion will beat that attendance by 
at least 50 percent. 

Used-car conditioning and mer- 
chandising are going to be high- 
lighted in the exhibition this year, 
since the used-car sales problem 
is without question the biggest 
hurdle that most dealers face in 
the coming months. In addition to 
very comprehensive exhibits that 


Dealers. 


| exhibition, 


|have made early reservations for | 





Jobbers and Maintenance 


Ven who Service a 


Low Scrappage Leaves 20,000,000 . 





Old Cars Bolter Profits | 


C= less than five years old 
have jumped from an estimated 
23 percent of the total registration 
in 1948 to approximately 37 percent 
at the present time, according to 
the latest available figures. 

Even though scrappage of cars 
on the road is only about one- 
half of what it was in prewar 
years, this considerable jump in 
relatively new cars on the road 
is of major iniport to every car 
dealer. 

As Merle St. Aubin of General 
Motors stated in a recent talk be- 
fore the Equipment & Tool Insti- 
tute, dealers’ fixed expenses are 300 
percent more than they were in 
1940. After adjustment for currency 
revaluation, the fixed expenses are 
still over 66% percent higher. Much 
of this fixed expense increase is 
attributable to cost of space. | 

* + 7 | 


GINCE the space taken up by the | 
service department is usually 
much greater than for all other 
departments of the dealers’ busi- 
ness, the large increase in the num- 
ber of relatively new cars on the | 
road with their lessened major 
repair expense is something that | 
should cause the dealer to review 
carefully his entire service opera- 
tion to make certain that he is not 
losing in number of customers, 


while the average service ticket 
constantly diminishes to what it 
was in about 1941, 

Fortunately, due to the consid- 


both in 1948 and 1949—approxi- 
mately 850,000 cars of all ages 
went to the scrap yard in 1948 
and 871,000 this year—there still 
remain in service approximately 
20,812,000 cars of prewar vintage 
that must be kept on the road. 
Prewar scrappage averaged 1,617,- 
000 cars per year. 

If, however, the dealer has not 
made an effort to keep the owners 
of these prewar cars as regular 
service customers, and is relying 
on lubrications and other “quick- 
stop” services of the newer cars to 
keep his service department profits 
up, the dealer is quite liable either 
to take a loss in his service opera- 
tion this year or to alienate the 
confidence that many of his present 
customers have in his service offer- 
ings by “barber shopping” them to 
try and increase his net profit from 


| this department. 


* > * 


[pBALans are prone, however, 
now that they are back in a 
trading market, to overlook the 
selling that must constantly be 
done to keep their service volume 
up to a profitable level. 

Recent figures from one such 
dealer bring out the case in point. 

This dealer delivered 32 new 
cars in October, 1948, Of these, 
in May, 1949, 18 were still good 
service customers, four had not 
been in for two months, six had 
not been in for three months, 





erably lessened scrappage of cars 


seven had not been in for four 








ATTRACTIVE ENTRANCE TO USED-CAR LOT—Early serie 
new half-million-dollar plant of North Side Chevrolet, Inc., in 


Kuhn, president, 


apolis, according to W. E. 


exterior will be faced with Indiana limestone. 
provided for service customers with plenty of room to prevent congestion and delay in 
A battery of lifts for quick underside inspections and a special 
lane will permit the customer to make his own brake tests and to visibly check wheel align- 
The main shop will be without floor obstructions and will include 43 fully-equipped 


handling incoming cars. 


ment. 
| working s stalls. 


hibitors, the show committee is 
also working on plans that should 
result in this year’s exhibition be- 
coming a real educational exhibit 
for those dealers confronted with 
used-car merchandising problems. 
* * + 
ANOTHER phase of modern serv- 
ice that will be highlighted to 
a considerable extent in this year’s 
according to present 
plans, is the diagnosing method of 
selling customer service. 
A study of the exhibitors who 


space in Atlantic City’s Convention 
Hall reveals that there will be a 
large percentage of those who have 
been in the previous two equip- 
ment exhibitions, several with 
larger spaces than they have ever 
used before. 

There is no question that holding 
the equipment exhibition in At- 
lantic City this year will solve 
many of the problems attendant 
to the other two exhibitions. 

Convention Hall allows the ex- 








dedication is planned for the | 
suburban Broadripple, Indian- 
and Paul A. Kuhn, vice-president. The front 

Also, a spacious reception center will be | 





hibits to be arranged in an or- 
derly manner and in one big | 
room as they should be, as com- 


pared with the necessity of 
grouping them in bays and 
around posts as NADA was 


forced to do at San Francisco. 
It should also be much better 
than the exhibition hall of the 
Stevens hotel, where the first 
show was held. 


Atlantic City also offers several 
other advantages to exhibitors that 
were causes of complaint last year 
at San Francisco. Even though | 
there should be a taxi strike, as 
there was last year, the Conven- 
tion Hall is but a short walking 
distance from any of the hotels 
on the boardwalk, and there will 
be no reason for dealers attending 
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months and two were lost from 
the. records, 


This dealer was saving 40.6 per- 
cent of his new-car customers as 
service customers and had 53.2 per- 
cent as “potentials.” In other words, 
most of these 17 owners could have 
been brought back as regular cus- 
tomers if some selling had been 
done on them and an effort made 
to keep them. 

* . ” 

O*N OCT. 31 of this year, this 

dealer had brought back one of 
these “lost sheep.” His active cus- 
tomers had increased to 14—or 43.9 
percent of the original group. But 
40.6 percent had been lost from the 
records entirely. Two of the bal- 
ance had not been in for two 
months, one had not been in for 
three months, one had not been in 
for four months and one had not 
been in for five months. 


A quick look would show that 
this dealer had increased his reg- 
ular service customers by 3.3 per- 
cent—but, as pointed out, he had 
actually lost 34.4 percent of the 
new-car customers he sold just 
one year ago. 

But what is alarming—and actu- 
ally disheartening in this dealer’s 
case—is that a check showed that 
77 percent of the customers “lost” 
to the dealer’s file were still actu- 
ally living in the dealer’s zone of 
service influence, and were still ac- 
cessible to this dealer—but were 
obviously trading elsewhere. 

* > + 
WAS pointed out, increased 


Ss 
A “cost” of space in the service 
department is the main reason why 
a prewar service volume does not 
show the return to the dealer that 
it did a few years ago. 

Dealers must get full realization 
from every square foot of space 
in the service department to make 
that department pay its way, and 
carry the absorption that it must 
and can carry in a period of in- 
tense competitive selling. 

It is authoritatively estimated 
that total service volume will 
reach at least $6,500,000,000 this 
year. While parts sales will show 
a drop of approximately 6 percent 
from 1948, it still means an aver- 
age expenditure of some $63 per 
car this year. 

Much of the drop is accounted 
for, of course, by the greater num- 
ber of new cars that have been 
put on the road in the past two 
years. However, if scrappage had 

_(Continued on Page 55, _ Col. . 1) 





Space Sales Boost Points to Bigger, Better NADA Show 


|the sessions—which will be held 
in the Hall this year as well—to 
rush for transportation back to 
their hotels. 

* 


* + 
TLANTIC CITY also offers no 
outside entertainment, such as 


| both the show and convention had 
to fight in San Francisco. 


The exhibition will open Sun- 
day noon and will stay open that 
evening—and there will be no 
conflicting convention program 
for the opening day. This Sun- 
day opening also will allow hun- 
dreds of servicemen from sur- 
rounding dealerships to come to 
the show and see the exhibits 
without having to be away from 
their work. 


* * * 
HE DEALERS service clinic, 
which is scheduled for Wednes- 
day morning, Feb. 8, in Convention 
Hall, under the moderatorship of 
John Booth, Chevrolet dealer of 
McKeesport, Pa. 


The panel is made up of George 
(Continued on Page 58, Col. 1) 
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32nd BIRTHDAY FOR DABNEY DEALERSHIP—The latest Ford and a I9I!1 model were 


displayed when Dabney Motor Co., Sweetwater, Tex. 
firm added a esed-cor lot during the past year. It has also added a new body shop. 


which they operate, Shank pointed 
out. The manual, therefore, con- 
siders the electrical system as a 
combination of cireuits rather than 
a collection of individual electrical 
units, he said. 

The book opens with a complete 
automobile - wiring diagram and 
then follows with a chapter de- 
voted to each of the seven circuits 
—starting, charging, ignition, horn, 
windshield wiper, instrument, and 
lighting. The final chapter covers 






Electric Circuits 
Of Autos Covered 


In New Manual 


TOLEDO.—A _ comprehensive 
maintenance and operation manual 
for automotive electrical equip- 
ment is now available, J. A. Shank, 
manager of the Electric Auto-Lite 
Co.’s Parts and Service division, 
has announced. 

A 218-page book in color, the 
manual tells the makeup of each 
of the seven basic electrical cir- 
cuits on an automobile and how 
to service the parts making up 
each circuit, it is said. 

Pointing out that during the last 
10 years automotive electrical sys- 
tems have become increasingly 
complex, Shank said the manual 
should meet an important need. 

To service adequately the new 
electrical units which have been 
developed, and others which have 
been redesigned, requires a thor- 
ough understanding of the units 
themselves and the equipment with 


Actane Chemical 


Revises Claims 


WASHINGTON.—Actane Chemi- | 
cal Co, has agreed to discontinue | 
certain claims for its “Actane Com- 
pound,” a gasoline additive, it was 
announced last week by the Federal 
Trade commission. 


| 
FTC had charged the a 








with claiming falsely that the addi- 
tive, when added to gasoline, would 
prevent and remove carbon deposits 
in the motor. Hearings will be held 
later on claims on which the FTC 
and the company did not agree. 


Dynaflow Advice | 


Buick Bulletin Gives 
Lube Specifications 
FLINT.—A special bulletin cov- 
ering the most recent instructions 
for Dynafiow drive lubrication has 
been issued by Buick’s service de- 
partment. | 
The bulletin, which has been 
sent to all oil companies, super- 
cedes all previous Dynafiow lubri- 
cation instructions, It contains in- 
formation for servicing Buick’s 
automatic transmission at 1,000 and | 
15,000 mile intervals. 
| 
| 


The bulletin points out that only 
two oils have been approved for 
Dynafiow transmissions, and they 
are special Buick oil for Dynaflow 
drive and Automatic Transmission 
Fluid, Type A. 


MoP, R 


Phila. Tire Dealer Bows 


To FTC Desist Order 

WASHINGTON. — The Federal 
Trade Commission announced last 
week that it had accepted from 
Jean Blatt, trading as Standard 
Brand Tire Co., Philadelphia, a 
stipulation to stop using the terms 
“slightly used” or “hi-tread” to de- 
scribe tires on which approximately 
half the tread has been worn away. 

Blatt also agrees, it was stated, 
to stop using such terms as “origi- 
nal tread” in connection with tires 
which have been retreaded or re- 
capped. 


Creedmore Motor Co. 


A charter incorporating the 
Creedmore Motor Co. in Texarkana 
has been approved by the Texas 
secretary of state. The company 
was chartered with $75,000 capital 
stock by J. J. Creedmore, T. L. 
Boehmer and J. E. Haltom. 
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ASI Show Due Next Dec. 4-8 


A Ontan to the joint operat- 
ing committee of ASI, the next 
big jobber show will be. held on 
Navy pier in Chicago, Dec. 4 to 8, 
1950. 


In the voting the preponderance 
of interest was clearly in favor of 
a show for 1950, preferring Chicago 
over Atlantic City or any other 
spot, and well in favor of holding 
the show in December. The next 
most popular month favored by the 


marked this milestone in business. The| manufacturers who foot the bills 


was February. 

Meeting in Chicago Nov. 21, the 
joint operating committee, under 
whose direction the Automotive 
Service Industries show is held, 
learned the results of its recent 
poll of MEMA, NSPA and MEWA 
members. 

The JOC questionnaire, sent out 
in early October, asked members 
of the three associations to vote 
on these three questions: 

1. Do you want an ASI show the 
latter part of 1950? (After checking 


maintenance and trouble-shooting. | adequate show facilities, December 


is the only month open for the ASI 
show in 1950.) 


2. Do you prefer Atlantic City or 
Chicago? 

3. In future ASI shows, which 
month of the year do you prefer? 

Results of the poll are as follows: 

Percentage of members voting: 
MEMA manufacturers, 78; DUAL 
(MEMA-NSPA) manufacturers, 86; 
NSPA manufacturers, 70; NSPA 
wholesalers, 65; DUAL (NSPA- 
MEWA) wholesalers, 71; MEWA 
wholesalers, 64. 


These manufacturers represent- 
ed 67 percent of the industry. 
Vote on the holding of an ASI 

show in 1950: In favor, 79.4 per- 
cent; opposed, 16.6 percent; no vote, 
4 percent. 

Vote on place of show: For Chi- 
cago, 68 percent; for Atlantic City, 
26 percent; miscellaneous, 6 percent. 

Vote on time of show: December, 
35 percent; February, 15 percent; 
November, 10.7 percent; March, 10.5 
percent; other months, 28.8 percent. 

These returns indicate clearly 
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that the majority opinion of the 
Automotive Service Industry fa- 
vors a show to be held in Chicago 
late in 1950, it was stated. 

The JOC members’ expressed 
themselves as being most pleased 
by the fact that more than two- 
thirds of the members polled re- 
turned their questionnaires, They 
also hailed the fact that the indus- 
try vote was four to one in favor 
of the ASI show. 


Jefferson City AAA Moves 


JEFFERSON CITY, Mo.—Offices 
of the local American Automobile 
Assn. and service facilities for 
members have been transferred 
from McKay Buick, Inc., to Ste- 
phenson Motor Co, (Nash). They 
were formerly located at Vanos- 
doll, Inc. (Dodge-Plymouth). 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . .. an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 


Save time...save money with 
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SERVICE PACKAGES 
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...Contain all the parts you need 
for specific repair jobs on Plymouth, 
Dodge, DeSoto and Chrysler products 
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SHIFTS SEMI - AUTOMATICALLY — Futur- 
Matic Shift, a semi-automatic gear shift for 
1940-49 Fords and 1940-48 Mercurys, has been 

laced on the market by Future Products Co., 

5 N. Mississippi Ave., Portland, Ore. The 
manufacturer states that with Futur-Matic the 
driver shifts manually to second gear only 
once per trip. Thereafter clutch pressure shifts 
gears from second to high, high to second as 
needed, untouched by hand. Instant return to 
— shifting is said to be possible at all 
times. 


| Co., 








FOR VISIBLE OIL CHANGE—A quick oil- 
change system that allows the motorist to see 
the old oil as it is drawn out is now bein 
offered by Choildun Mfg. Corp., Il W. 42n 
St.. New York. The oil is measured in the 
glass cylinder and then dropped into a 15- 
gallon container inside the unit. 


| 
| 





FUEL PUMP—The lifeline of all Airtex fuel 
pumps is the 50,000-mile guaranteed dia- 
phragm, the company states. Made of airplane | 
fabric impregnated with a scientificaliy tested 
chemical, it is impervious to gasoline, oil and 
the new-type gasoline-oil fuel mixture, it adds. 
From highest summer heat to 30-degrees 
below zero the Airtex diaphragm remains 
flexible and will not edge crack, it is 
claimed. Actual tests have not shown failure 
after 65,000 miles operation at 75 miles per 
hour, according to Automotive division, Fair- 
field, Hil. 
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LINCOLN PACKAGE—Lincoln Engineering 
St. Louis, has announced a packagin 
program developed to meet the need o 
industrial manufacturers and distributors for 
better inventory control, increased protection 
to parts, better identification—all of which 
lead to lower stock handling costs for both 
distributor and user. The sturdy metal-edge 


| boxes give extra protection against crushing 


stack neatly, even after 
rough handling and repackaging. The at- 
tractive and distinctive design plus a 
standardized color scheme quickly identifies 
Lincoln products. The contents of the pack- 
age are individually heat-sealed inside a 
transparent, polyethylene bag which protects 
the parts against dirt and moisture—prevents 
corrosion, the company states. 


—and the boxes 





MECHANICS’ STAND—Mechanics’ Helper, 
| 2roduced by National System of Garage 
Ventilation, Deosies, lll., allows the service 


man to reach any part of the motor easily. 
Adjustable to six-inch or 12-inch heights, the 
device always has four points of floor con- 
tact. The tool tray swivels, raises or lowers 
to convenient positions. 





BOASTS SIDE OPENING—A men's fitted 
club bag, designed with a circular side zip- 
per which permits easy access to grooming 


essentials has been made available by Con- | 


tempo Luggage Co., 170 Fifth Ave. New 


York. There is also a top zipper which per- 


mits conventional opening. 





IMPORTED SEAT Sevene-Remery seat covers, made b 


are now being marketed in the U. by C. 


ut and wine. 


N. Stone, Ii E. 57th St., New York. 
covers are said to be moth-proof, can be dry cleaned and come in blue, gray, green, fawn, 


Wells & Levoi, London, England, 
The felt | 





NEW PRODUCTS 











SIMULATES ROAD TEST IN SHOP—A dynamometer that tests an auto's performance by 


simulating actual driving conditions in the shop is announced by Otis Elevator Co., 


Fort St., Detroit. The Proving Stand tests wheel assemblies, braking force, drag and 


loss, acceleration, engine performance, and 


wer 
other driving factors, the firm states. 


for body rattles and faults in the steering mechanism, virtually every defect can be shown 


on the device, says the company. 
* * * 





TWO-TON JACK — Blackhawk Mfg. Co., 
Milwaukee, has announced a streamlined two- 
ton service jack—Model SJ-i8. This model 
brings new ease in figer-tip contro! and more 
accurate r sing, the firm said. Other an- 
nounced ures include a _ three-position 
handle which gives a full stroke at any angle, 
all controls at top of handle, safe saddle for 
sure grip of modern suspension systems, 
safety, lock-type release valve to prevent 








hampering and a long handle to get under 
vehicle overhangs. 






TO SERVICE AUTOMATICS—Because of the 
great number of service station operators now 
being trained and authorized to service 
Hydra-Matic, Dynaflow and other fluid-drive 
transmissions, Bonney Forge & Tool Works, 
Allentown, Pa., has introduced two too! sets 
to fill the requirements of this work 


| 








| TESTS ELECTRIC PARTS—A universal Elec- 
| tric Servicer has been announced by Alien 
Electric and Equipment Co., Kalamazoo, 
Mich. According to the manufacturer, the 
Model E-535 will test generators, both regu- 
lated and non-reguiated generator field cir- 
cuits, as well as externally-controiled gener- 
ators, less the -regulator. It will also test 
cut-out relays, vibrating voltage and current 
regulators, step-voltage regulators, third brush 


| generators, starting motor and aircraft mag- 


netos. 





VISOR DISPENSER—A car-visor 
for the Kleenex pocket-pack is bein 
factured by United States Products 
E. Vernor highway, Detroit. 
made of light-gauge metal in a brown ham- 
mered finish. 


manu- 
o., 


> . * 


DOOR CHECK AND HOLD BACK—De- 
signed for overhead installation on the rear 
doors of light delivery trucks, if is a par- 


ticularly valuable time saver to laundry, dry | 


cleaner, candy, dairy product and other 
fleets where frequent stops are made. It acts 
as a door check when the door is flung 
| forcibly open, then holds it open at a 90- 
| degree angle, according to the manufacturer, 
| Cleveland Hardware and Forging Co., 3270 
| E. 79th St.. Cleveland 4. 


* * > 


EXTRA-FLUID SHOCK—A heavy-duty direct- 
action shock absorber, said to have extra-size 
parts and 50 percent more fluid is introduced 
by William & Harvey Rowland, Inc., Tacony 
and Lewis Sts.. Philadelphia. The firm reports 
the extra fluid permits low-pressure operation 
for smoother ride and longer wear 


cept | 


dispenser | 


260 | 
The device is | 
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TIREMASTER — Kerkling - Martin, Inc., San 
Fernando, Calif., has announced the 1950 
model Weaver-Day Tiremaster machine that 
mounts and dismounts tires. While basically 
the same principle as the older model, the 
new model has a completely different out- 
ward appearance and many new mechanical 
features have been added. For example, the 
top is now a rugged cast iron turret that 
makes bead breaking easier and prevents 
damage to the machine through rough han- 
dling. Three Zerk fittings make for easy 
pressure lubrication to ali moving parts, 
| according to the company. 





REDUCES OPERATING HEAT—An engine- 
oil heat exchanger and filter that reduces 
internal operating temperature as much as 
20 percent and fluid temperature as much as 
| 15 percent is announced by Filcoolator Mfg 
| Co., 10408 Regent St.. Los Angeles. The firm 
| claims laboratory tests indicate that Filcool- 
ator decreases engine wear from 73 to 98 
| percent 





"METAL PUTTY'—A “metal putty" which is 
@ true metal processed into a plastic, has 
been announced by the McKay Co., 349 Mc- 
Kay building, Pittsburgh. Distributed under 
the trade name McKay Metal-Fil, it is used 
for reconditioning damaged and rusted-out 
fenders, bodies and other metal parts. As it 
comes from the can, Metal-Fil is applied with 
@ spatula, squeegee or the fingers. When 
herdened, it can be cut, filed, ground, wire 
brushed and sanded to a feather edge and 
a high metallic luster, the firm states 


* + * 


with the National Sotety Councd urges you !o 


For Greater See- ability 


Westinghouse AUTO BULBS 


SIGNS 









AUTO BULB CAMPAIGN HAS SAFETY THEME—Westinghouse Lamp division, Pittsburg 


has hitched its point-of-sale promotion for 


automotive 


light bulbs this fall to a safe? 


theme with material endorsed by the National Safety Council. The key streamer piece 
an auto bulb display kit—offered free to dealers and gas stations and automotive supp 


retailers—carries the headline: 
Council, urges you to Obey These Traffic Signs 


“Westinghouse 


in cooperation with the National Safety 
Individual stand-up cards in the kit featu 


reminders for a checkup of lights and the need of carrying spare bulbs for stop and 


tail lights. 


(Continued on Page 43, Col. 1) 
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New Products 


(Continued from Page 42) 


Bear Instruction Book 


A 30-page book, which explains 
how to straighten both passenger- 
car and truck frames in simple} 
terms, illustrated with photographs 
and line drawings, is available 
from Bear Mfg. Co., Rock Island, | 
Ill. This book, which is said to be 
probably the only one of its kind, 
offers considerable information on | 
this growing phase of automotive | 


service. 
* a + | 








TESTS BATTERY CAPACITY—A lightweight | 
battery capacity tester, called the Testmaster, | 
has been developed by Willard Storage Bat- 
tery Co., Cleveland, it is announced. The 
tester, which is said to do the work of heav- 
ier, bulkier equipment, operates on the high- | 
rate discharge principle, which Willard en- | 
gineers say is the most accurate quick check | 
of a battery's internal condition. 





LUGGAGE CARRIER — Car Caddy Corp., 
through its president, Steven Radi, announces 
the introduction of a new top-of-car luggage 
carrier, the Car Caddy. This new member of 
the auto accessory family is constructed of 
tubular steel and comes ready for car paint 
matching and also in the all-weather resistant 
chrome finish. It fits all types of cars, both 
domestic and foreign, and can be installed 
in a moment without the aid of tools. Rubber 
contact points prevent any injury to the car- 
top surface, the company states. Originally 
manufactured under the patent laws of France, | 
the Car Caddy was enthusiastically received 
in Great Britain and the continent, accordin 
to J. J. Murphy Advertising Agency, 
Nassau St., New York 7. 


* + * 


————— 


PROVIDES ‘ROARING’ SOUND—A replace- 
ment muffler, popular with “hot rod" enthu- 
siasts, claimed to relieve back pressure and 
give greater mileage and faster acceleration, 
has been developed by Wilkinson Muffler Co., 
Fort Wayne, Ind. A blanket of heavy insula- 
tion wrapped around the central pipe helps 
produce a roaring tone. 





AIDS WINDSHIELD DEFROSTING—A clear 
windshield that acts as an air chute to direct 
defroster air to top of windshield is offered 


by Peters and Russell, Inc., Springfield. O. 
Called DeFrostie, the device is applied to 
the window by two white-rubber suction cups. 


Laughing Matter 
Fendix Uses Comic Book 


For Promotion 


Fendix undercoating dealers will 
oon receive copies of the first 
“endix comic book. 

Employing the full comic-strip 
echnique, this four-page, four- 
color folder is especially designed 
to tell Fendix dealers how to make 
the best use of the many promotion 
aids available to them. 

It is believed that this is the first 
time that a promotion piece, built 


on comic-strip handling, has been | 
circularized in the automotive after- 
market. 

Copies may be obtained by writ- 
ing to the Fendix Division at 2429 
S. Halsted St., Chicago. 


Interchangeable Neon Sign 
Offered by Neco 


An interchangeable neon sign is 
offered by Neco Mfg. Co., Inc., Au- 
burn, Ind. Copy in the sign is 
changed by replacing or rearrang- 
ing the individual neon letters. 

A selection of letters, figures, 
novelties and prices, enables a user | 
to change a display anytime, the) 
manufacturer claims, 

* o * 
Safety Inspection Unit 
| 

Announced by Bear 

Bear Mfg. Co., Rock Island, IIl., 
announces a new, lower-cost safety 
inspection station featuring the 


new Bear hydraulic brake tester. 
Overall length of the passenger 








It’s an idea that 


NAPA advertising 


Too many car owners think get- 
ting ready for winter starts with 
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car and light truck unit is 42 feet. | 


The heavy-duty station runs 13 feet 
| longer. 

The standard Bear drive-over 
| type wheel alignment tester and 
track model headlight tester are 
used in conjunction with the brake 
tester. To conserve space, the head- 
light test is made following the 
brake test. 





| FORD BODY COLORS—An attractive art- 
| ist's palette with actual car models to show 


the colors of the 1950 Fords is available to 
dealers, Frank J. McGinnis, sales promotion 
manager, Ford division, has announced. The 
palette, which can be used in showrooms and 
windows, presents 10 colors in which cars are 
available. The miniature plastic cars are 
reproduced in exact colors. Each color is 


identified to help customers decide on their 
selections. 


e Cooling Sy* 
e and 


means money for you — 
already planted in your customers’ minds by 


POST 


anti-freeze and ends with an oil 


change. They forget a 


Il about 


the many other vital factors that govern winter-time 
safety, performance and comfort. 


That’s why NAPA 


is pushing this cold-weather 


“check list.” It’s the springboard you need to sell your 
customers on the kind of winter service that gives them 
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DEPRESSES GAS PEDAL FROM OUTSIDE CAR—A remote-control accelerator depressor, 
which gives a mechanic control of engine speed while working on or under a car or truck, 
has been announced by the Alemite division of Stewart-Warner Corp., 1826 Diversey, Chicago. 
The tool permits the mechanic to retard or advance engine ene while eagoged in engine 
ceneee. = inspection, dynamometer work, under-car inspection and any other service, 

e firm states. 


Speed Sight 





sized screen located on the wind- 
shield, by installation of the Glow- 


Reading Ts Projected meter, a speedometer accessory, 
according to its manufacturer, Sil- 


To Windshield ver Creek Precision Corp., Silver 
The exact speed of a moving! Creek, N. Y. 


automobile can now be projected| This device constantly projects 
in brilliant illumination to a dime- (Continued on Page 44, Col, 1) 












for car owners 
who want a 
safer, more 
carefree winter 


the most protection—and earns a real profit for you. 

Already, in The Saturday Evening Post, your cus- 
tomers have seen this check list. NAPA has already 
planted the idea of seeing you for a comprehensive 
winter check-up. Follow up on it! From now on, sell 
every customer on having his entire car thoroughly 
checked for winter . . . and having the necessary 
repairs made now. 

And, when you order parts for the jobs that result 
from this effort, remember: for the finest quality parts, 
for cars and trucks of a// makes and ai// ages. . 


“Your NAPA Jobber Is a Good Man to Know!” 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION + DETROIT 1, MICHIGAN 
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the changing reading from the 
dashboard speedometer to a tiny 
metal screen (size of screen is op- 
tional) on the windshield fastened 
approximately two inches below 


the drivers normal line of sight. 
“The automobile driver can now 
keep his eyes on the road where 
they belong at all times and still 
know his exact speed,” President 
Lawrence Schmitt said. “He need 
never look down to search the 


| need not even look at the black 
numerals on the Glowmeter screen 
to know of his speed variations, 
Schmitt said. 


* 7 


Gas-Pedal Cover Offered 


By Bishman Mfg. Co. 

| A rubber gas-pedal cover that 

protects or renews mats and pedals 

on most cars is being produced by 

| Bishman Mfg. Co., Osseo, Minn. 
The device is installed by bending 

the rubber-covered metal wings 


eee a the (meng get ooo around the accelerator. An exten- | 
tere. trafic as ols and high sion of the pedal-cover rests on the 

. mat to protect it from the driver's | 
speeds. heel. 


The Glowmeter screen changes 


ee ee ee 
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| CONVECTION-TYPE PAINT OVEN—A convection-type oven for force drying refinished 
automobiles is announced by DeVilbiss Co., Toledo. 
paint shops to step up production capacity materially, improve refinishin 


his auto oven provides the means for 
quality, reduce 


ef Ru 04 @ 
color like a traffic signal and the lingshead es 

FENDER-WELT REPLACEMENT —M arson) driver is conscious of changing Holt gs 7 sntreame | the time cycle for painting cars and enable more work to be accomplished in less shop 

Carnauba Liquid Wax space, the firm said. Cars are sufficiently dried in 45 minutes to be removed and prepared 


Corp., Revere, Mass., has introduced an auto- 
speed as the three colors (selected for delivery to the customer, it is said. The 


mobile-fender welt which can be placed into 
position without removing the fender, the firm | for color blindness contrast) alter- Introduction of a pure carnauba 


announces. The welt has clips, which when nate with each 10 mile b he R. M. Holli = 
th ‘ s per hour| liquid wax to be known as Whiz) announced by the R. M. Hollings 
and oid Nahe Sas Een ereeen en change in speed. Thus the driver| Lusterize auto spray wax has been| head Corp., 840 Cooper St., Cam- 


Teo 4 
ew Trico Motors 


oo they fit millions of cars 
dating back to 1932 


To enable dealers everywhere to service the tens of millions of 
Trico-equipped cars now approaching “old age,” Trico has developed these two 
new Universal-Interchangeable Windshield Wiper Motors. 
With them...plus a kit of assorted shafts and drive levers...you can match over 
500 Motor models dating back to 1932, all originally built by Trico. 
Trico Wholesalers carry complete stocks of replacement Linkages, Blades and Arms 
and will also continue to supply replacement Motors in original equipment styles. 
Ask your Wholesaler to show you the Universal-Interchangeable initial stock assortment. 
TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 


WINDSHIELD WIPERS 


Copyright 1949, Trico Products Corporation, Buffalo, N. Y. 


unit is a gas-fired indirect type. 


den, N. J. The new wax is pack- 
aged in three sizes—12 ounce aero- 
sol cans, pints and gallons. 
Carnauba is described as_ the 
hardest, most waterproof wax 
known and in its new liquid form 


|it provides the same protection 


heretofore available only from 
paste wax, the firm states, Other 
than the volatile solvents in which 
the wax is dissolved, Lusterize is 
said to contain nothing but pure 
carnauba wax. There are no fillers 
that tend to streak the wax when 
it is applied, it is said. 


NUT-TIGHTENING CLAMP—A wrap-around 
radiator-hose clamp that tightens with a nut 
is being produced by Exola Products, Inc., 
2423 E. 57th St., Los Angeles. The K-C clamp 
on the left is already tightened, the one on 
the right shows the clamp's parts. The firm 
said four sizes fit 90 percent of the hoses. 
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FOR FAST CHARGES — A rtable fast 
charger has been announced by Willard Stor- 
age Battery Cleveland. Called the 
Thermaster, the charger weighs only 3! 

unds, yet has a 1!00-ampere output and 
ully-automatic thermostatic control. pacity 
of the equipment is one six-volt battery at the 
fast charge rate, or six six-volt batteries, or 
their equivalent, at the slow charge rate. 


FOR CLEANER SHOPS—This is the Mode! 
| DF Detroit Easy finisher. Electrically pro 
| pelled, it is manufactured by Detroit Su 
| facing Machine Co., 7433 W. Davison, De 
| troit 4 


| PORTABLE SPRAYER — Adaptable to mo:t 
| painting and spraying jobs, this new ur't 
weighs only 39 pounds, according to its manu 
| facturer, Electric Sprayit Co., Sheboygan, W 


| (Continued on Page 45, Col. 1) 
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cellulose acetate and cellulose ace- 
New Products 


tate butyrate thermoplastics, has 

been published in a new and en- 

larged edition by Tennessee East- 

man Corp. The 55-page book, 
(Continued from Page 44) entitled Tenite Injection Molding, 
contains data on choice of material, 
product design, injection-molding 
machines, mold design and con- 
struction, and various finishing 
operations. Copies are available 
— the corporation at Kingsport, 
enn. 


degrees both horizontally and ver- 
tically. 

Designed for roof mounting, the 
new light may be positioned from 
the driver’s seat to illuminate any 
work area to the front or rear, left 
or right, overhead or on the ground, 
the firm says. 

















‘efinished 
yeans for 
, reduce 
a. Bop DOOR FILTERS AIR—A closure for paint- 
— spray rooms and other work areas where air FEATURES BUILT-IN LOW-OIL CONTROL—A low-oil control equipped semi-hydraulic lift 
is subject to high spray or powder content is now —_—. produced by Joyce-Cridiand Co., Dayton, O. Jumping and dropping of the 
pack- has been added to the line of sectional, all- lift caused air entering the jacking unit is eliminated by built-in low-oil controi, the 
> aero- metal Rol-Top doors made by Kinnear Mfg. firm states. The hoist has a rated capacity of 8,000 pounds and a rise of 58 inches. 
, Co., Columbus, O. The door features rows of ~ —- 
standard, furnace-type, spun-glass filters in ° 
is the each panel. This permits a continuous supply Ansul Publishes Catalog ee ae — 
f wax Ses ae Oe ae S aon ro a ae On Fire Extinguishers log also features charts showing 
i form | A 20-page fire extinguisher | characteristics of approved hand 
tection ee CHANGES Oll—Lustro Minute Oil Changer,| catalog has been brought out by | fire equipment and comparative FOR GRAKE SHOE. SPRINGS—A tool for 
from ji manufactured by Lustro, Inc., Newton, O.,| Ansul Chemical Co., Marinette, effectiveness graphs. removing and installing brake shoe return 
A ae | . . * * * springs on cars equipped with bonded brake 
Other pumps @ car's old oil into a bucket in | Wis. . linings is being produced by Miller Mfg. 
which seconds without splashing, the firm states. The The catalog illustrates the Thermoplastics Guide Co., 5919 Tireman Ave., Detroit. The device 
rize is unit comes with three tubes, one for cars, lete Ansul li Included A id he i ti Idi is equally efficient for use on cars with 
t re one for trucks and the other, a flexible hose, comple ns ne. included are guide to the njec On MOIGIN | riveted-type linings, the firm states. 
—_— for curved openings. | Model B_ extinguishers, piped | of Tenite I and Tenite II, Eastman (Continued on Page 46, Col. 1) 
supine 2 —— a on * 
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p-around 
th a nut 
ts, Inc 
C clamp 
in FOR SMALL-HOLE TAPPING—H. D. Herder | 
hoses. Tool Specialties Co., 2424 Brook drive, Kala- | 
mazoo, Mich., has announced a hand tapper, | 
Model H. T. 250. The unit is a bench-type | 
; machine designed for sensitive, precision | A N D 
ili: : smali-hole tapping. The tapper is said to | 
es insure accurately-tapped right angle holes. 
Po . es 
oe customers 
cm 
vce ee ®@ 
* | 
sm | 
| o 
om 
mi oo heard the old saying, “Cats 
— always come back.” 
i Well, one thing cats and Quaker State 
a a | Motor Oil customers seem to have in 
fast aa | . 
rd Stor 2-5 Sage common is that Quaker State customers 
led the HAS NEW MECHANISM—One e out- ' : . 
only 3! standing features of the deluxe Walker Grey- usually come back, too! Again and again. 
and hound service jacks, recently announced by In fact, surveys show that three out of five 
pacity Walker Mfg. Co. of Racine, Wis., is a new 2 
y at the hydraulic power mechanism. itis ‘Gold Sea! Quaker State customers have been buying 
eries, or power unit is descr’ y the manufacturer : 
rate. as evolutionary in thot it eooteins te eccome. Quaker State Motor Oil for five years or 
lated experience of more than years o od : s . 
jack building. Smoother, trouble-free per. more—which illustrates their loyalty. 
formance and longer life are claim ‘or the ee 
et Gold Seal by the use of 2 new finish on the Quaker State Motor Oil is made from 
og inside surface o' e seamless steel power ' ‘ fo - 
; cylinder. Accomplished through the Walker 100% pure Pennsylvania grade crude oil, ees 
1.5. D. process, the company states tha e ’ : ’ =. 
aa Gonsity of tee cylinder is greatly, = world’s finest, in Quaker State’s four great, ; 
creased by an actual scientific densification ; s . \ \ 
of the surface structure of the metal. This | modern refineries. Suggest it, next time, \ x 
“micro-smooth" finish provides a more posi- to motor oil customers you want to keep! 
tive seal between cylinder wall and cup | 
leathers, it is added. | 
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HOOD ORNAMENT CARTONS—Richard M. 
Franz, 108 W. Wells St.. Milwaukee, has de- 
signed a new line of packaging for Ford and | 
Chevrolet replacement hood ornaments. The 
boxes are produced by Badger Tool and 


ate Co. iiaos . musivetton, year ood 

mode! number of the ornament appear on the 

end of the carton for easy dealer identifi- re) re) re) 
cation. | ral as a i L 





* * * 
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Appleton Electric Offers Quaker State Motor Oil + Quaker State Superfine Lubricants + Quaker State Oil Refining Corporation, Oil City, Pa. 


Po New Utility Light 
to most Appelton Electric Co,, 1701 Wel-| 





oe . lington Ave., Chicago 17, has intro- 
an, Wis duced a new utility light, featuring | 


& lamphead which turns a full 360| 
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EIGHT-INCH PLIER—This new development 
in slip joint pliers with offset pistol-grip 
handie fits the natural hand grip and enables 
the user to reach hard-to-get-at jobs. Normal 
pull on the handies tightens the grip on the 
work and gives more holding power for wire 
twisting or pees. The pistol-grip gives 
efficiency with less effort. and reduces wrist 
fatigue, prevents slipping and = skinned 
knuckles, according to the manufacturer, Utica 
Drop Forge & Tool Corp., Utica 4, N. Y. 


7 . * 
Krome-Kote Announces 
Plastic Metal Protector 


A new synthetic liquid plastic 
| Works, George, la., has developed a portable 


Kote Co., Hyde Park Bank Bidg., | 


coating is announced by Krome- 


Chicago, which reportedly protects 
metal surfaces against rust, corro- 
sion, pitting and tarnish. 

Called Krome-Kote, the clear 








office, factory and 


| wipers, etc. 


liquid plastic is said to protect and 
beautify metal and chromium of 
automobile parts such as steering 
wheel, hub caps, bumpers, horns, | 
rad‘ator grills and caps, headlights, 
chromium trim, running board | 


strips, door handles, wees | 





PORTABLE DRILL PRESS — Sudenga Iron 


drill press designed for use with any % to 
Ya-inch electric drill. Weighing 26 pounds, 
the Port-A-Drill may be held in place by a 
patented clamp. Leverage is provided by | 
anchoring the sturdy steel chain and applying 
pressure on the lever arm, the firm states. 


-oare a STANDARD of QUALITY 
ON THE FINEST CARS IN AMERICA 






BIRD‘S-EYE VIEW of Rinshed-Mason’s 32 buildings: 


laboratory units, blanketing 10 


acres in the heart of Detroit. Since 1921, R-M has 


produced some of 


the finest, most beautiful auto- 


motive finishes ever made; today used on the assembly 


lines of many leadin 


car manufacturers in the 


bustling automotive industry. Lustrous R-M lacquers, 
smooth-flowing R-M enamels, and sturdy R-M under- 


coats have become a standard of quality. 





SEALER 
Corp., 
Camden, N. J., as a companion item to its 
new Whiz-Kieer seal cement. Tube of cement 
screws into the gun and a thin blade on the 
un is inserted under the rubber moulding to 


low the cement on evenly and without sticky | | 


residue on the glass. The cement is a clear 
plastic in liquid form. In addition to sealing 
windshields, it can be used for attaching 
rubber or felt trim to metal or glass. For 
home use it is an all-purpose cement for 
repairing such materials as metal, wood, 
plastic, fabrics, glass, porcelain and leather, 
the company adds. 
* * * 


Tirelite Gives Warning 


|When Tire Loses Air 


A device which records a warning 
on the dashboard when any of an 
automobile’s five tires is losing air 
has been announced by the national 
sales agents for the product, Mer- 











Even inexperienced 
fectly with the Tintometer. 


pared in a matter of minutes! 


by us. 
Write or call now! 


RINSHED-MASON COMPANY 
DETROIT 10, MICHIGAN 


5935-71 MILFORD 





GUN—This is one for windshields | 
introduced by R. M. Hollingshead 
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THE R-M COLOR MATCHING SYSTEM, designed 
around the highly accurate Tintometer, shown 
at left, makes it possible for the refinishing man 
or wholesaler to popece car colors as required. 

elp can match colors per- 


Be crt 
chandisers, Inc., 2571 S. Broadway, 


Denver. 


Called Tirelite, the device was 
invented by Don and Leiand 


Gaither, and is produced by Gaither 


Specialty Co. 


* * > 


Soldering Items 


The complete line of soldering 
products made by P. Wall Mfg. Co., 
243 Erie St., Grove City, Pa., and 
its division, Harmic Mfg. Co., also 
of Grove City, 
new catalog. 


is described in a 





HENCO TROUBLE LIGHT—The Henco Mag- 
nalume 300 trouble light is now being mar- 
keted by C. J. Hendry Co., 27 Main St., San 
Francisco. The Alnico V magnet, molded into 
the case, is a deep-flux type. Neoprene rub- 
ber is used throughout to prevent deteriora- 
tion in oil and grease, the firm states. 
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FOR SAFER WINTER DRIVING — De-icing 
fluid in non-breakable, flexible Bakelite poly- 
ethylene atomizer eliminates one hazard of 
| winter driving by clearing sleet and frost 
| from windshields and car windows for miles 
of safe driving, the maker states. By squeer- 
ing the bottle with a pulsating action, the 
liquid is forced out of the atomizer head in 
@ fine spray. Both atomizer head and hinged 
cap are molded of the same plastic in a 
single piece, preventing loss of the cap or 
contents of the bottle. The fluid, when 
sprayed on, turns sleet or frost into slush, 
which the windshield wiper can quickly clear 
away for safe driving visibility, it adds. With 
bottle and self-hinged atomizer cap molded 
of Bakelite polyethylene, it is made by 
Birma Mfg. Co., Inc., Buffalo 14. 








REFINISHING MEN, too, have come to know they 
can depend upon R-M finishes for color-match- 
ing accuracy, depth and beauty, uniform drying 
and high gloss. R-M finishes have been tested 
constantly, over the years, for maximum durabil- 
ity and color retention in every type of climate; 
and are now being used by the best automotive 
refinishing men throughout the world. 






Only 22 lacquers or 22 enamels are needed. 
With these laboratory-controlled base colors, 
any one of thousands of car colors can be pre- 


You match only the amount of lacquer or 
enamel for the job at hand; you can maintain 
but a small inventory of always-fresh colors; 
and you get a perfect color match at all times, 
prepared from laboratory formulas furnished 





us Pan OFF 


Manufacturers of passenger and commercial car lacquers ¢ enamels @ primers © surfacers ® finting colors ® reducers ® removers @ rubbing compounds, etc. 





BOASTS CLEAR, FLEXIBLE TUBE — Graco 
Oil-Evac, a portable unit manufactured by 
the Gray Co. of Minneapolis, is used to re- 
move dirty engine oil in “less than three 
minutes’ from automobile crankcases through 


the dip-stick hole. The oil passes through a 
clear, flexible 2I-inch sight glass called 
"Plastic Visa-Hose,"" made by Mayon Plastics, 


lis, from Geon 10! resin, a product 
. Goodrich Chemical Co., Cleveland. 


Minnea 
of B. 





DEALER NAME PLATES — Sparkling, pol 
ished, heavy chromeplate, made to automo 
tive manufacturers’ requirements, lets people 
know who sold that car. They are available 
in any form, shape or design; colors may be 
inserted at any point. Details are perma 


| nently embossed. Original designs created on 
| customers’ specifications followed. Metal Arts 


Co., Inc., Rochester 5. N. Y., is the manu 


facturer. 





PROVIDES TRACTION STRIP—Sno-Tracs, 
device that enables a motorist to drive h 
car out of difficulty when stuck in snow, muc 
ice or sand, is being. manufactured by Reg 
Air Corp., 318 W. 39th St.. New York. Mad 
of a single piece of high-grade steel, Sn 
Tracs provide a non-slip tread that does n 
cut or damage tires, the firm said. The d 
vice measures 16 by 6 inches. A larger sir® 
is available for trucks. 

(Continued on Page 47, Col. 1) 
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OIL CLARIFIER—Of interest to fleet oper- 
ators, who have vehicles equipped with senior 
military, base-mounted oil filters, is the new 
lineless replacement unit now being offered 
by W. G. B. Oil Clarifier, Inc., Kingston, 
N. Y. The clarifier, Model TRU, can be in- 
stalled on-the-job, with a minimum of time 
and labor, on any dual standard military oil 
filter base, using the regular W. G. B. T-108 | 
replaceable filter cartridge. The manufacturer 
reports that fleet operators, who have re- 
placed the regular military unit with the 
W. G. 8B. oil clarifier, and use the W. G. B. 
replaceable filter cartridge, are obtaining 
45 percent better oil filtration. 





WARNS OF BRAKE FAILURES—A device 
which flashes a warning light on a vehicle's 
dash if fluid in the hydraulic brake leaks out 
is announced by Baldwin Electric Co., Toledo 
(Moore & Bellows Agency, 137 Erie St., To- 
ledo). The firm says accidents from brake 
failure will thus be averted with the device. 


. * + 
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HELPS CUT TAPPET NOISE—G. & T. In- 
dustries, Inc., 217 W. English, Wichita, has 
announced a vaive lifter that is said to 
decrease motor noise on Buicks, Chevrolets 
and Nash Ambassadors. It is said that the 
G. & T. valve lifter eliminates the noise in 
the tappets by diverting oi! flow through the 
new lifter into the bottom of the push-rod 
cup, forming a cushion of oil between the 
ball of the lifter and the cup 





ENGINE EXPANSION PLUGS—Non-rusting 
brass and steel expansion plugs for engine 
cylinder blocks and heads, camshaft bearings 
and water distributor tube holes are being 
produced by Blaisdell Mfg. Co., Long Beach, 


Calif. The plugs are available for practically 
all popular makes of passenger cars, the 
firm states 

* * * 


Arm-Rest Cover 
Is Zipped On 


A product designed to eliminate 
torn and shabby arm rests is an- 
nounced by Automobile Upholstery 
Yorp., 43 Debevoise place, Brooklyn, 
N. ¥. 

This arm-rest cover features a 
tipper which makes for fast and 
easy installation. The cover is avail- 
ible for Chrysler, DeSoto, Dodge 


‘land Plymouth cars and may also 
| be ordered for General Motors cars, 
'the firm states. 


+ * a 


Regal Air Corp. Introduces 


|Mask-All Pressure Tape 


Mask-All, a new pressure-sensi- 


| tive tape for general use, has been 


announced by Regal Air Corp., 318 
W. 39th St., New York 18. 

Features claimed by the com- 
pany for the product include: high 
tensile strength, resistance to curl- 
ing, impervious to paints, thinners 
and moisture. The company also 
revealed that Mask-All carries a 
money-back guarantee for a mini- 
mum of two years. 

* * * 


New Bear Camber Corrector 


Fits Knee-Action Cars 


A new camber corrector for 
all late-model knee-action cars 
has been announced by Bear 
Mfg. Co., Rock Island, Ill. The 
newly designed tool features a 





Every cor purchaser and owner is o sure prospect when you show him just 
how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 


| 


special universal head for in- 
| creasing and decreasing camber 
| in all models except Fords and 
| Chevrolets, 

The tool, known as Bear No. 
1983 camber corrector, fits over 
the spindle support and pressure 
is applied by any hydraulic jack 
or by the Bear Flex-O-Power 
unit, the company said. 

* > = 





made of 


STOPS THE WIND—Windmaster, 
plastic, fits in the front windows of any model 
car directly behind the no-draft ventilator, 
the back edge proieciing outward at a 14 

rr 


degree angle. With the front windows wide 
open for good ventilation, winds and drafts 
do not enter the car even at high speeds and 
the driver, as well as those in the back seat, 
are protected, according to maker. In coupes, 
~— back-of-neck drafts are eliminated, 
it adds. 


theres. nothing like MORTEX 


1 Your profit on the application 


2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this “tightening,” rustproofing, 


soundproofing undercoating. 


It pays handsome dividends to merchandise Mortex. Soundproofing is 


See eee adele oenacdien thee ea een nee eee ee 





FOR A CLEAN DEAL — Wilshire Power 
Sweeper Co. of Los Angeles announces its 
new series 800, a line of all-purpose, heavy- 
duty sweepers designed for both indoor and 
outdoor maintenance. Of rugged, construc- 
tion, the new sweeper is built to withstand 
even the hardest usage, the company states. 
It collects waste and sweeps ground of floor 
in one easy motion and is said to reduce 
cleaning time and maintenance costs as much 
at 75 percent 

¥ * * 


Tire Winterizing Machine 


| Developed by Firestone 


Winter driving safety, heretofore 
available to motorists only in spe- 
cial winter treads, now can be ob- 
tained at lower cost through a 


“winterizing” process developed by 
Firestone. 

Firestone says it has developed 
a tire winterizing machine which 





Use the 


47 


makes winter treads out of present 
tires. This machine makes tiny per- 
forations in the tread of a tire, 
creating thousands of sharp edges 
to contact the ice, snow or wet 
pavements and giving added trac- 
tion. This special winterizing treat- 
ment can be given all four tires. 


* > > 





STOPS MOTOR IN TURNOVERS—Heralded 
as @ contribution to safety, an automotive 
circuit breaker which automatically shuts off 
the motor when a vehicle turns over is an- 
nounced by L & L Mfg. Co., Taylorville, lil. 
Cars no longer can break into flames as a 
result of sparks from spark plugs or ignition 
system, the firm said. The device may be 
attached with an ordinary screw driver and 
without having to drill holes. 

(Continued on Page 48, Col. 1) 










KNUCKLE TEST 


Ask your customer to rap on 


the hood of any untreated 


car. It will sound tinny. Now, 


let him rap on a door panel 
and notice the difference! 
It's solid, firm sounding, 


having been sound deadened 


explained in free booklet, “There's Nothing Like Mortex.” Send for your 


copy now. 


at the factory. 


* Listed with 


UNDERWRITERS’ LABORATORIES 
Re-examination Service. 


LARGEST MANUFACTURERS OF SOUND DEADENERS 
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New Products 


(Continued from Page 47) 


Blackhawk states the S-15 han- 
dies all vehicles within legal axle 
load limits of nationwide tonnage 
laws. 

General specifications of the 
S-15 are: Capacity, 15,000 pounds; 
low saddle height, 5% inches; 
maximum saddle height, 24% 
inches; size of saddle, 6% by 8% 
inches; overall length, 98 inches, 
and weight, 324 pounds. 


Brochure on Floors 





PROMOTES BATTERIES—Gould and National 
battery distributors have been offered a new 


Proper Care of Floor.” 
— system, ‘'Stop—Look—Start,"" b 
ational Battery Co., rst National Ban 1N.Y 
building, St. Paul. The kit includes a dealer| *' *** ~- 
sign, streamers, bictters, guarantee cards and | * 
key tags to advise the owner when the battery | 
checked. 


Rust Inhibitor for Fuels 


A new rust inhibitor for light 
oil products in pipelines and static 
storage is available from Monsanto 
Chemical Co., St. Louis 4, Mo. A 
hydrocarbon - soluble, water - insol- 
uble, non-metallic organic material, 
it will be sold under the trade- 
name Santolene C and is intended 
to be used in such products as 
_gasoline, fuel oi] and kerosene. 


Blackhawk Again Producing 


FOR BRAKE WORK—An automatic, remote 
control, brake-pedal angel has been devel- 
oped, which permits the mechanic to operate 


S-15 Service Truck Jack the — J al hn. any - around, te 
car, sa producer, Dixie Machine Too 
Blackhawk Mfg. Co., Milwau- Cincinnati, bechemmen is air-operated. One 


man does a complete brake job, as the 
Brakeman eliminates the necessity of a second 
mechanic to operate the brake pedal, the 
firm said. 


kee 1, announces that its S-15 
service jack (7%4-ton capacity) is 
being manufactured again. 





HEADLIGHT TESTER 


TTT tas rg 
SAVING/STEPS 


With the new John Bean Headlight Tester the operator can make adjustments 


and then read the checking gauges from the same spot 
time and profits saved. Any headlight 
simply with direct readings. Moderate cost 


its with the 


equirements increa 


Every type of floor and floor sur- 
face is discussed in West Disin- 
fecting Co.’s new brochure, “The 
Address: 
42-16 West St., Long Island City 





yn any vehicle can be tested quickly and 


inexpensive installation and minimum 


SL S| 





Transparent Glass Sealer 
Marketed by 3M 


A new, transparent adhesive for 
sealing auto windshields and back- 
lights has been announced by Min- 
nesota Mining and Mfg. Co., 900 
Fauquer St., St. Paul 6, Minn. 

Trade-named “3M” clear auto 
glass sealer, the new product is 
designed for sealing leaks around 
glass where a transparent material 
will save cleanup time. It is pack- 
aged in five-ounce tubes, permit- 
ting application directly from the 
tube. The tube has a metal tip that 


can be inserted between the rubber | 


gasket or channel and the glass 
|for accuracy in depositing the ad- 
hesive. 


¥ * * 


Poster for Salt Sales 


To help service-station operators 
to increase sales of 10-pound bags 
of Sterling rock salt, International 
Salt Co., Scranton 2, Pa., has pre- 
pared a new red, black and white 
display poster telling motorists, 
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ON THE BUICK SPECIAL—Holmes Iindus- 
trial Development Co., Grand Rapids, Mich., 
has adapted its grille guard to this model 
by using a single bar in the center. 


« 


STUDEBAKER FRONT — Here's the Helms 


rille guard showing a graceful blending with 
the spinner on ‘50 line of the South Bend 
manufacturer. 





“There’s an Easy Way Out—Carry 
Sterling Rock Salt in Your Car’ | 
and urging them to get a second) 
bag to use for removing snow and 
ice on sidewalks and driveways. 


* * * 


Precisionaire Catalog 

A catalog featuring the dial-type | 
Precisionaire is announced by Shef- 
field Corp., Dayton, O. It illustrates | 





and describes various models of this | pattern for rear protection. 


instrument and shows numerous 
applications. 
. . * 


| Jewelcrest Offers Car Keys 
| From 50 Cents to $2,000 


Jewelcrest Industries, Inc., 547 N. 
Michigan Ave., Chicago, has an- 
nounced marketing of a series of 








gift car keys engraved with the 


Sees sess 


his steps saved mean 


Jn 








STUDEBAKER REAR—Helms developed this 





individual crests of a dozen makes 
of cars. 

The keys are styled in bronze, 
german silver, 14-karat gold, or 
gold crested with rubies, diamonds 
and sapphires. Prices range from 
50 cents to $2,000 a pair. 


* * z 


Stronger Brazing Wire 


Air Reduction, manufacturer of 
industrial gases and welding equip- 
ment, has announced that No. 718 
aluminum brazing wire replaces 
No. 716. According to Airco, joints 
made with No. 718 wire are more 
resistant to corrosion, and parts 
required to withstand pressure 
show fewer leaks than with the 
wire formerly sold. Address is Air 
Reduction Sales Co., 60 E. 42nd 
St., New York 17. 


* + * 


All-Purpose Display Rack 





Made Available by Lumite 

Lumite’s 1950 all-metal display 
rack, developed for woven saran 
screening, is now available to deal- 
ers throughout the country, an- 
nounces James W. Veeder, adver- 
tising manager, Lumite division of 
Chicopee Mfg. Corp., Chicago. 

Providing purposes of displaying, 
dispensing, measuring and cutting, 
which serve screen dealers with 
“maximum of convenience and in 
the minimum of space,” the new 
screen rack holds six rolls of Lu- 
mite screening for operation and 
six rolls on bottom shelves for 
storage. 

7 * 

Dust Collector Exhausts 


Cleaned Air Outdoors 


A filterless dust collector that 
exhausts cleaned air outdoors is 
announced by Aget-Detroit Co., Ann 
Arbor, Mich. 

The unit, model 30N50 Dustkop, 
measures 28 by 49 by 82 inches, 
and develops 10,400 feet of velocity 
per minute, the firm states. Dust- | 
laden air enters the unit at the} 
eight-inch diameter inlet and the} 
dust is taken out by the separator | 
and deposited in a 12-eubie-inch | 
storage compartment, according to| 
the firm. 


* * * 


Polyken Industrial Tape 


Introduction of a new corrosion 
protective coating, called Polyken 
industrial tape, is announced by the 
Polyken industrial tape department | 
of Bauer & Black, 22 W. Adams 
St., Chicago 6, IIl. 

7 + 


* 


| Baldwin-Duckworth Eases 
| Assembly of Roller Chain 


Baldwin - Duckworth division of 
Chain Belt Co., 1600 W. Bruce, Mil- | 
waukee 4, announces a construction 


|development which simplifies dis- 


assembly and assembly of roller 
chain in the field, on the job. 
The Baldwin BA assembly con-| 
sists of a five-foot basic length of 
riveted roller chain with a single- 
pin connector assembled at approxi- 
mately the two-foot mark and at 
the end of the basic five-foot 


43 New Members 
Increase MEMA 
Roster to 1,215 


NEW YORK.—Forty-three new 
members and credit-service sub- 
scribers have been added to the 
Motor & Equipment Manufacturers 
Assn. since Oct. 25, according to 
General Manager Albert H. Eich- 
holz. 

This brings the MEMA roster to 
516 manufacturer members, 446 
credit-service subscribers and 251 
associate members, for a tctal of 
1,213. 

The newly-added firms are: 

Ace Drill Corp.. Detroit; Aircraft- 
Marine Products. Inc.. Harrisburg, 
Pa.; Alloy Mfg. Co., Chicago: Atlas 
Automotive Products, Inc., Brook- 
lyn, N. Y.; Auto Ventshade Co., 
Atlanta; Automotive Supply Co., 
Inc., Detroit; Badger Tool & Mfg. 
Co., Inc., Chicago; Bay State Abra- 
sive Products Co., Westboro, Mass.; 
Burndy Engineering Co., Inc., New 
York; Columbian Vise & Mfg. Co., 
Cleveland; Cordomatic Division of 
Vacuum Cleaner Corp. of America, 
Philadelphia; DeMert & Dougherty, 
Inc., Chicago; Detroit Aluminum 
& Brass Corp., Detroit; Drum Jack 
Corp., Cleveland. 

Five Star Mfg. Co., East Grand 
Forks, Minn.; Herbrand Division 
of Bingham-Herbrand Corp., Fre- 
mont, O.; Kem-O-Flo Products Co.. 
Detroit; Krasco Mfg. Co., Los An- 
geles; Laher Spring & Tire Corp., 
Oakland, Calif.; Linck Co., Inc., 
Clifton, N. J.; Linmar Products 
Corp., Chicago; Marson Corp., Re- 
vere, Mass.; Mitchell Mfg. Co., Fort 
Smith, Ark.; Natkin & Co.. St. 
Louis; Nox-Rust Chemical Corp., 


| Chicago; Nutro Corp., Englewood, 


N. J.; Otto-Items, Inc., St. Louis; 
Patterson Co., Minneapolis. 


Regal Tool & Mfg. Co., Inc.. East 
Newark, N. J.; Scott Atwater Mfg. 
Co., Inc., Minneapolis; Stratosphere 
Products Co., Los Angeles; Super- 
site Corp., New York; Toledo 
Pressed Steel Co., Toledo; Triangle 
Jack Co., Wichita; Turner Mfg. 
Co., Kokomo, Ind.; United Distillers 
of America, Inc.;: New York; Unit- 
ed Specialties Co., Chicago; Vaco 
Products Co., Chicago; Van Auken. 
Inc., Detroit; Vanco Products, 
Rocky River, O.; Vision Visor 
Corp., Chicago; Watts Wagner Co., 
Inc., Newark, N. J.; Wype Corp., 
St. Louis. 


Cleveland Depot 
Opened by Buick 
FLINT. 


. — A new service parts 
warehouse will be opened in Cleve- 
land this week. by Buick, it is 
announced by Ivan L. Wiles, gen- 
eral manager. 


The new warehouse, located at 
4416 Lee Rd. near Miles Rd., will 
have 30,000 square feet of storage 
space. Its purpose, Wiles said, is 
to provide faster and improved 
service facilities for Buick dealers 
in the Cleveland, Buffalo and Pitts- 
burgh zones. 

H. J. LaMusga has been named 
manager of the Cleveland ware- 
house. Previously he has been man- 
ager of the Buick warehouse at 
Atlanta. 


Open the Door 


Scotch Locker Tape 


Prevents Freezing 
MINNEAPOLIS. — Automobile 





|owners who have difficulties with 


their car door locks freezing up in 


| weather can avoid this by applying 


a strip of Scotch locker tape over 
the key hole, according to Minne- 
sota Mining and Mfg. Co., makers 
of the product. 

This will prevent moisture fron 
seeping in and eventually freezing 
the lock in zero temperatures, the 
company said. 

This transparent acetate fibr« 
tape, which is very much like its 
better known sister, Scotch tape 
is moisture-proof and adhesion is 
said to improve with colder tem 
peratures. It will stick tightly even 
when transferred from hot to col« 
locations, the company claims. 





length. The connecting link em 
ploys one detachable pin and on: 
rivet. It is necessary to remove 
only one pin to disconnect th 
chain, the firm states, 
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aia atest ola ag i ee 


| rooms, the offices for the 14 in- | 


|structors as well as a balancing 


Backshop ae ee By Jack Weed room, an alignment shop, an audi- 


torium and locker and shower 
rooms for the students use. Glass 


a |on the south and west sides of this 
e new green to own a motorcycle has one.| are given over to the school and| {00°F is of “koclite,” which keeps 
sub- For a time, these boys coming into| mechanic training. The first floor | OUt heat rays of the summer sun. 
to the town did as most youngsters that/is the “work shop” where cars Two observation lounges are in- 
turers are full of vim and pep will do—| brought in by the “Quad City”|CorPporated in the design, one for 
ing to roar down the highway three and/ public are actually repaired by the | the students from which they can 
Eich- four abreast, roar through the| students working under the eagle|W®tch operations on the service 
streets of the little town and do/eye of expert instructors. On this|00r and another over the service | 
ster to —_— a to turn ao only the floor is a whole battery of passen- | managers oe > on eee an | 
Ss, 446 populace but the police against|ger car frame aligni can view e wor ing done on/ WHOLE FAMILY OWNS FORDS—The ve pi i 
d 251 them. : big truck frame aligners, a battery | their cars, |Robert, William and Rusell all of Oxford, Mich< ond Mhete 19a? oral, Tha Naight somt 
‘tal of Finally young Phil and some |of wheel balancers and an indoor C s Th 5 fret es ehh nt nt 
s i i | Com i } ferred a 
afety inspection lane, as well as a petitors ere Hoist, Hal Goehrig of Blackhawk,|Among the factory brass were 


of his buddies felt something 
RIENDLY competitors attend-|Tracy Carrigan of Bean, Harry George Menninger of Harvester, 


should be done about it. So they, {steam cleaning room and ample) 
with the aid of the three bike (space for other service operations. | ing the dinner and ceremonies| Barrett of Barrett Mfg., and Mar-| Charles Chynoweth of Cadillac 


craft- 
sburg, dealers, organized the “Cumber- | On the second floor are the class-' i | ti 
Ation land County Diplomats of Safe- |———-—- —_—— ee ee ss Giote tin Bazner of Ammco— Tools. | (Continued on Page 51, Col. 1) 
3rook- ty’—all army boys with motor a) ee a Re ee ee 
Co.. bikes. They are now 100 strong | 
y Co., and hope to soon swell this to | 
Mfg. at least 200. 
Abra- Their club is registered with the | 
ass.: American Motor Cycle Assn., and 
, New has gained the goodwill of the po- 
x. Co., lice to the extent that the police- 
on of men have turned over the facili- 
erica, ties of their club to the boys. The 
herty, local chamber of commerce collab- | 
inum orated in putting on a Safety) 
Jack Month during October, and the 
mayor of Fayetteville attended | 
— their last weinie-roast. 
ision The boys all wear shirts with | Pz 
re- the name of the club on the back | 
s Co so that motorists and citizens of 
. An- the town know which are the boys 
orp belonging to the club and can judge 
Tne. them by their behavior. 
ane Phil’s boy is not only the pub- | 
Re- lic relations man between the | 
Fort Army post and the club, publicity | 
St man for the club and reports for | 
- orp.. the Fayette Observer, but also i} 
00d. represents the club at the Cum- 
puis: berland County . Safety Council 
: meetings. Pe 
But the proof of the pudding is 
East in the eating—the state and city 
Mfg. police report a noticeable reduc- 
here tion in violations since the club| 
per- has been in operation. e) 
oledo e ee 5 
— ‘Our Obligation’ 
illeny EDGED in between conven- 
Unit- tions and dealer meetings was a oe 
Vaco an event that I was very happy . 
iken. to be able to attend—even though < 
ucts, it did make me do some “jerk- vee "= 
isor line” flying to get there and back 
Co. without losing stride too much on 
orp., this “tear-yourself-apart circuit” 
r that I am now on. 


of the aligning-equipment maker. 

The Bear School of Automo- | 2 Nw at . "We 

tive Safety Service is the culmi- | AS A / {@ iS 5 

nation of approximately 20 years | sd oies ‘ >. a ee 
| LARGEST AND MOST M 

services whose importance has | | i Lee st 

multiplied since the advent of | Hig 

need for better wheel balancing 

and more accurate front-end 

Bear—in the completion of this| 

most modern half million dollar | 

car and truck factories, but a/| 

goodly number of friendly competi- 

tors—a couple of which at least 

got a good insight into what Bear 


This event was the dedication of 
of training mechanics in the arts 
independently sprung front | : ‘ 
wheels and the more liberal use i AK | a S| / A} P 
4 AS 7 ( 7 N BD 
‘ ee WAS ED ES, 
alignment. 
building dedicated to safer driv- | ‘ i 
ESTABLISHED 1866 
considers its “obligation to the in- 


the magnificent new Bear training 
school in Rock Island, Ill., home 
of frame aligning, wheel balanc- 
ing and front-end aligning—all 
of coil springing. The new soft 
tires have also accentuated the | 
Honoring Bill Dammann, Vic} 
Day and the other executives of | 
ing—were not only many service} 
executives from the various motor | 
dustry” which made the present 
size and importance of the com- a 
pany possible. FOUNDRY DIVISION 


# * 


Lot of Space 
S VIC DAY—the vice-president | 


“& who admits that he holds too , . 
much stock for his father-in-law rN A | | O F is / et i A N D M 7% N 8 FACT U N° ING p LAN aS 


boss to fire him—said in his open- 


ing remarks at the dinner held 
the evening of the ceremonies: 
“Bear had two good reasons for| CHATTANOOGA 2 TENNESSEE 
making this investment and build- | fj 
ing this fine building. One was 
purely selfish—that it was a good 
move for Bear, but the other was 
to assume the responsibility the | 
company felt it owed the industry 
to train more and better mechanics | 
in safety operational work.” 
At the same time, Vic admit- | 
ted that “most of the students | 
are sent in by small business- 
men—car dealers—to improve | 
their ability te serve the public 
better.” 
Two entire floors 120 feet deep 
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ment of inventories in the soft 
| goods field. 


On the Financial Front... . 


High-Level Activity 





| * * * 
|“[MPORTANT business signposts | 


include the following: 
index| 























“Industrial production 
numbers for the past two months : 
|are at best a rough approximation Tim 
een or ear eri of industry’s course. The Federal of C 
Reserve index was revised arbitrar- ¥ 
By George Deery | up for the losses in production dur-| ‘ly to 166 for October, with con- 
‘ ; siderable recovery indicated for bert 
Associate Editor |ing the recent steel strike, accord- | November y Gen 
pam another prolonged coal|ing to Lewis L. Schellbach of “p the > eal B 
strike, the economic pattern|Standard & Poor's Corp. aie’ an eal =o a, a Bes 
ahead calls for a couple of months | There will follow another test induced shortages of steel and ; fou 
; : : COOPER CHEV —T hip’ home in Sandusky, O., bi xteri 
at high level operations, making| of the business structure's | steel products are made up. From beauty with interior efficiency and ts equipped with the latest in shop faciifies. sn has 
_| strength, the outcome of which | a barometric standpoint, how- |-——————— aut 
| will probably be a letdown to the | ever, the rebound will be a8 countries to build up their gold|curity taxes jump from 1 percent ad 
Auto Stocks | rate that prevailed before the | meaningless as was the preced- | and dollar resources. Strengthen-|to 1% percent of payrolls, begin- tha 
Dec.5 Nov.28 | steel strikes. “That pace should ing drop. ing of foreign currencies by that|ning next month. Some $660 mil- out 
Chrysler 60% 60 | be supportable through the “Exports rose from $880 million| process is desirable, but, if carried | lion more will be drained annually unt 
es ai 2% | spring,” in his opinion. in August to $904 million in Sep-| far, would cause more vigorous at-|from employers and employes. boy 
ee “ ‘ tember. Imports, however, gained|tempts to cut Marshall Plan aid reo ' 
General Motors ...... 69 65 On the one hand are increased ‘ il 
Hudeon cen re 14% oa deficit spendin, including insur- from $490 million to $530 million,|in the next Congress. | HIGH level of construction poi 
Kaiser-Fraser ..... 4% 4% | ance payments to veterans, a prom- | %° that the export balance dropped “Personal income, almost un- activity is indicated for some for 
Nash-Kelvinator ... 17% 16 ising building outlook, and pros-| PY, $16 million to $374 million. De-| changed at an annual rate of | months ahead. In March, however, eev 
Packard .................... 3% 4 pects of a renewed upturn in auto-|V@luations abroad have not yet| $2108 billion in September, will | section 608 of the Housing Act will sch 
Studebaker .............. 24% 26% |mobile output. been reflected in international trade| be down for October and Novem- | expire; present indications are that buil 
—. 25 25 “Om the other are declining capl- Sees, ee ~ ey — to be-| ber because of strikes. Income | it will not be renewed. Pa 
i - 4% 4% |tal expenditures of industry, some- ie falas our cupeet balanes. nT S ua came , 3 lees sae ae yh ee ae cea ue 
Average for —_ —— |what low nd i d : . an important factor in this year’s ice | 
10 Stocks ........... 20.11 19.62 | import rf wee a “al oe : oe ae: ae some $2.8 billion on veterans’ in- | rise, is likely to slump. Increasing gave 
ports, gher social security A FURTHER narrowing of the| surance. ublic works, however, will be at 
taxes, and an indicated replenish- trad ill i “ -|2 aan dian 
, replenis rade gap w permit other On the other hand, social se-| jeast a partial offset. 

s nae ers | “Inventories expanded slightly Flyi 


to $54.7 billion in September, in- y 


| creases in wholesalers’ and re- H 
| tailers’ stocks more than offset- _ 
| ting a further decline in the — 
| hands of manufacturers. a ) 
| “Data for the following two aiee 
'months will doubtless show a sub- hor 
| : : : Ss 
stantial drop in inventories of dur- after 
able goods manufacturers, but a awa} 
rise in soft goods inventories.” hom 
Pay LO tinus 
Cleveland Graphite Reports ing 
Profit Gain for 9 Months ae 


Cleveland Graphite Bronze re- s 
ports sales of $22,363,157 and net 
| profit of $2,164,933 for nine months 
|of 1949. Profit is equal after pre- 
|ferred dividends to $3.14 a share. 
In the corresponding period last 
year sales were $20,330,953 and net 
profit was $1,676,508, equal to $2.48 


ncn ae) a share on 643,840 common shares. 



































es The third quarter of 1949 resulted TR 
in sales of $6,795,502 and profit of Turr 
$543,485, or 78 cents a common ed a 
share, comparing with sales of $6,- respe 
833,781, and profit of $586,620, or 87 stati 
'cents a share, in the third quarter way 
of 1948. aor 
* * * 
a . state 
Earnings char; 
| Monroe Auto Equipment—Quar- the : 
|ter to Sept. 30: Net income, $139,- busir 
553, equal to 31 cents a common mon 
share, compared with $225,596, or “Si 
53 cents a share last year. have 
and the SUN MASTER | KF. L. Jacobs—Quarter to Oct. ing 1 
31: Net income, $492,495, equal to to ec 
DISTRIBUTOR TESTER a jad Sema eaten oom quiet 
pared with $124,493, or 13 cents a fit o 
These two Master Units | i 
are the basis of a modern — 2a = 
Sun Diagnosis Department. | Young (L. A.) Spring and Wire e 
These balls duablle you jand Subsidiaries—Quarter to Oct. of er 
to test, quickly and accurately |31: Net profit, $1,428,704, or $3.50 a and 
every part of the motor on |Share, compared with $847,064, or recor 
oh chiles teh ats the Ghee |$2.07 a share for October quarter from 
Sun Diagnosis Background Units, }& year ago. = 
they add eye-appeal as well cota Ft Wee "he 
o» effudoney to ony shop. DeVilbiss Slates ‘ined 
a * the € 
3 . 
Your Mechanics’ Reputation for Good Work depends on Good Diagnosis! Spring Courses in unin 
LL TNT etme ae entero ta - * 
° * if term: 
What customers think and say about nosis Procedures tell the mechanic, the Paint Spraying for v 
your service can make or break your customer and you, exactly what work ton ee ee Soe onions — 
e ° ° r e re nciude suc 
business! That’s why the nation’s lead- needs to be done. The multiple advan- in the DeVilbiss school of spray tor. 
ing shops have taken steps to insure tages of Sun Test-Before-Repair Proce- re oe oe ae = 
° ° ! 0 3° | 0 . 18! er 
customer satisfaction! Thousands of dures are building BIGGER PROFITS and Classes lasting one week each will mit 1 
America’s most successful shops are us- GREATER GOOD WILL for thousands of | begin on March 6 and May 22, with vate 
ing Sun Diagnosis Equipment and Sun __ others, as they will for you! ee. on 
eee Procedures to build customer Your local Sun Representative, one of Maintained as a service to usérs _ z 
ood will and increa rvi rofits! Ee of DeVilbiss equipment, these tui- s ca 
& se service profits the 400 throughout the nation, will be |tion-free courses include compre aa V 
Most good mechanics can repair an glad to call on you and explain how eee 2 ae. eo 
° e ° ° ° ° e es an e Tunction ana 
engine, if they know what is Sun Diagnosis Equipment and care of spray equipment, the firn or ot 
wrong with it. Sun Diagnosis Sun Diagnosis Procedures will hae fee meatal es Vash 
- * ication blanks may be o 
Equipment and tested Sun Diag- work for you! |tained from DeVilbiss Co., 300 Phil ee 
: | lips Ave., Toledo. A 1 
Penetred Names Outlet an 
Chl | MARSHFIELD, Wis. — Penetre: a 
|Corp., Marshfield, Wis., has an 
bad bya iin nounced the appointment of Supe an ‘ 
Mold Corp., Lodi, Calif., as license< ‘ 
It’s yours without cost or obligation! Just ELECTRIC CORPORATION |manufacturer for the building o outh 
write on a card or letter “Diagnosis Book- Dept. A, 6327 Avondale Avenue « Chicago 31, Illinois | special Penetred matrices for us: to S. 
let”, and your Sun Man will bring it to ' ae ere, rs oe forme 
. oe : n e Penetre ire th 
you personally. Write Topay—address: application to the tread of a re na be 
treaded tire. 
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SERVICE SECTION 





(Continued from Pag: 


Tim May of Hudson, Ted Bullard 
of Chrysler, Joe Miller of Lincoln- 
Mercury, R. T. Jennings of GMC, 


E. J. Goes of Nash and M. L. Gil- 


bert of Preduct Service Dept., 


General Motors Institute. 

Bill 
Bear and, with his brother, the 
founder of this operation which 
has done much to make even 
automotive men conscious of the 
unsafeness of unbalanced wheels 


and out-of-line front ends, claims | 


that last year, in much smaller 
quarters, the Bear school grad- 
uated some 950 students. These 
boys hailed from 48 states and 
11 different countries. He also 
points out that the enrollment 
for the past few years has been 
severely limited by their lack of 
school facilities, which this new 
building is designed to eliminate. 
Paul McDonald, manager, Prod- 
uct Education and Training, Serv- 
ice Section, General Motors Corp., 
gave the keynote speech of the 
dinner and the ceremonies. 
+ + 4 


Flying Squirrels 
HOSE who know Harry Barrett 


well will get a “kick” out of the 
complaint that he has against fly- 





Dammann, president of | 


place and sit in wait to find out 
what was springing his alarm. To 
his amazement—and the delight 
of his friends—he found that fly- 
ing squirrels had gotten into the 
place and in jumping off high 
places and skidding across the 
floor were getting tangled in the 
“burglar alarm” wires he had 
strung all over the place and 
setting the alarm off. 


| 


Harry scratching his head. Barrett 
also completed a fine training 
| school some time ago and, due to 
conditions at the time, never had 
a formal opening of the facilities. 
Now he sees what he missed. The 
school has been in operation for 
such a long time it is no longer 
new—and Harry is wondering as 
|to what pretext he can use as a 
|“jumping stone” for a deal such 
|as the one Bear threw at Rock 
Island. Maybe some of you readers 
|may have an idea. If you have, 
send it along to Harry. I know 
he would appreciate it. 








ing squirrels. It seems that Harry | 


has a summer place out at some 
lake near St. Louis and his neigh- 
bors at the lake, who kinda look 
after things for him when he is 
away, complained that Harry's 
homemade burglar alarm was con- 
tinually sounding off and bother- 
ing them but when they investi- 
gated they would find nothing 
wrong. 

So Harry had to go out to the 


N.J. Pike Head 
Hits Gas-Station 
Monopoly Charge 


TRENTON, N. J.—New Jersey's 
Turnpike authority has not adopt- 
ed a policy, up to this time, with 
respect to the handling of service 







station operations on its new high- | 
way, Paul L. Troast, chairman of | 
has declared. His | 


the authority, 
statement was made in answer to 
charges by Sen. Elmer Wene that 
the authority intends to hand this 
business “over 
monopolists.” 


“Commissioners of the authority | 


have been too busy with engineer- 


ing matters in their determination | 


to construct this highway in the 
quickest possible time for the bene- 
fit of the state and 


He said that while the report 
of engineers, who made the traffic 


and revenue survey, makes certain | 


recommendations about revenue | 
from service stations, the commis- | 
sioners have not yet made a deci- | 
sion on this matter. 


“The authority is concerned with | 
service and other facilities only to 
the extent that they are necessary 
to provide for the needs of those 
using the turnpike. Certainly, the | 
terms of the Turnpike act of 1948, | 
for which Sen. Wene voted, clearly 
prohibit monopolistic practices 
such as those charged by the sena- 
tor. That act specifically states 
that gas stations ‘may be estab- 
lished in each service area—to per- | 
mit reasonable competition by pri- | 
= business in the public inter- | 
est.’ 

“The commissioners intend to see | 
to it that that provision of the act | 
is carried out to its fullest. Every- 
one will be treated fairly and equit- | 
ably when the time comes to take 
up the matter of service stations, 
or other facilities on the turnpike.” 


Nash and K-F Dealers 
Drop Dayton Franchises 


A Nash dealer and a Kaiser- 
Frazer dealer-distributor in Day- 
ton, O., have given up their fran- 
chises. 

Lee Hilgeford Auto Sales, Inc., 
1000 Webster St., has dropped Nash 
and will become a Chrysler-Plym- 
cuth dealer. The firm has moved 
to S. Main and Franklin streets, 
former site of Morgan Sales, Inc., 
the K-F dealer. Morgan has gone 
cut of business, Don Morgan, presi- 
dent, announces. 


to big company | 


its people,” | 
Troast added. 
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Incidentally, this Bear deal has} 
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12,000 SQUARE FEET FOR USED-CAR DISPLAY—Hardy Motor Co., Inc. (Nash), Mobile, 


Ala., has 23,664 square feet of 


floor space, of which 15,964 is devoted to service and 1,600 


to parts and accessories. An additional 12,100 square feet is for used-car display. Frank 


Hardy is president and operating manager. 


Thermoil Agrees to Drop 
‘Penn’ from Brand Name 


stipulation in which Thermoil Lub- 
ricants Co., Elk City, Okla., agrees 
|to discontinue certain practices in 
|connection with the sale of Penn- 
|Bee motor oil, was announced last 


| mission, 
stop using the name “Pennsylvania” 


or the abbreviation “Penn,” either 
alone or with other words, “to des- 





WASHINGTON.—Approval of a| 


|week by the Federal Trade com- | 


The FTC said Thermoil agrees to | 


cribe or designate a motor oil not! 


| composed entirely of oil derived 
|from the Pennsylvania grade oil 
fields.” 

The stipulation was accepted by 
the FTC, it was said, in accordance | 
with its policy of encouraging law | 
observance through cooperation in | 
certain types of cases where there | 
has been no intent to defraud or 
| mislead. 

Treadaway Names Tipps | 

J. <A. Treadaway, owner of | 
Treadaway Motor Co. ( Plymouth). | 
Dallas, has appointed M. W. Tipps 
as sales manager. 
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B: New Courses 
In Auto Service 
Offered by Sun 


CHICAGO.—Three new courses 
of instruction for automotive serv- 
ice men to meet the increasing 
demand for specialized knowledge 
in diagnosis have been announced 
by Sun Electric Corp. 

The three-course curriculum 
| offers a four-week engine diagnosis 
| class, a five-day course on test 
equipment operation and a special 
fleet maintenance course. None of 
these duplicates the “on-the-job 
training” course which Sun has 
offered for years. 

The diagnostician course is now 
offered at the Detroit technical 
training center. The operator's class 
is available at all Sun technical 
training centers and in Detroit. It 
may also be obtained on a part-time 
basis. The fleet maintenance course 
is available on request in all the 
larger schools. 

At the present time Sun schools 
are in operation in New York, 
Pittsburgh, Atlanta, Detroit, Chi- 
cago, Denver, Los Angeles, Oakland 
and Seattle. Kansas City and 
Dallas schools will open after the 
first of the year. 





How to go gunning for, business... 


| 
| 
| 


| 
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_.. With MARFAK, the service 





that builds CUSTOMERS, boosts PROFITS! 


MARFAK makes regular customers of the 
in-and-outers. Once they’ve had a Marfak 


lube 


Marfak is Texaco’s superior lubricant that 
really sticks to its job, lubricating and pro- 
tecting chassis bearings, for a thousand miles 
and more. It gives any car that “‘cushiony”’ 
feeling which motorists read about in the 
Marfak ads appearing in leading magazines, 
and see and hear about on the record-break- 
ing Texaco Star Theatre television show. 





You can make more money with 


job, they come back for more. 


Remember — satisfied customers come 
back, and thus provide you with more op- 
portunities to sell them batteries, tires, and 


your other profitable items. Find out how 
you, too, can build up your lube business 


with Marfak—and boost your over-all profits! 


The Texas Company, 135 
New York 17, N. Y. 


THE TEXAS COMPANY 





Talk to your Texaco representative. Phone 
the nearest of the more than 2300 Texaco 
Wholesale Distributing Plants. Or—write to 


East 42nd Street, 
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In January to 
AUSTIN, Tex.—New or increased 


come as a result of a special ses- 
sion of the Texas legislature which 
Gov. Allan Shivers said he will call 
for in January. 

The session will be asked to pro- 
vide some $17,000,000 for operation 
of the state’s schools and mental 
institutions during the fiscal year 
starting in Sept., 1950. 

In addition, the legislature may 


Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 


More Taxes for Texas 


Governor to Call Extra Legislative Session 


taxes for Texans seem certain to 


AUTOMOTIVE NEWS, DECEMBER 12, 1949 










Allocate Funds 


be asked to provide for the erec- 
tion of permanent buildings and 
facilities at the institutions. 

Need for the special session be- 
came apparent when the regular 
session closed in July after ap- 
propriating money to take care of 
the eleemosynary institutions’ needs 
for only one year, from September, 
1949, to September, 1950. 

The legislature broke precedent 
in not providing a biennial ap- 





CHRYSLER 
TOTAL 
Ford 





additional taxation. What form 
this may take is anybody’s guess. 

Demands for a state income tax 
on incomes of more than $10,000 
have already come from the Texas 


ial and legislative conference, a 

Gov. Shivers announced he would — o 
call such a session should a con-|!iberal, labor, and farm group 
stitutional amendment providing | federation. 
for yearly sessions and $3,600 sal-| The issues of a general sales tax 
aries per year for legislators fail|and increased natural resources 
in the Nov. & election, The amend- taxes will certainly come up again 
ment did fail, and the Governor has |,. they have in almost every past 
announced he will keep his promise. session in the last few years 

In view of the revenue short- y , 


propriation after it spent all avail- 
able revenue in providing for 
additional rural roads and for 
increased expenditures in a 
thorough overhaul of the educa- 
tional system. 





age, most capital observers see 
no way out for the legislature in 
providing for state-supported in- 
stitutions other than by new or 


In addition, the governor has in- 
dicated a preference for increases 
or expansion in the present omni- 
bus tax. 


SERVICE SECTION 
‘Duped’ Car Owner 
Sues for $6,000 


MIAMI, Fila.—Because, she said, 
the firm misrepresented a used car 
to her, Mrs. E. A. Burdick has 
started suit against Wallace Mo- 
tors, Inc., and F. Earl Wallace jr. 
She asked $6,000. 

She said Wallace represented the 
car as only having been driven 9,500 
miles and “in the best of condition.” 
Later, she said, she had to spend 
$244 for “immediate repairs,” and 
discovered that the car had really 
been run more than 30,000 miles. 
She paid $2,400, she added, and “it 
was not worth more than $1,000.” 
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New Passenger Car Registrations, All States for October, 1949-1948 





Studebaker 
Willys-Overland 
Miscellaneous 






































































































































New Commercial Car Registrations, All States for October, 1949-1948 
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The following advertised delivered prices 
are based on factory retail prices at the 
They include dealer delivery 
and federal taxes. 

include transportation 
sales taxes or optional 


pecial Series 40 — 4-dr. sed., 
., $1,872; bus. cpe., $1,- 
Series 50-——4-dr. sed., $2,157; 
2-dr. sed., $2,059; conv., $2,583; stat. wag., 
$3,178; 


$2,575; conv., $3,107: 
Riviera, $3,160. 
CADILLAC—Series 61—4-<r. 











2-dr. 


stat. wag., $3,691: 






sed., 





































| 

ie — (Presto-Matic standard)—4-dr. 
|sed., $2,635; club cpe., $2,608.75; New 
Yorker — (Presto-Matic standard) — 4-dr. 
sed., $2,750.75; club cpe., $2,742.50; conv., 
| $3,230.75; Town & Country conv., $3,994.75; 
Crown Imperial — (Presto-Matic standard) 


—4-dr. sed., $4,714.50; 8-pass. sed., $5,- 
278.75; lim., $5,383.75. 
CROSLEY—2-dr. sed., $866; stat. wag., 


$894; conv., $866; Hotshot roadster, $861. 

DeSOTO—Deluxe—4-dr. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., $2,- 
210.50; stat. wag., $2,979.25; Custom— 
(Tip-Toe Hydraulic Shift standard)—4-dr, 
sed., $2,193.75; club cpe., $2,175.75; conv., 
$2,598; 8-pass. sed., $2,882.75; Suburban 
sed., $3,198.75. 

DODGE—Waytfarer — 2-dr. sed., $1,755; 
roadster, $1,744.50; bus. cpe., $1,628.75; 
Mead. wbrook—4-dr. sed., $1,865.75; Coro- 


met — 4-dr. sed., $1,944.75; club cpe., 
$1,931; conv.. $2,346; 4-d. town sed., 
$2,029; stat. wag., $2,882.50; 8-pass. sed., 
$2,634.25 


FORD—Deluxe Six—4-dr. sed., $1,472; 
2-dr. sed., $1,425; bus. cpe., $1,333; De- 
luxe Eight—4-dr. sed., $1,546; 2-dr. sed., 
$1,498.50; bus. cpe., $1,419.50; Custom 
Deluxe Six—4-dr. sed., $1,558.50; 2-dr., 
sed., $1,511; club cpe., $1,511; Custom 

Eight—4-dr. sed., $1,637.50; 2-dr. 


Current Prices on New Automobiles 
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conv., | $1,894; Ambassador Super—4-dr. sed., §2,- 
| 064; 2-dr. sed., $2,039; club cpe., $2,060; 
Ambassador Custom—4-dr. sed., $2,223; 
2-dr. sed., $2,198; club cpe., $2,219. 
OLDSMOBILE—Series 76—4-dr. sed., $1,- 
832 (deluxe, $1,974); 4-dr. town sed., 
$1,821 (deluxe, $1,963); 2-dr. sed., $1,758 
(deluxe, $1,900); club cpe., $1,732 (deluxe, 
$1,873); conv., $2,148; stat. wag. deluxe, 


sed., $1,590; club cpe., $1,595.50; 
$1,948.50; stat. wag:, $2,263.50. 
FRAZER—4-dr. sed., $2,395; Manhattan 
—4-dr. sed., $2,595; conv., $3,295. 
HUDSON — Pacemaker Six — 4-dr. sed., 
$1,933; 2-dr. sed., $1,912; club cpe., §$1,- 
933; bus. cpe., $1,806.50; Super Six—4-dr. 
sed., $2,206.50; 2-dr. sed., $2,156; club 
cpe., $2,203.25; bus. cpe., $2,053.25; conv., 


$2,798.75; Super Eight —4-dr. sed., $2,- | $2,895; Series 88—(Hydra-Matic standard) 
295.50; 2-dr, sed., $2,245; club cpe., |—4-dr. sed., $2,217.50 (deluxe, $2,348.50); 
$2,292.25; Commodore Six—4-dr. sed., §2,-|4-dr. town sed., $2,206.50 (deluxe, §2,- 
382.75; club cpe., $2,358.50; conv., $2,- | 337.50); 2-dr. sed., $2,143.50 (deluxe, $2,- 
951.50; Commodore Eight — 4-dr. sed., | 274.50); club cpe., $2,116.50 (deluxe, 
$2,472; club cpe., $2,447.75; conv., §$3,- | $2,247.50); conv., $2,532.50; stat. wag. 
040.75. deluxe, $3,269.50; Series 98—(Hydra-Matic 

KAISER — Special — 4-dr. sed., $1,995; | standard)—4-dr. sed., $2,473.50 (deluxe, 
Traveler, $2,088; Deluxe—4-dr. sed., $2,- | $2,567.50); 2-dr. sed., $2,399.50 (deluxe, 
195; Vagabond, $2,288; conv., $3,195; Vir- | $2,493.50); conv. deluxe, $2,946.50; Holi- 
ginian, $2,995. day, $2,946.50. 

LINCOLN — 4-dr. sed., $2,574.50; club PACKARD — Eight — 4-dr. sed., $2,249; 
cpe., $2,527; itan—4-dr. town sed., | 2-dr. sed, $2,224; stat. wag., $3,449; De- 
$3,238; sport sed., $3,238; club cpe., $3,- | luxe Elght—4-dr. sed., $2,383: 2-dr. sed., 
185.50; conv., $3,948. $2,358; Super — 4-dr. sed., $2,633; 2-dr. 

MERCURY—4-dr. sed., $2,031; club cpe., | sed., $2,608; Super Deluxe — 4-dr. sed., 
$1,978.50; conv., $2,409.50; stat. wag., $2,- | $2,919; 2-dr. sed., $2,894; conv., $3,350; 
715.50. 7-Fass. sed., $3,950; lim., $4,100; Custom 

NASH—Statesman Super—4-dr. sed., $1,- | —(Ultramatic standard)—4-dr. sed., §$3,- 


738; 2-dr. sed., $1,713; club cpe., $1,735; 
bus. cpe., $1,633; Statesman Custom—4-dr. 
sed., $1,897: 2-dr. sed., $1,872; club cpe., 


975; conv., $4.520. 
PLYMOUTH — Deluxe P17 — 2-dr. sed., 
$1,507; Suburban, $1855; bus. cpe., §1,- 




















385.75; Deluxe P18 — 4-dr. sed., $1,566 
club cpe., $1,534.25; Special Deluxe P18— 
4-dr. sed., $1,644; club cpe., $1,617.50 
conv., $1,997; stat. wag., $2,387. 
PONTIAC— Streamiiner Six—4-dr. sed 
$1,740 (deluxe, $1,835); sed. cpe., $1,689 
(deluxe, $1,784): Streamliner Eight—4-dr 


sed., $1,808 (deluxe, $1,903); sed. cpe 
$1,758 (deluxe, $1,853); Chieftain Six 
4-dr. sed., $1,761 (ieluxe, $1,856); 2-dr 
sed., $1,710 (deluxe, $1,805); club cpe 
$1,710 (deluxe, $1,805); bus. cpe., $1,587 
conv, deluxe, §2,138; stat. wag., $2,280 
(deluxe, $2,359); Chieftain Eight — 4-d 
sed., $1,829 (deluxe, $1,924); 2-dr. sed 
$1,779 (deluxe, $1,874); club cpe., $1,779 
(deluxe, 41,874); bus. cpe., $1,656; con’ 


deluxe, $2,206; stat. wag., $2,348 (deluxe 
$2,427). 

STUDEBAKER—Champion Deluxe—4-c: 
sed., $1,688.50; 2-dr. sed., $1,656.75; clud 
cpe., $1,683; bus. cpe., $1,588.25; Cham- 
pion Regal Deluxe—4-dr sed., $1,762; 2-dr 
sed., $1,730.50; club cpe., $1,756.75; bus 
cpe., $1,662; conv., $2,086.25; Commander 
Deluxe—4-dr. sed., $2,019.25; 2-dr. sed 
$1,987.75; club cpe., $2,014; Commande: 
Regal Deluxe—4-dr. sed., $2,140.25; 2-dr 
sed., $2,108.75; club cpe., $2,135; conv 
$2,467.50; Land Cruiser 4-dr, sed., $2 
327.75. 

WILLYS-OVERLAND—Four—stat. wag 
$1,709.08; stat. wag. (four-wheel-drive) 
$2,008.27; Jeepster conv., $1,603.01; Six 
stat wag., $1,814.33; stat. sed., $1,866.92 
Jeepster conv., $1,639.85. 
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SERVICE SECTION 





NEW YORK. — “Gadget” manu- 
facturers have been warned to 
contact all state motor - vehicle 
departments before beginning 
mass-production to be sure the ac- 
cessory will be allowed. 

A. H. Ejichholz, general man- 
ager of the Motor & Equipment 
Manufacturers Assn., said that 
since the advent of “those silly 
plastic birds, hula girls and 
monkeys that dangle from wind- 
shields” state officials have been 
cracking down on many car 
ornaments. He said that about 
6,000,000 plastic birds have been 
sold. 

In order to save manufacturing 
and national distribution expenses, 
Eichholz said the states should be 
told about the article, its placement 
and function, and should be sent a 
photograph of the device. An official 
opinion in advance of distribution 
would then be received, he said. 

“Of course we know there are 
manufacturers who prefer not to do 
that” Eichholz said. “Their idea is 
to get what distribution they can 
until the fad and novelty demand 
either drys up or the item heads 
into disapproval and becomes out- | 
lawed. 

“So the two courses open ap- | 
pear to be either get the market 
while the getting’s good, or check 


| 


Dealers Report 
Service Upsurge 


In Philadelphia 


PHILADELPHIA.—Garages and | 
automobile dealers who provide 
service report that they are ex- 
periencing a boom. 

Several reasons have been re- 
ported for this bonanza service 
business. 

One dealer claims that service 
operators are more _ promotion- 
minded today than they have been | 
for years. As a result, they are 
pulling in customers who want to 
take advantage of combination | 


‘Gadget’ Makers Warned 


MEMA’s Eichholz Tells Manufacturers to Seek 
State Approvals Before Producing 





“winter service deals.” 

Another dealer believes that busi- | 
ness has skyrocketed in the service | 
field because motorists are having | 
their cars inspected and are 
“grooming them for the tests.” 

One reason given for the good 
business is very simple—and very 
optimistic. It is a belief that mo- 
torists. are realizing that it pays 
to take care of a car, service it | 
regularly and keep it in tip-top| 
condition. 

If this is true, then the driving 
public has finally become “edu- 
cated” to the importance of service 
operations, dealers here believe. 


Title Receipts Top 
$3 Million in N.D. 


PIERRE, S. D.—South Dakota 
motor vehicle registration receipts 
this year have topped the $3,000,000 
mark for the first time since the 
present cost of license plates has 
been in effect, according to Ed 
Goff, director of the state motor 
vehicle division. 

Such receipts for the first 10 
months of the current calendar 
year totaled $3,028,860.44, an in- 
crease of $695,571.97 over the cor- 
responding period last year. Regis- 
trations of passenger cars during 
the 10-month period totaled 196,522, 
an increase of 15,750. Truck regis- 
trations totaled 65,062, an increase 
of 6,707. There also were 2,077 
motorcycles and 307 buses licensed. 
The number of licensed dealers 
dropped from 1,263 to 1,078. 


Speed Ceiling of 50 M.P.H. 


Asked for Massachusetts 


BOSTON.—A bill due for consid- | 
erable discussion in the next Mas- 
sachusetts legislative session pro- 
vides for a 50-mile-per-hour speed 
limit on state highways, plus com- 
pulsory installation of a governor 
so the limit can’t be exceeded. 

The bill is sponsored by Rep. | 
Joseph F. Gibney. It would exempt 
only ambulances, fire trucks and 
Police vehicles from its provisions. 
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with authorities before stocking 
the various distribution channels.” 

The MEMA official said it is re- 
ported that in some states traffic 
officers have stopped cars and 
removed “disapproved” accessories, 
while state inspectors have entered 
wholesale and retail outlets to say 
that further sales of “outlawed” 
items must be stopped. 

“It is well to check such instances 
because troopers and _ inspectors 
have been known to be in error} 
through exceeding their authority,” 
stated Eichholz. 

He then cited an _ instance 
where glass defrosters for wind- 
shields were ordered removed by 

officers, saying the accessory was 
in violation of the law. At the 
same time, he said, state authori- 
ties were purchasing a number 
of the defrosters for state cars. 
Eichholz also said that when a 

certain accessory is outlawed man- 
ufacturers are bothered by jobbers | 
who want to return the mer- 
chandise. 





REPA 





ANDRESS GETS FORD AWARD—First Ford dealership in the New Orleans sales district 
to qualify this year for the Four-letter award, Ford's recognition of outstanding dealership 
operation, was Andress Motor Co., Inc., Shreveport. R. T. Andress (center) accepted the 
award from C. H. Weigand (third from left), assistant district sales manager. Others (from 
left): L. A. Mailhes, general manager, Shreveport Times; R. M. Jeter, vice-president, 
Continental American Bark & Trust Co.; J. R. Querbes, president, Querbes & Bourquin Co.: 
et Ss. a editor, Shreveport Journal, and L. B. Jennings, vice-president, First 

ational bank. 


| Wisconsin motorists were entitled 


Insur ance Rates |to a cut in insurance rates instead. 


Lowered in Wis. The lower rates went into effect 


on Dec. 1, and in Milwaukee 
MILWAUKEE.—After making 3 | et ae ee recente at $100 woo 

two-year survey of the cost of C8T/Overal) reductions to amount to 

insurance—fire, theft and collision, about 6.5 percent 

the National Automobile Under- . P : 

writers’ Association has decided | AUTOMOTIVE NEWS production and 

that, instead of a contemplated in- | registration figures tell the story of output 

crease when the survey was started, | and sales every week. 
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MEMA President 


For Coming Year 


NEW YORK.—C. J. Schuepbach of 
Sunnen Products Co., St. Louis, has 
been clected 1950 president of the 
Motor and Equipment Manufactur- 
ers Assn., General Manager A. H. 
Eichholz of MEMA reports. 

Other officers are: G. W. Sherin 
of Du Pont Co., Wilmington, Del., 
vice-president; C. O. Kleinsmith of 
National Carbon Co., New York, 
secretary, and C. P. Brewster, 
treasurer. 

Directors, besides the officers, are: 
J. W. Anderson, The Anderson Co., 
Gary, Ind.; G. W. Andrews, An- 
drews Mfg. Co., St. Louis; W. S. 
Coles, The Shaler Co., Waupun, 
Wis.; G. H. Goehrig, Blackhawk 
Mfg. Co., Milwaukee; S. G. Philips, 
The Dole Valve Co., Chicago; R. A. 
Stranahan jr.. Champion Spark 
Plug Co., Toledo; J. M. Wells, In- 
gersoll-Rand Co., New York; G. O. 
Wherley, The Timken Roller Bear- 
ing Co., Canton, O., and E. J. Wil- 
cox, J. H. Williams & Co., Buffalo. 





~ A Complete DeVilbiss 
. Paint Shop Solves Your 


: PAINT SHOP PROFIT POINTERS = J S : D C A H Pp R 0 B L E M 


A DeVilbiss Complete Paint Shop in your garage makes 
money in many ways. You can paint customers cars better, 
faster and inexpensively. And you can refinish trade-ins so they 


DeVilbiss Complete Paint Shops equip you to repaint up to 8 cars 


® you'll find a natural finish ° per day because every operational advantage is provided. Included is 
* that looks just like new. © a complete assortment of proved spray equipment to handle every con- 
° « ceivable type of auto painting. And the clean, bright atmosphere of the 





De VILBISS 


DeVilbiss distributor. 
THE DeVILBISS COMPANY . 


Canadian Plant: WINDSOR, ONTARIO 





Toledo Tl, 


. booth enables operators to work efficiently without any lost time. 


Get the complete details on this money-making equipment from your 


Ohio 


RAT ARN 8 cE, 
means Quality in all four. . 


SPRAY EQUIPMENT 
-EXHAUST SYSTEMS 


AIR COMPRESSORS 
HOSE & CONNECTIONS 
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: ‘ | newspaper follow-up campaign Lov 
Affecting Factories and Dealers. . . is scheduled. — 
| Pontiac announcements were car- 
ee | ried by 1,001 radio stations in 880 
Auto Advertising |cities and over 48 television out- 
| lets. 
| Seventeen national magazines 
By George Deery |ident of Fruehauf Trailer, told a | with a combined readership of 27,- 
Associate Editor |convention audience that too little | 000,000 carried announcement ad- | been 
When the man on the street talks | consideration was being given to/vertisements. Full color spreads drop 
about the cost of distribution he|the needs of business in highway | were used in the Saturday Evening mor 
is likely to talk most frequently | construction, He also discussed the | Post, Life and Colliers’. Other mag- of n 
about the costs of advertising, Sec-| value of following through on a azines had full-color single pages. ice 
retary of Commerce Charles Saw-| public-relations program. ae es that 
yer told a luncheon meeting at the ee More Hudson Ads : 
saivuntising ‘Asan in Detroit,” | Biggest for Pontiac Twenty-three hundred newspa-| NEW FUTURAMICS SOON !- AT YOUR OLDSMOBILE DEALER: R= 
He said that “To the average To announce its 1950 models, el eee tee aa a ae it OLD'S OUTDOOR MESSAGE FOR DECEMBER—This new poster design is up on the boards, servi 
person, the economic utility of |Pontiac has embarked upon the /for the second follow-up announce-|je/vatoun’ cats. he ward Rociels en's luntous ranae color whieh picks wp ight | $6.81 
advertising is something of , largest new model advertising cam-|ment ads for the new Hudson|—————————— : eee + Saeetnbeatie or 
mystery. There seems to be muc aign in its history, according to| Pacemaker. A series of spot an-|_.. zi aa orde’ 
more of it than there was in the ase J. Klingler, general ine, aiienemmenns will ie sadtied bet goo | radio aa — were released a | advertising manager of the divi- Op 
good old days. The money spent ager radio stations. few days before announcement, | sion, announced. ever, 
for advertising in 1900 was ap- “TD , N. K. VanDerzee, sales vice-pres- | fllowed by a week of announce-| Full-color pages which feature items 
proximately a half billion dollars. Dollar Sor Dollar You Cant ident, reported that Hudson used | ™€"t spots on 800 radio stations. | ynusual travel illustrations will ap- ticke 
Last year it was nearly five bil- |Beat a Pontiac,” was the 1950/61) and three-quarter page ads in| pele 8 | pear in the Saturday Evening Post oper: 
lion.” theme song of announcement ad-/| 97 newspapers in 80 cities for pre-| Lumite’s Plans as well as Holiday magazine where const 
Businessmen, labor representa-|Vertisements appearing in 2,915) announcement ads, These were fol-| Extending the historical theme/|the series has been running. The when 
tives and government officials|newspapers with a readership ex-| jowed by ads varying in size from | advertising, which compares old | expanded campaign is scheduled cent 
throughout the country “are con-| ceeding 47,000,000. |one-third page to full pages in| time transportation methods with into 1950, Veeder stated. Geyer, TI 
vinced that the future of business Full-page space was used in 29 | 2,500 newspapers having a com-| modern luxury travel, as offered | Newell & Ganger is the agency. that 
is hopeful,” the cabinet officer said| key cities on announcement day | bined total circulation in excess of | by Lumite woven saran automobile ee ee ing 
at the affair sponsored by Outdoor! with other newspapers carrying | 40,000,000. Brooke, Smith, French | seat covers, the Lumite division of | nort 
Advertising, Inc. advertisements ranging down- |& Dorrance is the agency. | Chicopee Mfg. Corp. is broadening Dealer Helps high 
Leslie C. Allman, sales vice-pres-' ward from 119 inches. A heavy In addition, pre-announcement its campaign, James W. Veeder, = the 
pikes eran acieel piepkeeeteanaineemeeeationpnse apenas tnlitneneeenchmaerean ci peententnenoneeeteamaa Sales Hints Offered In 
By Nash for Yule tive | 
If Nash dealers find their ingen- in ui 
|uity taxed for ideas of a seasonal pe ' 
nature to put more oomph in sales years 
MASTER PINION | promotion, the manufacturer is fc a 
cati 


| right there with suggestions in the 
|December issue of Nash Dealer 
| Sales Promotion. _ 


Seven specific slants on holiday 


REPLACER FOR 
REAR AXLE OIL SEAL 


Save % hour per pinion change. Assures 
accurate depth registry. This tool elim- 
inates frequent removal and replacing 
of the bearing on the regular pinion 





Prevent damage to the oil p 
seal caused by the cocking shaft — prevents damage to bearing or specials are presented to give a minir 
and bending of makeshift shaft. Machined to extremely close tol- | practical grass roots approach to 10-ye: 
methods. By piloting on in- erances, it prevents errors in measur- more sales, according to N. F. rema| 
side diameter, inserting ing gear thickness. Press fit diam- Lawler, advertising and sales pro- has t 
force is applied only at outer eters, precision ground to slip | motion director. about 
edges of seal. fit size, permit oe Some of the tips are new and ~~ 
accurate shimming —- |some are “oldies,” but they cover te , 

No. 1177... $4.50 hand... — vonage § - | all operations of a dealership. Those h \ 

ly with pinion shaft. |in the latter category have been a 

No. 4610-CC $9.85 | tried manetgenly: in past years. aa 

ee kept 

Spends Million Ma: 

National Plastic Products Co., cars | 


Odenton, Md., and Dow Chemical 
|Co., Midland, Mich., devoted five 
|days last week to stressing the 
| advertising planned to back up 
|dealers who handle Saran seat 
| covers. Plans to spend $1,000,000 
|}next year were presented pictori- 
‘ally to auto manufacturers and 








| representatives of chain stores. CHI 
Saran’s 1950 expenditure com- chart 
pares with an initial campaign in forme 
1947 costing $200,000, according ter Ce 
to James Richards, ad manager watch 
of National Plastic. Progressive ee 
REPLACER FOR increases in Saran’s share of the Gone 
PINION SHAFT OIL SEAL business have been substantial conve 
each year unds we 7 
Insure even insertion and minimize he said. The 
possibility of damage. This tool has in- The firm is stressing that Saran a 
side and outside pilots for lining up the seat covers are “Traffic Builders” Ul Of 
oil seal. A real time saver. in a complete accessory operation The 
| as one of its “pitches” for increased of the 
No. 4676-A ... $5.20 |dealer participation. Francis V. marke 
| Ulrich, sales manager of Nationa! ritorie 
| Plastics, was in Detroit for the Four 
| exhibit. served 
} s *« 8 receiv 
ABC Names Clague : C. : 
Audit Bureau of Circulations Kense 
has elected Stanley Clague a di- falo: 
rector to serve until the next Cc M 
general meeting. Clague is cir- Detroi 
culation manager of Modern Joh 
Hospital, Chicago. He succeeds T M 
the late George M. Slocum, pub- Fine , 
| lisher of Automotive News. Houst 
ok * + 
HOSSESS FOR vic oral Loring P ted Sehudl 
COMPANION AND GREASE AND OIL SEALS | "thse tees’ peda dines eam 
DRIVE PINION FLANGES Save hours of labor in removing transmis- | Inc., Detroit agency, has an- 
4 s : sion and rear axle pinion seals. Remove | nounced the appointment of Ken- Atla: 
Keep flanges from turning while the high torque seals on the car. NO DISASSEMBLY! ;neth S. Loring as director of mer- 
required to assemble rear axle is applied on nut This tool will handle seals on practically chandising, product and sales ToE 
and pinion shaft. These tools have high tensil any make or model of passenger car or training programs. Loring formerly PHI 
manganese bronze collars that fit snugly over the light truck. was director of product informa- ble Cr 
flanges. Long handles permit one man operation. : No. 1175-H .. . $13.50 | tion. In his new post, Loring as- ad 
No. 4858-F Companion Flange Holder. . . $4.95 | Sumes the duties formerly handled that it 
5 a aes . | by G. Fred De Bolt, vice-presideni, of Atl 
No. 4851-C Drive Pinion Flange Holder $12.50 who has been placed in charge cf 2411 V 
| the Dodge truck account. A native Atla: 
| of Melrose, Mass., he first joined was D 
Ross Roy, Inc., in 1938, but later 
A COMPLETE | went with the Engineering division _ At 
SERVICE STATION |of Chrysler Corp. He returned to ble ha: 
IN ONE PACKAGE ioc meralis u sake other 
Since | 
Manzel is the single, |For L-M Dealers Equita 


money-saving source for 
cranes, chargers, engine 
analyzers, wheel balancers, 


Over 425 Lincoln-Mercury deal«* 
| windows in the areas reached b’ V 


DIVISION OF FRONTIER INDUSTRIES, INC. 
|their Toast of the Town CBS-T~’ 





spray equipment, body 315 BABCOCK STREET, BUFFALO 10, N. Y. |television show carry blowups < Vivis 
tools, axle tools, transmis- 'the Ed Sullivan story, “Choris non, T 
sion and clutch tools, engine Fasten authorized manufacturer and ones of > Girls, New Style” in the December Charle 
tools .. . EVERYTHING. proved tools and equipment for servicing Ford, Lincoln, |Aroooy. Kenyon & Eckhardt is thc ey Be 

0 cay 


and Mercury Vehicles. agency. 
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e Leaves 20,000,000 ... 


Old Cars Bolster Profits 


(Continued from Page 40) 


been up to its prewar normal, the 
drop would have been considerably 
more, and the dealers’ opportunity 
of maintaining a satisfactory serv- 
ice gross would have been just 
that much harder. 

. = . 


ECENT figures indicate that to- 

day, average labor sales per 
service order are running about 
$6.81 per ticket, while parts sales 
run approximately $7.19 per repair 
order. 

Operations per repair order, how- 
ever, are only running about 1.52 
items, and 27 percent of all service 
tickets written carry a lubrication 
operation. Lubrication has been 
constantly increasing since 1946 
when it appeared on only 15 per- 
cent of dealer repair orders. 

This is another clear indication 
that service work is fast swing- 
ing back to what was considered 
normal in prewar when a much 
higher percentage of the cars on 
the road were of later vintage. 

In 1941, according to authorita- 
tive figures, 51 percent of all cars 
in use were less than five years 
old, 32 percent from five to nine 
years old, and only 17 percent were 
in what is now the prewar classi- 
fication of 10 years or older. 

+ + + 


— the five-to-nine-year-old 
class is being squeezed to the 
minimum classification while the 
10-year-and-older classification is 
remaining very near to what it 
has been for the past four years— 
about 40 percent of all cars on the 
road. 

Until postwar cars drop in price 
to where the common man can 
handle the purchase of one, it is 
expected that a considerable vol- 
ume of these older cars will be 
kept on the road. 

Many dealers have let these older 
cars get away from them service- 


Alemite Honors 
Veteran Jobbers 
At Annual Parley 


CHICAGO.—Sixteen distributors, | 
charter members of the newly! 
formed Alemite Distributors Quar- 
ter Century club, received engraved | 
watches from F. A. Hiter, senior | 
vice-president of Stewart-Warner | 
Corp., at the 33rd national Alemite | 
convention here. | 

The watches were presented “in| 
recognition of 25 years of success- | 
ful operation and loyal service.” 


The 16 represent more than half | 
of the total of 29 distributors who} 
market Alemite products in 34 ter- | 
ritories throughout the country. 
Four additional territories are 
served by factory branches. Those | 
receiving watches were: 

C. F. Eck, Baltimore; J. J. Grav-| 
ley, Portland, Ore.; G. C. Davis, 
Kansas City; E. A. Perkins, Buf-| 
falo; Sam M. Fink, Pittsburgh; | 
C. M. Ray, Denver; T. B. Anderson, | 
Detroit; G. E. Mullarky, Omaha. _ | 

John M. McGregor, Memphis; | 
T. M. Bibb, Louisville; Charles A. 
Fine, Los Angeles; Ross Stewart, 
Houston; Francis Abeles, Chicago; | 
John Karow, Salt Lake City; Frank | 
Schuck, Fargo, N. D., and Charles I. | 
Kraus, Minneapolis. 


Atlas Finance Sells Out 
To Equitable in Phila. | 


PHILADELPHIA. — The Equita- | 
ble Credit & Discount Co., 674 W. 
Broad St., announced last week 
that it had purchased the accounts 
of Atlas Automobile Finance Co., 
2411 W. Broad St. 

Atlas, of which Isadore Wolgin | 
was president, was formed in 1921 | 
and was one of the oldest automo- 
bile firms in Philadelphia. Equita- 
ble has been in the automobile and 
other phases of the finance field | 
Since 1905. Samuel Gorson heads 
Equitable. 


Vivian-Dixon Formed 
Vivian-Dixon Motors Co., Ver- 
non, Tex., has been chartered by 
Charles Vivian, James A. Dixon 
and Beryle Dixon Vivian with $30,- | 
000 capital stock. 


wise, in their concentration on the 
selling of new vehicles. Because 
they have been wholesaling such a 
large percentage of their trades, 
they also let the early postwar as 
well as the °'41 and '42 jobs slip 


;out of their service customer list 


as well. 
* + * 

EALERS must increase’ the 

traffic flow of customer labor 
cars through their service depart- 
ments, increase the maximum of 
each repair stall, do a better diag- 
nosing job, to the end that they 
increase the number of operations 


Designing machine tools 


volume production f piston ring 


Packaging of factory- 
engineered service sets 


needed for 


per repair ticket, and in every way 
increase their service gross with- 
out “barber-shopping” or “mulct- 
ing” their present service custom- 
ers, or the gross profit road will be 
rough and rocky this coming year. 

The time is here, right now, 
when the service shop cannot be 
allowed to run along on part 
capacity, when new-car condition- 
ing and used-car reconditioning 
cannot be done by the customer 
labor staff or in the customer labor 
space—unless it is done by a night 
shift. 

JACK WEED 


12, 1949 
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*FOR DEALER FELICIANO IN HAWTHORNE, N. J.—Maximum use of glass features the 
display rooms of the new Louis Feliciano (Studebaker) sales and service building. Built of 
cinder blocks and steel, the 100 foot by 50 foot building has a service area, with two large 
entrances, contains 3,566 square feet of space. 


; 
Nemaha Opens Building _| basement will be devoted to the 
|service department, the slope of 


Nemaha Motor Co. (Kaiser-|the ground permitting direct en- 
Frazer), Sabetha, Kans., has moved |trance to this department. The 
|into its new building, according to | main floor is devoted to display and 
|Ralph West, manager. The full | office space. 


oe ol Tet ale testing in the 


Dynamometer Section 


SOME OF THE RESOURCES 
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“*Jt is Muskegon's firmly established policy to sell ex- 


clusively to manufacturers (1) for installation as origi- 
nal equipment and (2) for resale for service purposes.” 


BEHIND A 


Planning department studying 


materials flow cale model 


“THE ENGINE BUILDERS’ SOURCE” 
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Market Trend 


After the usual first-week-in-the-month decline, the overall aver- 
age price of used cars rebounded slightly this week to $818, an 
increase of $3 over last week. Strong gains were registered by post- 
war models, but these were generally offset by sharp declines in 
the average prices paid for prewars. 

Largest fall was $29 in the price of ’41s, while ’42s dropped $11, 
and ’40s dipped $4. A gain of $28 was recorded in the price of °47 
models, while other increases were: '49s, up $12; '48s, up $15, and 


46s, up $38. 


Condition was still the determining factor in the price of used 
cars. An outstanding example of this was the price of $490 paid 
for a ’31 Ford 2-dr. at Valdosta, Ga, Needless to say, the car was 


a “creampuff.” 


PHILADELPHIA 


(Tom Hamilton-Lou Green, Sale every 
Monday. Prices are for sale of Nov. 28.) 
(Market steady. Absolute auction; sold 

73 out of 73.) 
BUICK—'48 Special 4-dr., $1,290. ‘47 
Super sedanette, $1,140. ‘46 Super 4-dr., 
. 42 Super sedanette, $550. 


., $1,420, $1,- 
‘48 FM 4-dr., $1,140. '47 FL aero- 
sedan, $1,075; FM club coupe, $975. '41 


SD 2-dr., $470. "40 SD 2-dr., $375. 
CHRYSLE ‘47 Windsor 4-dr., $1,180. '41 
Windsor. 4-dr., $435. 
DeSOTO—'48 Deluxe 4-dr., $1,210. ‘46 
Custom 4-dr., $970, $1,050. 
DODGE—'47 Custom ‘4-dr., $1,040. ‘'46 


Custom 4-dr., $890. ‘40 Deluxe 2-dr., 
$340. '36 2-dr., $65. 


FORD—'49 Custom club coupe, $1,210. '48 


SD 4-dr., $875. '47 SD station wagon, 
$1,290; 2-dr., $805. '41 2-dr., $495. ‘37 
(85) 2-dr., $195. 

KAISER—'47 4-dr., $800. 

MERCURY—'46 4-dr., $860. 

NASH—'49 (600) 4-dr., $1,375. ‘47 Super 


(600) 4-dr., $750. '40 club coupe, $280. 
OLDSMOBILE—'48 (76) sedanette, $1,250. 





FORD, 


Recommend and Install Keller Precision Parts 
and Give Your Customers Better Performance 


If your customer is complaining of poor gas mile- 
age and poor performance, you can make him 
happy by recommending and installing Keller 


Precision Carburetor Parts. 


Designed to put an end to wasteful, “hidden” 
eller parts feature stainless steel balls on 


leaks, 
brass seats. 


Many hundreds of satisfied Ford, Lincoln 
and Mercury drivers have reported better 
carburetor performance and savings in gas 
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Keller Carburetor parts do not change the mixture 
from what F. M. Co. knows to be best —they only | 
stop the leaks, increase the efficiency. They correct 
the common causes of inefficiency by replacing | 
production parts with specially engineered, pre- 
cision-built parts made of materials that will not | 
corrode or react to acids in the fuel. Keller parts | 
give you a Master Carburetor -—the kind a carbu- 
retor engineer would build for himself. { 


PATENTS PENDING . 





47 (66) 4-dr., $1,035. ‘46 (76) 4-dr., 
$915, "41 (66) 4-dr., $235. '39 (70) 2-dr., 
$265. 

PLYMOUTH—'49 Deluxe 4-dr., $1,420. '47 
SD 2-dr., $895; sedan, $895; business 
coupe, $790. ‘41 SD 2-dr., $400. 

PONTIAC—'48 Streamliner sedanette, $1,- 
325. '47 Torpedo 4-dr., $1,075; Stream- 
liner 4-dr., $1,150. ‘41 Torpedo 4-dr., 
$250. '37 2-dr., $140. 


CONCORD, MASS. 


(Concord Auto Auction, Inc, Sale every 
Monday and Friday. Prices are for sales of 
Nov, 25-28.) 

(Sold 127 units out of 193 offerings.) 
BUICK—’41 RM sedan, $475; Super sedan, 

$550. '40 Super sedan, 2 at $415. 

CADILLAC—'49 (62) conv., $3,100, ‘41 
(62) sedan, $635. 

CHEVROLET—'49 SL Special sedan, $1,- 
385; Deluxe conv., $1,485. '48 SM sedan, 
$1,035. ‘47 FL aerosedan, $1,125; FM 
sedan, $975. '46 SM sedan, $785. '42 FL 
aerosedan, $600; MD sedan, $395. '41 SD 
sedan, $480. '40 MD sedan, $325; SD 
sedan, $450, $335, $260. '39 sedan, $100, 
$440; business coupe, $280. ‘38 sedan, 
$S0, $250. 


LINCOLN, MERCURY DEALERS 





them better 
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No. 3400, No. 3500. 


consumption of from 3 to 5 miles to the gallon. 
_ All Keller parts are interchangeable and easily 
installed. There are no main jets to change, keep 
them the same as 

model carburetor and altitude. 
Remember, when you can show your customers 
how to save on gas consumption, and give 


good will and earn substantial extra profits 


for yourself. OLDSMOBILE—'49 sedan, $2,165. °47 club 
coupe, $1,100. 
PLYMOUTH — ‘49 suburban, $1,570. '40 
club coupe, $312. 
—— <a ee So ee OR GE oe PONTIAC—’48 sedan, $1,525. ‘41 club 
coupe, $312. 
fi s—’ 482. 
KELLER RESEARCH CORPORATION ee Se 
12727 Stout Avenue DETROIT 


Detroit 23, Michigan 


SHIP TO US IMMEDIATELY the number of Keller Sets 
which | have indicated below. 


TERMS: 1% 10 days, net 30 days. 
on lots of 1 to 10. 40% on lots over 10. 


CHRYSLER—'46 Windsor sedan, $1,025. 


DeSOTO—'49 Custom club coupe, $1,700. 
"48 Custom sedan, $1,325. | 
DODGE—’49 half-ton panel, $1,050. °46 


sedan, $860. '44 army carryall, $200. '41 
sedan, $300; 1%-ton truck, $130, ‘37 
sedan, $80, $60. 

FORD—'49 Custom (8) sedan, $1,275; club 
coupe, $1,300. '48 SD sedan, $915, $950. 
‘47 SD sedan, $850, $930. '46 SD sedan, 
$715; half-ton pickup, $485. °41 station 
wagon, $385; sedan, $350; half-ton 
pickup, $290. '40 sedan, $235, $425, $410, | 
$255. '38 conv., $95; sedan, $55, $60, $75. | 
"36 sedan, 2 at $100. ‘31 sedan, $50. 





HUDSON—'48 Super (6) sedan, $1,145. 
‘46 Super (6) vedan, $600. °41 sedan, 
$165. | 
LINCOLN—’'32 conv., $60. 
MERCURY—’'47 sedan, $875. ‘46 sedan, Se 
$765. Dec. (to date) Nov. 
NASH—'48 Ambassador sedan, $760. ‘47 | 


(600) sedan, $760. '37 sedan, $40. 
OLDSMOBILE—'49 (76) sedan, $1,775, '47 
(78) sedan, $950. °46 (76) sedanette, 
$815, $875; (78) sedanette, $900. '42 (66) 
sedan, $355; (76) sedan, $360. ‘41 (98) 
sedan, $540. 
PACKAKD—'38 (120) sedan, $110. 
PLYMOUTH—'49 Suburban, $1,600. "48 SD 
sedan, $1,100. °47 Deluxe sedan, $675. 
46 SD vredan, $675, $850; club coupe, 
$875. "41 Deluxe sedan, $520, $475, $320. 


DeSOTO—'49 Custom club coupe, $1,840, 
$1,790, $1,490. '47 Custom 4-dr., $1,110. 

DODGE— 37 4-dr., $220. 

FORD—'49 Custom (8) club coupe, §$1,- 
215; 2-dr., $1,260; 4-dr., $1,250, $1,200. 
'47 SD (8) 2-dr., $685. "46 SD (8) 4-dr., 


‘37 sedan, $105. 0: 8 $8 4 8) 2-dr., 
PONTIAC—'41 (8) sedanette, $495. '40 (6) | $529' oie tas top bap. s300. 
selan, $400, $500. '39 (6) sedan, $225, 46) a@e:, 81,- 


STUDEBAKER—’47 Champion sedan, $900; 
Commander sedan, $960. 

WILLYS—’43 Jeep, $825. 

MISCELLANEOUS — ‘35 Graham sedan, 


HUDSON—’48 Commodore 
290 


NASH—'48 Super (600) 4-dr., $1,010. 
OLDSMOBILE—'47 (98) 4-dr., $1,180. ‘42 
(98) 2-dr., $300. ‘41 (66) business coupe, 





$30. $470. 40 (66) 4-dr., $200. 
ALBANY, N. Y. PACKARD—'50 Deluxe (8) 4-dr., $1,700. 
49 Deluxe (8) club coupe, $1,400. ‘48 


(Tim Anspach’s Dealer Auto Auction. 8 » 
Sale ever: Monday. Prices are for sale of wunibaare es’ ox chin coupe, $1,470 
Nov, 28.) . d 0 ' 470. 
y 48 SD 4-dr., $1,060, $980. '47 SD 4-dr., 
(Late models dropped in price, while $910, $900. °39 Deluxe 2-dr., $220. 


other models were steady to higher. | poNTIAC—'49 Chieftain 4-dr., $1,690, '48 

Sold 54 out of 87 offerings.) Torpedo sedanette, $1,310. ‘46 Stream- 
BUICK—’'49 Super sedanette, $1,900. liner 2-dr., $960; Torpedo club coupe, 
CADILLAC—'47 (62) club coupe, $1,725, $990. '40 Deluxe 4-dr., $220. 

$1,825. STUDEBAKER—'49 Champion 4-dr., $1,- 
CHEVROLET—'49 FL Deluxe 2-dr., $1,- 340. '46 1-ton pickup, $600. 

440. ‘48 FL 4-dr., $1,050; aerosedan, | WILLYS—’47 station wagon, $840. 

gt.1r0, i FM 4-dr., $1,040; SM 

-dr., $970. ‘47 FL aerosedan, $1,010, 

$925, $825; SM 2-dr., $855; sedan de- LUBBOCK, TEX. 

livery, $600. '46 SD 4-dr., $780. (Lubbock Auto Auction. Sale every 


—| Thursday. Prices are for sale of Nov. 24.) 
(Market steady. Sold 81 units out of 
133 offerings.) 





BUICK—'50 Special 2-dr., $1,995. ‘49 
Super 2-dr., $1,805. ‘40 Super 4-dr., 
and SERVICEMEN $130. 


CADILLAC—'49 (61) 2-dr., $2,655. 

CHEVROLET—'49 FL Special 2-dr., $1,- 
600, $1,610, $1,630, $1,650, 2 at $1,660. 
$1,685; Deluxe 2-dr., $1,725, $1,750; SL 
Deluxe 4-dr., $1,750, $1,755; Special 
4-dr., $1,665; half-ton pickup, 3 at $1,- 
260, 2 at $1,265, $1,275, 2 at $1,325, 
$1,310; %-ton pickup, $1,405, $1,450. '48 
FL 4-dr., $1,185, $1,135; °47 2-dr., $960 
$875. °42 4-dr., $470. °'41 $500, $470. 
$455, $375. °40 business coupe, $380. 

CHRYSLER—’'48 club coupe, $1,380. 

DeSOTO—'47 club coupe, $1,000. ‘46 club 
coupe, $985 

DODGE— 47 4-dr., $1,000, $610. 
ton pickup, $155. 

FORD—'50 CD (8) 2-dr., $1,830. '49 Cus- 
tom (8) club coupe, $1,280; 2-dr., $1,355, 
$1,285, $1,345. ‘48 Deluxe 2-dr., $900. 
‘47 SD 2-dr., $1,010. "43 club coupe, 
$725; half-ton pickup, $595. ‘41 Deluxe 
2-dr., $660. °40 2-dr., $300. °39 2-dr.. 
$135. °38 2-dr., $120, $80. '36 2-dr., $155. 

MERCURY—’'49 2-dr., $2,050; conv., $1,- 
585. °48 4-dr., $945. ‘41 4-dr., $415. '40 
4-dr., $350. 

PLYMOUTH—'49 SD 4-dr., $1,- 

$2,- 


695. °39 2-dr., $105. 

PONTIAC—'49 Streamliner (8) 4-dr., 
085; (6) 2-dr., $1,725; Chieftain 2-dr., 
$2,110, $2,060, $2,075. ‘47 2-dr., $1,100, 
$1,320. 

STUDEBAKER—'49 Commander 4-dr., $1,- 
840. '48 Champion 2-dr., $1,240. 


ST. JOSEPH, MO. 


(St. Joseph Auto Auction Co. Sale every 
Tuesday. Prices are for sale of Nov. 29.) 
(Prices steady. Sold 58 units out of 102 

offerings.) 
CHEVROLET—'49 sedan, $1,527, $1,535; 
half-ton pickup, $1,087. ’48 sedan, $1,237, 
$1,215. '42 sedan, $755. '41 sedan, $480. 
CROSLEY—'47 2-dr., $202. 
DODGE—'49 station wagon, $2,275. 
FORD— 46 sedan, $740. 
KAISER—'49 sedan, $1,192. 


"42 half- 


$1,490, 


F. M. Co. recommends for 


performance, you can build 


(Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 30.) 
(Sold 44 units out of 107 offerings.) 
BUICK—’49 2-dr., $1,825. ‘48 2-dr., §1,- 
325. °47 4-dr., $1,120; 2-dr., $910, $1,175. 

"41 4-dr., $260. 





F.O.B. Detroit. CADILLAC—'49 (61) 4-dr., $2,535. ‘47 
j (62) 4-dr., $1,495, $1,475. 
LIST PRICE CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
i Qty DESCRIPTION EACH SET 390; 2-dr., $1,450. '46 4-dr., $670. '41 
4-dr., $325. 
{ No. 2400 Keller Part Set includes one each : DODGE—’49 4-dr., $1,360. '47 2-dr., $920. 
of parts No. 1100, No. 1200, No. 1300, '46 2-dr., $775. '40 2-dr., $225, $215. 
No. 1400. For all Ford car or truck V8 FORD—'49 2-dr., $1,225, $1,175, $1,275. 
{ carburetors, including ‘50 models. Mercury ’48 SD conv., $975. '47 SD (8) 2-dr., | 
i and Lincoln Zephyrs up to ‘49 models. $3.10 | $800; 4-dr., $755, $660; conv., $925; (6) | 
No. 2500 Keller Set includes one No. 2400 2-dr., $650, '42 2-dr., $575. | 
C] Part Set and one No. 1500 Keller Gasket $3 35 } an A 4-dr., $1,400. 
| Set with holes cut for all spark controls. ° LINCOLN—’48 wn oonoa0 Tae $325 
NOW AVAILABLE FOR 1949 MERCURY, NASH—'47 2-dr., $840, $770. '41  2-dr., | 
LINCOLN & LARGE TRUCK CARBURETORS | $255. 
SERRA PONTIAC—'48 4-dr., $1,245, $1,200; 2-dr., | 
No, 4000—Keller Part Set for Mercury $5 25 $1,140. '47 2-dr., $1,075, $970. °46 2-dr., 
8CM-9510 Carburetors. , $880; 4-dr., $890. '41 2-dr., $265. | 
Sa Agel hae Part Set for Lincoln 8EL- $5 25 DE ER | 
arburetors, bd NV | 
No. 4002—Keller Part Set for Large Truck | : 
BEQ.9510 Carburetors. POEL: 3) cours, tate aneaiee, Jos. Sae, every 
All Sets consist of one each No. 3100 or sale of Nov. 29.) 
No. 3101 or No. 3102, according to Model (Prices slightly lower on all models.) 
ordered and one each No. 3200, No. 3300, BUICK—'49 Super 2-dr., $1,885, ‘48 RM 


4-dr., $1,350; 2-dr., $1,340; Super 4-dr., | 
$1,320. ‘47 Super 2-dr., $1,210; 4-dr., | 
$1,150; Special 4-dr., $1,175. °46 Super 
2-dr., $980. 

CADILLAC—’'49 (61) 4-dr., $2,920; (62) 





NAME 
ADDRESS____ 


CITY 


MICHIGAN 


4-dr., $2,870. '41 (61) club coupe, $605. 
CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
590, $1,655, $1,700; SL Special club 
coupe, $1,625; 2-dr., $1,580, $1,590; half- 
ton pickup, $1,357. ‘48 FL aerosedan, 
$1,230, $1,250, $1,340; °47 SM 2-dr., 
$990, $1,000, $1,025. '46 FL aerosedan, 
$1,000. "42 SD 4-dr., $685. ’41 SD 2-dr., 





STATE 


| 
i 
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SERVICE SECTION 


Average Used-Car Prices 


(Compiled by Automotive News) 


Oct. 
1949 


Dec. 1949 Nov. 
(to date) 1949 
$1,590 $1,608 
1,163 1,180 
960 981 
829 837 
446 449 
430 
361 


$1,680 
1,228 
1,015 


$ 835 §$ 877 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$835; Deluxe 2-dr., $460, £500. 

CHRYSLER—’48 New Yorker 4-dr., $1,150 
‘41 Royal club coupe, $325. ‘40 Royal 
club coupe, $160. 

DODGE—'49 Coronet club coupe, $1,845 
$1,900. °47 %-ton pickup, $705. ‘46 Cus- 
tom club coupe, $935. °41 2-dr., $240. 

FORD—'49 Custom (6) club coupe, $1, 
220; (8) club coupe, $1,350; 2-dr., $1.- 
185; Standard (8) club coupe, $1,185. '48 
SD (8) 2-dr., $1,005. "46 SD (8) club 
coupe, $710. '41 (8) 2-dr., $170, $475. ‘39 
club coupe, $245. 

HUDSON—'48 Commodore (8) 4-dr., $1,- 
190. '47 Commodore conv., $720. 

KAISER—’'47 4-dr., $595, $625, $785. 

LINCOLN—'49 4-dr., $1,335. 

MERCURY—'47 4-dr., $800. '41 club coupe 
$415. '40 4-dr., $310. 


NASH—’49 Ambassador 4-dr., $1,560. ‘41 
4-dr., $170. '40 4-dr., $105. 
OLDSMOBILE—'48 (98) 4-dr., $1,385. ‘47 


(66) 4-dr., $905. '46 (98) 4-dr., $925. ‘41 

(76) 4-dr., $295; 6) 2-dr., $280. 
PACKARD—'46 4-dr., $755. 
PLYMOUTH — ‘49 Deluxe 4-dr., $1,585; 

2-dr., $1,505; SD 4-dr., $1,460, '47 SD 


(Continued on Page 57, Col. 1) 
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at Buffalo's Men and Women 
Who Buy...Use the 
Courier-Express 


@ In 1948 the Courier-Express 
carried 63% of all men’s wear lin- 
age in Buffalo. It has led in this 
classification every year since 
1933. And it leads in the women’s 
wear field, too. That is why it’s 
safe to select Buffalo’s morning 
and Sunday newspaper as your 
first choice. 

Your dollar in the Courier- 
Express buys greater impact on 
the families with more money to 
BUY your product. 


cane 


Only Morning and Sunday Newspaper 
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Used-Car Auction Prices 


(Continued from Page 56) 


club coupe, $950; 4-dr., $825. °38 4-dr., 
$45. 

PONTIAC—'49 Streamliner (8) 4-dr., $1,- 
950; 2-dr., $1,865; Chieftain (8) 4-dr., 


$1,905. '48 Streamliner (6) 2-dr., $1,210. 
‘47 (8) 2-dr., $1,100. '46 (8) 4-dr., $885. 
$1,105. 

WILLYS—'49 Jeepster, $360. 

eee Austin panel truck 
$625. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 


Friday. Prices are for sale of Nov. 
(Sold 94 offerings out of 168 offerings.) 
BUICK—'50 Special sedanette, $2,450. 


25.) 
"48 


RM _ sedanette, $1,415; conv., $1,400; 
4-dr., $1,225. 

CHEVROLET—'48 FL aerosedan, $1,345, 
$1,320, $1,290; sedan delivery, $925. ‘47 


sedan delivery, $775; FL aerosedan, §$1,- 


050. '40 SD 4-dr., $415. ‘37 2-dr., $275. 
DeSOTO—'42 Custom 4-dr., $490. 


DODGE—'47 Custom club coupe, $880; 
conv., $925. 

FORD—’'49 Custom (8) 2-dr., $1,475, $1,- 
235, $1,220; conv., $1,425; club coupe, 
$1,125; Standard (8) 2-dr., $1,200, §1,- 
080. '43 SD (8) 4-dr., $1,000, $900. '47 


SD (8) 2-dr., $930; conv., $950; station 
wagon, $900. '46 SD (8) 4-dr., $775. '40 


(8) opera coupe, $380. '31 2-dr., $490. 
LINCOLN—’'46 4-dr., $800. 
MERCURY—'49 club coupe, $1,450; conv., 

$1,480. °47 4-dr., $900. ‘46 4-dr., $850. 
OLDSMOBILE—'49 (88) club coupe, §2,- 

050, $2,000; 4-dr., $2,125. 
PLYMOUTH—'49 SD conv., $1,400; 4-dr., 

$1,600. '47 SD 4-dr., $800, $900, $970. 

"46 SD 4-dr., $710. 

PONTIAC—'48 (8) 4-dr., $1,465; (6) 4-dr., 
$1,275. ‘47 (6) conv., $800, 

STUDEBAKER—'48 Commander 4-dr., $1,- 
130. 

WILLYS—'46 Jeep, $360. 


AKRON 


(Akron Auto Auction, Sale every Thurs- | 
1.) | 


day. Prices are for sale of Dec. 
(Sold 48 units out of 97 offerings.) 
BUICK—'49 RM sedan, $2,025. ‘47 RM 
sedan, $1,060. '46 Super sedan, $905. °41 


Special sedan, $410, $375, $360. "39 Spe- 
cial sedan, $240. | 
CHEVROLET—'48 FL aerosedan, $1,100. 


'47 FM sedan, $850. '46 FM sedan, $//U. 
‘42 FL sedan, $460, $440, $425. ‘41 SD 
sedan, $435, $410, $385. 


CHRYSLER—'41 New Yorker sedan, $290. | 


'40 Traveler (8) sedan, $325. 


DeSOTO—'417 Custom sedan, $1,050. 


DODGE—'48 Deluxe club coupe, $925. ‘46 
Custom secan, $305. 

FORD—'49 Custom (8) sedan, $1,220. ‘47 | 
SD (8) sedan, $820; (6) sedan, $785. '46 
8D (8) sedan, $700. ‘41 Deluxe (8) 
sedan, $275. 

HUDSON—'48 Super (6) sedan, $1,360. '47 
Commodore (6) sedan, $685. 

MERKCURY—'46 sedan, $825. ‘39 sedan, 
9205. 

NASH—'48 sedan, $985. ‘47 sedan, $705. 
"41 sedan, $125. 

OLDSMOBILE—'48 (98) sedan, $1,500, '47 


(66) club coupe, $1,075. '46 (98) sedan, 
$990. ‘41 (66) sedan, $410. 

PLYMOUTH—'46 SD club coupe, $785. ‘41 
Deluxe club coupe, $335. 

PONTIAC—'47 Streamliner (8) sedan, §$1,- 
$75, $995, $930; (6) sedan, $910. ‘42 (6) 
club coupe, $465. 
$325. 


RICHMOND, VA. 


(Auto Auction of Virginia, Inc, Sale 
every Friday. Prices are for sale of 
Dec, 2.) 


(Market is steady on all models, except 
'48s and °49s. Sold 47 units out of 
76 offerings.) 

BUICK—’50 Special 2-dr., $1,965, '49 Super 
2-dr., $1,800, "48 Super 4-dr., $1,375; 
conv., $1,440. '47 Super 4-dr., $1,200. 

CHEVROLET—'49 SL Deluxe 2-dr., 
575, 2 at $1,500. '48 FL aerosedan, 2-dr., 
$1,230. '47 FM 2-dr., $1,025. ‘46 SM 
4-dr., $800, $795. '42 Deluxe 2-dr., $535. 

CHRYSLER—'47 Royal club coupe, $990. 
'41 Royal club coupe, $460. 

DeSOTO—'48 Deluxe 4-dr., 
Deluxe 4-dr., $435. 

DODGE—'48 Custom club coupe, $1,250. 
‘47 Deluxe club coupe, $990. '46 Custom 
2-dr., $885. 

FORD—’'49 Custom (8) 2-dr., $1,460; 4-dr., 
$1,340. 48 SD 2-dr., $1,025. ‘47 SD 


$1,225. ‘42 


"40 Torpedo sedan, | 


$1,- | 








LICENSE PLATE 
FASTENERS 


m0 ||) 


On or Off With a Quarter Turn 


Heavy \%-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 5i—Dealer Cost, each..... $ .20 
Packed 12 to Box—Order 
Any Quantity 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from 









HOUSER ENGINEERING 


& MFG., INC. 
Bluffton, Indiana 
Money-Back Guarantee 


4-dr., $920. ‘46 Deluxe 2-dr., $730. ‘42 
Deluxe conv., $400. 
HUDSON—'49 Commodore (8) 4-dr., §$1,- 


410. 
KAISER—'48 4-dr., $800. 
LINCOLN—'47 4-dr., $850. 
MERCURY—'47 club coupe, $945. '46 4-dr., 


$830. 

OLDSMOBILE—'49 (76) 2-dr., $1,780. '48 
(98) conv., $1,335. 

PACKARD—'50 (120) 4-dr., $1,650. °48 
(110) 2-dr., $1,175. '47 (110) 4-dr., $720. 


PLYMOUTH—'49 SD club coupe, $1,545. 
"47 Deluxe 2-dr., $950. ‘46 SD 2-dr., 
$775; Deluxe 2-dr., $835. 


PONTIAC—'49 Chieftain (6) 2-dr., $1,775. 


'48 Torpedo (8) 4-dr., $1,255. '47 Stream- 
liner (8) 2-dr., $1,170. '41 Torpedo (6) 
2-dr., $400. 


STUDEBAKER—'47 Champion 4-dr., $750. 


QUINCY, ILL. 


(Charlie Thale’s Quincy Auto Auction. 
Sale every Friday. Prices are for sale 


of Dec. 2.) 

(Market is much stronger. Sold 83 
percent of offerings.) 

BUICK—’47 Super sedan, $1,050, $1,120. 
‘42 Super sejan, $540, $480. '41 Century 
sedan, $250. °39 Special sedan, $305, 
$210. 


CADILLAC—'39 sedan, $330. 

CHEVROLET—'49 SL Deluxe sedan, §$1,- 
635, $1,490. '48 FM sedan, $1,205, $1,- 
160. '47 FM esedan, $1,085, $1,005; SM 
sedan, $990. '41 sedan, $480, $320, $435, 
$425. °40 sedan, $365, $320, $225, $265, 
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$480, $265, $320. °39 sedan, $385, $160, $660. ‘46 station wagon, $600; sedan, 
$185, $150. $670. '42 sedan, $110. '40 Deluxe sedan, 


CHRYSLER—’'41 sedan, $275. 

DeSOTO—'41 sedan, $425, ‘39 sedan, $175. 

oe conv., $1,210. '40 club coupe, 
$355. 

FORD—'49 sedan, $1,150. '46 sedan, $570, 
$755, $760, $810. °41 sedan, $555, $425, 
$480. '40 sedan, $315, $175. 

HUDSON—'47 sedan, $585. 

MERCURY—'50 sedan, $1,885. $'49 sedan, 
$1,545, $1,730. 

NASH—'49 sedan, $1,270. 

OLDSMOBILE—'41 sedan, $170, $265, $165. 

PLYMOUTH—’'49 sedan, $1,475, $1,370. °41 
half-ton pickup, $200. 

PONTIAC — ‘46 sedan, $915, $835. 
sedan, $430, $310, $355, $370. 

STUDEBAKER—'42 sedan, $310. 

MISCELLANEOUS — ‘47 GMC half-ton 
pickup, $435, 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Fri- 
day. Prices are for sales of Nov. 25- 
Dec, 2.) 

BUICK—'47 sedan, $1,160. 
$410. '39 sedan, $125. 
CHEVROLET—'49 Deluxe 4-dr., 


‘41 


‘40 club coupe, 
$1,555, 


$1,550; club coupe, $1,470; FL Special 
2-dr., $1,410; Deluxe 4-dr., $1,530, $1,- 
520. '48 FL aerosedan, $1,210. ‘47 FL 


4-dr., $735, $790; aerosedan, $1,060; SM 
4-dr., $860; club coupe, $1,025. '46 SM 
4-dr., $590; club coupe, $800. '42 4-dr., 
$390. °41 club coupe, $530; sedan, $450, 
$560, $300. ‘40 sedan, $370. ‘39 sedan, 
$280. '38 sedan, $125. '37 sedan, $95. ‘36 
sedan, $360. 

CHRYSLER—'46 Windsor 4-dr., $880. 

DODGE—'49 sedan, $1,400. ‘48 sedan, 
$805. ‘47 sedan, $730, $900. ‘42 club 
coupe, $470. '41 sedan, $675. 

FORD—’50 club coupe, $1,700, $1,585, °49 
Custom (8) sedan, $1,525, $1,445, $1,480; 
(6) sedan, $1,310. ‘48 SD (8) sedan, 










Display, Tell and Sell your customers the advantages of always 









using 100% Pure Pennsylvania Motor Oil 






PENNSYLVANIA GRADE 
Oil City, Pennsylvania 


CRUDE 





































$80. '39 Deluxe sedan, $140; business 
coupe, $140. 

PONTIAC—'49 (8) conv., $1,860. °47 (6) 
sedan, $990. "40 (6) sedan, $200 


STUDEBAKER—'49 conv., $965. '40 sedan, 
$110. '39 sedan, $70. 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Nov. 30.) 


(Sold 81 units out of 123 offerings.) 


BUICK—'49 RM conv., $2,000; 4-dr., $1,- 
885. 48 RM 4-dr., $1,355, $1,310. 
CHEVROLET—'49 FL Deluxe 2-dr., 
635, $1,600, $1,545; Special 2-dr., §1,- 
555, $1,525, $1,495; SL Deluxe 4-dr., 
$1,455, $1,405; 2-dr., $1,415. ‘48 FL 
aerosedan, $1,200, $1,130; SL business 
coupe, $950. "47 FM 4-dr., $1,010, $1,130. 


$1-, 





CHRYSLER—'49 Royal 4-dr., $1,995. ‘46 
Royal 4-dr., $915. 
DODGE—'49 Wayfarer 2-dr., $1,595, $1,- 


535; Meadowbrook 4-dr., $1,755. °47 Cus- 
tom 4-dr., $995. '46 Deluxe 2-dr., $860. 


FORD—'50 CD (6) 2-dr., $1,740, $1,700; 
Deluxe (8) business coupe, $1,590. ‘49 
Custom (8) 4-dr., $1,330, $1,080. '46 SD 
club coupe, $775, $665, $815; Deluxe 
2-dr., $510. 

FRAZER—'47 Manhattan 4-dr., $995. 

KAISER—'49 Traveler 4-dr., $1,385. 


MERCURY—'50 club coupe, $2,050. ‘49 
2-dr., $1,995, $1,860, $1,835; 4-dr., $1,- 
865, $1,850, $1,650, $1,605. 

PLYMOUTH—'49 SD 4-dr., $1,630, $1,590; 
Deluxe 2-dr., $1,545. "48 conv., $1,105. 

PONTIAC—'49 Streamliner (8) 4-dr., §2,- 
200; (6) 4-dr., $1,940, $1,900, $1,815. 

STUDEBAKER—'41 2-dr., $440. 

WILLYS—'47 station wagon, $795. 


CASWELL TAKES NASH DEAL—L. T. Kouns 
(right), Nash regional manager, welcomes Bill 
Caswell to the ranks of Southern California 
dealers at the public premiere of Caswell, 
Inc., in Hollywood. 


$950, $1,055, $1,100, $750, $970, $980, 
$900. '47 SD (8) 4-dr., $800; club coupe, 
$950; 2-dr., $850, $755, $740. "46 SD (8) 
sedan, $715, $760, $710, $775. ‘42 (8) 
sedan, $530, $260; (6) sedan, $255, $360. 

KAISER—’'49 4-dr., $915. 

MERCURY—'49 station wagon, $1,130, '46 
club coupe, $820. ‘42 club coupe, $400; 
°42 4-dr., $325. °'41 4-dr., $355. 

NASH—'47 4-dr., $590. 

OLDSMOBILE—'41 4-dr., $460. 

PLYMOUTH—'49 sedan, $1,300. '47 sedan, 


, Mo 


You Can Sell more 
Pennsylvania Oi 


This year 90,000,000 advertising mes- 
sages like this will tell the readers of 
Saturday Evening Post, Life, Holiday, 
Country Gentleman and Progressive 
Farmer why 100% pure Pennsylvania 
oil is the finest motor oil they can buy. 



















Hundreds of car and truck owners 
who will read these ads will be people 
who live and buy in your own com- 
munity—YOU CAN SELL THEM IF 
YOU TELL THEM. 


Sell them by letting them know you 
handle 100% pure Pennsylvania oil. 















Sell them by telling them Pennsylvania 
Motor Oil is preferred by automotive 
engineers (for use in their own cars) 
2% to.1 over any other motor oil. 

















Sell them by a display of your Penn- 
sylvania oil. 


Sell them by telling them that there is 
no finer oil in all the world than oil 
from the oil fields of the Pennsylvania 
Grade Region. 










Ky lie re» ace 
yy 100% PURE @ 
























For your protection, only oils made 
* from 100% Pure Pennsylvania 
Grade Crude which meet our rigid « 
quality requirements are entitled to 
carry this emblem, the registered 
badge of source, quality and 
membership in our Association. 















OIL ASSOCIATION 
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25% Ahead of Last Year... 
Space Sa les Indicate | [JERE is the list of exhibitors so | 
Bigger NADA Show “2% vows, sect me, on 


(Continued from Page 40) 


Kloetzer, Packard dealer in Orange, 
N. J., who will talk on “How to 
Get and Keep Service Customers”; 
John P. Hughes, Dodge-Plymouth, 
Lynchburg, Pa., on 
Doing the Service Job”; W. A. 
Brandenburg, Chevrolet, Mansfield, 
O., on “As Your Shop Goes, So 
Goes Your Business,” and Edmund 
O. Carl, Hudson, Washington, D. 
C., “How to Become a Free and 
Independent Dealer Through Serv- 
ice.” 

Carl is the well known “Call 


Mayor Sharp Reelected 

Erskine Sharp, president of the 
Tennessee Automotive Assn., has 
been reelected mayor of Pulaski, 
Tenn., defeating his opponent by 
a two-to-one majority. Sharp has 
been mayor of Pulaski for the past 
10 years. 


ile 


einer 





Mode! EC-130 has a low height of 4034”, 


and a lifting height of 29%" 
of 70”. 


y 


“Methods of | 


crowd at the exhibition may far| Casting Co., Philadelphia, 6; Litho-| Universal Underwriters, Kansas 





It has a capacity of 800 Ibs. 


ai 


es) ol 
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| 

j}exceed the same opening Sunday 
|crowd that packed the exhibits at 
the Stevens two years ago. 


far signed up for the NADA 
| show: 


Melvindale, Mich.; Automotive 


News, Detroit 26; Bay Mfg. Co., 
Carl” operator in Washington | Torrance, Calif.; Builders Orna- 
whose success in building service mental Iron Co., Chicago 44. 
volume is recognized as being The Carlife Guaranty, Detroit | 


| outstanding. Hughes has won na- 
tional repute for his original 
methods of creating a close knit 
team in his entire operation as 
well as in his service shop, and 
Brandenburg is an authority on 


28; Cedar Rapids Eng. Co., Cedar | 
Rapids, Ia.; Choldun Mfg. Corp. | 
| New York 18, N. Y.; Coats Loaders | 
| & Stackers, Inc., Fort Dodge, Ia.; | 
Clayton Mfg. Co., El Monte, Calif.; | 





NASH oe STUDY en es oan Nash es ae oe 
| : . | sentative (left), looks on as a mechanic explains Hydra-Matic operation to fellow students 
Comfort Specialty Co., St. Louis 2.| a+ the recent Nash service school held in Cincinnati. 





the value of service to the deal- | Doyle Vacuum Cleaner Co.,|—— — 

er’s overall picture. Grand Rapids, Mich.; Durabake,| Paint Poster Co., Chicago 22; Mil- 
If this year’s clinic follows the/|Inc., Fostoria, O.; Executone, Inc.,| ler Mfg. Co., Detroit 4. 

pattern of former years, it will not | New York 17, N. Y.; Ernest Holmes | 

only be the best attended of the|Co., Chattanooga, Tenn.; Inland|ton 9, O.; Norick Bros., Oklahoma 

convention but will bring out more | Mfg. Co., Omaha 8; Inter-Commu-/| City 1; Remington Rand, Inc.; 

“hard fact” discussions of inestim-| nication Sys. of America, Chi-| New York 10, N. Y.; The Reynolds 

able worth to all dealers than any | cago 16. & Reynolds Co., Dayton 7, O.; Shaw 

similar period could possibly bring} Kent Moore Organization, Inc.,| and Slavsky, Inc., Detroit; Simplex 

forth. | Detroit 2; Kwik-Ezee, Inc., New | Time Recorder Co., Gardner, Mass.; 
It is expected that the Sunday/| York, N. Y.; LaFrance Precision|Sun Electric Co., Chicago 31. 
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VE HOURS OF TIME... 


removing and replacing transmissions 


WEsVvER 


HYDRAULIC 


UNIT LIFT 


One mechanic can remove and replace heavy transmissions in 
a fraction of the former time with the new Weaver UNIT LIFT. 
Universally adjustable table and convenient hydraulic lift 
make handling of transmissions and many other undercar units 
much more efficient and safe. This new hydraulically oper- 
ated unit is ideal for removing, handling and replacing Hydra- 
Matic transmissions from Cadillacs, Oldsmobiles and Nashes, 
Lincoln Hydra-Matics, Packard Ultramatics, Buick Dynaflows 
and all other transmissions that may be removed from below. 
It may also be used for holding drive shafts, 
gasoline tanks, etc. Makes your lifts more use- 
ful. Ask your jobber or write us for bulletin 
UL-624. 


WEAVER MANUFACTURING COMPANY 
Springfield, lilinois, U.S.A. 


PAB 


—a total 





. UR 





National Cash Register Co., Day-| 


| City 6; K. R. Wilson, Buffalo 3, 
+ Ae # 

Automatic Steel Products, Inc., 
| Canton 6, O.; Auto Truck Equip- 
|ment Co., Detroit 21; The Benmatt 
| Organization, Chicago 22; Bur- 
|roughs Adding Machine Co., De- 
' troit 32; Chicopee Mfg. Corp., New 
| Brunswick, N. J.; Ted Fordon and 
Assoc., Detroit 26; Fraser Products 
Co., Alpena, Mich. 


Gray Co., Inc., Minneapolis 13; 
R. M. Hollingshead Corp., Camden, 
N. J.; The Invincible Vacuum 
Cleaner Mfg. Co., Philadelphia 43; 
The Kent Co., Philadelphia 43. 


Manning, Maxwell & Moore, Inc., 
Muskegon, Mich.; Manzel, Inc., 
Buffalo 10, N. Y.; Nox-Rust Chem- 
ical Corp., Baltimore, Md.; Silver 
| Vogue Auto Seat Cover Co., Brook- 
lyn 20, N. Y.; Stewart-Warner 
Corp., Chicago 14. 


Underwood Corp., New York 16, 
N. Y.; U. S. Department of Com- 
merce, Philadelphia 2; Vis-O- 
Shade Corp., Chicago 16; U. S. 
Washmobile Corp., Beverly Hills, 
Calif.; Joseph Weidenhoff, Inc., 
Chicago 10. 


Heyer Products, Belleville, N. J.; 
| The Federal Leather Co., Belleville 
9, N. J.; Modern Selling Methods 
Co., Louisville, Ky. 


Pa. Now Checks 
Shock Absorbers, 


Monroe Warns 


| MONROE, Mich. — Pennsylvania, 

Monroe Auto Equipment Co. cau- 
|tions, has adopted an inspection 
| regulation requiring shock-absorber 
inspection before any car can be 
|passed as being safe for highway 
| or street operation. 


Monroe has made available, to 
|Owners and operators of Pennsy!l- 
|vania state inspection stations, 
| step-by-step information and data 
;on the inspection, testing and 
changing of shock absorbers. 
| Here is how, Monroe states, in- 
|spection stations can determine 
| whether, shock absorbers need re- 
placing: 

1, Test the bumper action. Stand 
|on the front bumper, and then the 
| rear, bouncing the chassis up and 
|down. If the chassis continues to 
bounce when you step off, it’s be- 
| cause the shocks are worn out and 
no longer able to control the 
springs. 

2. Check for leaks. With the auto- 
|mobile on the lift, look over each 
|Shock absorber unit carefully. Any 
|considerable amount of oil on the 
|lower part shows that the unit 
| needs replacement. 

3. Check hydraulic resistance by 
| hand to make certain of your find- 
|ings. Loosen the shock absorber 
from the lower end and actuate it 
in and out. If the resistance is less 
than stubborn, the shock needs to 
be replaced. 





| 





| 
| 
| 


IMPORTANT TO SAFE DRIVING—While t' = 
| usual test of jumping on the car bumpers 


| see if shocks are operating properly is 2 
good preliminary test, Monroe Auto Equ' - 
ment Monroe, Mich., claims that { 2 
sure way is to loosen the shock at the Ic v 
connection and test the resistance by har . 
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| Midland Methods 3 


Booklet Depicts Making 
Of Auto Frames 
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said AAA, A spokesman for a 
Lutheran drive-in church in Cali- 
fornia said the new system en- 
ables worshipers to dress 
informally and manage their chil- 
dren more conveniently. More- 
over, they can drive directly from 


SERVICE SECTION 


Walking on Way Out? 


|contend that if the movie fails to 

| yield a profit one of the other enter- 

prises will put them in the black. 
Drive-in markets are a new 









the auto 


group. In some communities, you | DETROIT.—A four-color book- 


In Drive-In Stores, Banks, Churches 
}let showing how Midland Steel 


can drive into the store and make 





| 
AAA Reports Automobiles Cause Huge Gains | 
| 


development, reports 


WASHINGTON. — An increasing | of banks have taken up the drive-in | church to Sunday afternoon out- | 1, your purchases without leav- | Products Co. 6660 Mt. Elliott, 
tendency on the part of the Ameri- idea, providing automobile lanes for | ings. ing the driver’s seat. | produces automotive frames has 
can people to organize their lives| patrons with light business to| The outdoor movie, one of the| ,, ‘been published 
around the automobile has resulted | transact. ‘early pioneers in the drive-in busi-| “Drive-in hotels are in various | ‘ 


in spectacular growth of drive-in 
businesses since the end of World 
War II, the American Automobile 
Assn. reported last week. 

Retail stores, markets, banks, 
theaters, post offices, hotels and 
even churches are catering to the 
anti-walkers through provision of 
drive-in services, the motoring 


“In San Francisco, post office | ness, now is more popular than 
officials realized the inconvenience | ¢Ver, after a slump during the war. 
motorists undergo in having to park |In 45 states, there are more than 
their cars in order to mail a letter. | 1,000 drive-in theaters, and a hun- 
They are experimenting with a dred more under construction, said 


‘mail box for motorists,’ which has AAA. 

| been installed close to the curb in Some enterprising movie opera- 
|front of the main post office. Now, | tors even provide nurses and bottle- 
| the driver can easily deposit a letter | warming equipment for those pa- 


| 
} 


| stages of completion .. .” adds the 
AAA, “Many plans for hotel reno- 
vation call for establishment of 
‘automobile lobbies’ into which the 
motorist can drive, register and go 
direct to his room. 

“Even those oldest of drive-ins— 
the roadside restaurants — have 
made alterations to make it easier 


| Photographs ‘show the machine 
| which subjects the frames to tor- 
|}sional and vibration tests. This 
device runs a frame through a 
life test to record any structural 
weaknesses, which then are im- 
proved. 

Punch presses, electric welding 





















[-@ repre- : 
students group declared. These drive-in by reaching out the window of his|trons who bring infants to the | for automobile-bound Americans. In machines and assembly of the 
businesses, the AAA added, are | car.” | theater. place of the usual carhop, these frames _— also shown. 
talo 3 prospering as well as mushroom- Drive-in churches have proved | Others offer, in addition to the restaurants have installed mechan-| Descriptions of the research 
’ ing. | popular in California and Texas, | movie, ponies for the children, min-|ical rails, which carry the food,| and engineering plants are given, 
I “Instead of footing it, as did our| where two congregations report iature golf coures, swimming pools | check, money and change between | along with pictures of the firm’s 
: og ancestors, the average citizen of| heavy attendance every Sunday, and lunch counters. The operators |the cer and the lunchroom.” engineering executives. 
ausp- today spends more and more time | ——— me an — a —__ 
enmatt in his automobile,” the association | 
a. said. San 
0, De- ; ; : 
E “Drive-in businesses now make it | Ye tr Me 
Mg nd possible for Mr. Motorist not only CUS om OW, 
roducts to vacation in his car, but to eat) 
meals, conduct banking business, | Ci '° e . 
attend church services, see movies | hi Wi HY Sf HY b Bi rj 
lis 13; and perform a number of other | Us. OMmelsS / / é 12Q GING — 
amden, duties all within the confines of his | 
oe automobile. a , ” 
a 43; ia 
, “From a handful of curb-service | MN th BY i C; 1: / 
43. restaurants and drive-in theaters in | OuUre e an a aus * 
re, Inc., the late 1930’s, the drive-in industry 
, Inc., has mushroomed at a phenomenal 
— rate... .” phe Ramco RE-POWERING appeals to you men who believe that 
Brook- sates tee uae bw ae the way to build up a business is to sell the customer what 
Warner tance a person is willing to walk he needs and deliver beyond his expectations. 
from his car to a store or office | 
r 16, depen on — —— ene To help you convince the customer of his needs Ramco 
‘om- ing facility costs him. If a motor- : : 
Vis-O- ist parks free, he will walk eight | provides you with a complete RE-POWERING Program. This 
3 8. a If - pays A ee to | program helps make it easy for you to do a better job by 
ills, pa e will w 0 a ; ; , 
, Inc. And if the charge is 50 cents or | selling the customer on the importance of a complete job. 
more, he wants to walk no farther | It enables you to sell not only rings but needed carbure- 
j N. pm than one block. | ti . iti d li . b id ! 
‘Neville “This distaste for ‘shank’s mare’ ” | 10n, ignition and cooling service besides: 
lethods said the AAA, “has had a major im- | 


Tell your Ramco Jobber you want to get that RAMCO 


pact on American business. The | 
RE-POWERING SIGN up today! 


spread of neighborhood theaters | 
and shopping centers with ample | 
- adjacent parking spaces empha-| 














sizes the increasing effort of Amer- | 
can business to keep the customer | 
"Ss off his feet as much as possible. AS -POWER WITH FOR RE-BORE OR RE-RING 
“Strange as it sounds, a number | CAR OR TRUCK 
wania, | yg oa RAMCO 
scan. | Minn. Road Users | u PISTON RINGS 
pection > 
— To Study State’s | Built to EXCEED the 10,000 Mile (ONE YEAR) GWMRANTEE BY THOUSANDS OF MILES 
can be 
> one Oth ducts of R C tion, 3737 Forest Park Bivd., St. Louis 8, Missouri, 
ehway Highway Condition RAMCO Piston Skirt Stobllizers » » « Seal-Tite Piston Rings - «> Oil-Tyte Piston Rings 
| + + + Spirolox Retaining Rings, Spiro-Seal Grease Seals & Dust Seals - - - Famous 
ble, to MINNEAPOLIS.—The Minnesota | grcgaieer syghine tor cochepiag collapsed pieten shirts FF. Reames 3-Up 
’ * ‘arts leaner. Factories: . lLovis an wilivan, issouri; itport, ichi 
—— ey eae cee te ned oad Toronto 8, Ontario, Canada. Copyright 1949, by Romeoy vaumadion. 9.3394 
d data conditions in Minnesota following | 
Zz and the aims and purposes of the Na-| STOPS RING FLUTTER i 
‘ tional Highway Users conference. | AND VIBRATION ! : 
—_ Sn The conference, backed by the) \ 
ermine Minnesota Automobile Dealers) 
ed re- Assn., and attended by Bernard | 
Lindahl, MADA president, and) 
Stand Glenn Atcheson, general manager, | 
jen wed elected O. A. Remsberg, St. Paul, 
7 on chairman, to succeed L. A, Ross- 
_— to man, of Grand Rapids. 
t’s be- : 
ut and E. Ray Cory, American Automo- 
1 the bile Assn. (Minnesota), president, | ; 
yeneniad Homann, with sor aus tere ran Ot las 
: : : u ‘ 
p auto- Capressing appreciation for Ross- ap...by addin, on ieeatieaie the ends b canoeing ?_ 
r each man’s contribution to the highway them one bell ciel. Another reason for ramco’s pS 
y. Any users of the state. REPUTATION FOR LONG LIVED RING EFFICIENCY. “ea 
on the Other officers chosen were Hugh 
e unit Craig, vice-chairman; L. L. Get- 
ten, second vice-chairman; W. F. 
nce by Lynch, treasurer, and H. M. Whis- 
r find- man, secretary. 
wsorber Cecil Fausch, NHUC representa- 
uate at tive, and Russell MacCleary, direc- 
a tor of NHUC field force, informed 


the conference of NHUC activities 
and problems in surrounding states. 
MacCleary urged active participa- 
tion of all groups so that highway 
users would have a more impor- 
tant part in highway affairs. 


R.L Registrations 
Rise 5.8 Percent 


PROVIDENCE.—(UTPS)—Auto- | 
mobile registrations in Rhode Is- | 
land totaled 216,005 in September, 
an increase of -5.8 percent from | 
the same month a year ago, ac-| 
cording to figures from the state} 
registry of motor vehicles. | 

Registrations of passenger cars| 
increased 11,175 from a year ago. 
For trucks an increase of 685 was 
reported. 
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Levy on Vehicles | Mikssachusetts was next lowest 
In Florida Called 


with $30.36. 
Highest in U.S. 


The average for the country was 
said to be $51.82 per vehicle. 
Pontiac Dealers Form Club 
JOHNSON CITY, Tenn.—Florida 
imposes higher taxes on vehicles 
than any other state in the union, 


In San Francisco 
Pontiac dealers of the San Fran- 
according to figures compiled here|cisco Bay area have announced 
by the Press-Chronicle. formation of a club for considera- 
The newspaper found Tennessee 
taking the fourth biggest whack 


tion of all matters pertaining to 
publicity, advertising and promo- 

from the motorist, being exceeded 

only by Louisiana and North 


tion. The club is known as the 
Pontiac Dealers Club of Metropoli- 
Carolina. 
The following average annual 


tan Bay Area. 
levies were reported: Florida, 


George Daniels of George Dan- 

iels, Inc., San Francisco, has been 
$83.85; Louisiana, $77.27; North 
Carolina, $75.16, and Tennessee, 


elected president of the organiza- 
$74.85, 


tion. Other officers elected were: 
Missouri was credited with hav- 


DeLuxe NAME PLATES 


Boas, secretary, and Jerry Brom- 
for Dealers 


berg, treasurer. 
Sparkling, polished, heavy chrome plate to auto- 
94 motive manufacturers’ specifications. 
















and wheel balancing. 
















at Rock Island, Iil. 
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Mechanic eiecl. 
Opened by Bear; 
Cost $400,000 


ROCK ISLAND, IIl.—A $400,000 
automotive safety school and serv- 
ice building has been opened here 
by Bear Mfg. Co. for the training 
of auto mechanics. 


The school occupies the entire 
second floor of the new 90-by-125- 
foot building. Fourteen instructors 
teach the use of Bear equipment 
in two classrooms, a _ balancing 
room, alignment shop and the audi- 
torium display room. In addition 
there are locker and shower rooms 
and school offices. 

Seven courses are now offered at 





MACO de luxe name 
plates are made to 
order in any form, de- 
sign or shape you 
want. Colors may be 
inserted at any point. 
Write today for folder 
and estimates. 















Dept. 8, Rochester, N. Y. 





BIGGEST 
JACK VALUE 


ON THE 
MARKET! 


BIGGEST EVERY WAY 
Ce te eS 


: 


FOB FACTORY 


LOOK AT THESE FEATURES 


THE FAMOUS KRW 3-TON 
HYDRAULIC JACK 


‘BACKED BY 35 YEARS MANUFACTURING EXPERIENCE ... MORE THAN 
12,000 IN USE! The Big, Husky KRW 3-Ton Jack meets every re- 
quirement of strength, fast uiings — spotting and dependabil- 
ity. It is built to the highest standards of quality and workmanship. 
Before you buy any other jack, look at the KRW features, study the 
specifications. You'll discover that it has features of design ... 
achievements in hydraulic engineering that permit it to outperform 
and outlast any et ey No sir. You can’t buy a bet- 
ter jack at any price. Order direct and save plenty. 


TAMPER PROOF 
SAFETY VALVE pre- 


vents overloading ahd 
consequent Seanegh 


SELF CLEANING RE- 
LEASE VALVE. The 
Bigger the load, the 
ughter ic seals 


ROLLER BEARINGS 
oncrowsed froat wheels. 
Heavy loads roll easily 


NDY FOOT PLATE 
3 jack easy to man- 
= and locare under 


SPECIFICATIONS 


Lifting capacity 3 Tons (6000 Ibs.) Weight 195 lbs. Length overall, includ- 

ing handle 88”. Length of chassis 53”. Floor to top of rest pad minimum 

4° maximum 24”. Floor to top of handle when upright 46”. Floor to high- 
est part of Jack Body 6%". Swivel Rest Pad 534" x 5}4", curved co ficall cars. 

hardened and ground Oil capacity 1% pts. Handles all types of axle suspensions on cars and trucks. 2 TON MODEL 

pa Fh . ALSO AVAILABLE 


cated 
_ WRITE FOR PRICE 





PETER CasTars On 
BLE ROW BALL 
BEARINGS cura of 





WORLD'S LARGEST MANUFACTURER 
OF GARAGE TOOLS AND EQUIPMENT 
215 MAIN STREET... BUFFALO 3, N.Y. 


Oi ND Re 





BANK OF ALIGNERS—Showing one bank of aligning racks in the new Bear service school 


In addition to this bank of passenger-car aligners in the service garage 
floor of the school, there are also banks of heavy truck aligners, wheel balancers and a 
safety lane in other parts of the service garage floor of the building. 
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Service Safety School 





NEW MECHANIC TRAINING CENTER—The new Bear Mfg. Co. $400,000 modernistic Auto- 
motive Safety Service school, occupying two full 
2103 Fifth Ave. Rock Island, Ill., was recently dedicated to the training of better and more 
mechanics with specialized knowledge and abilities in wheel aligning, frame straightening 


floors of a 90-by-120-foot building at 





. 
the school, ranging from one to 
four weeks in length. 

Will Dammann, Bear president, 
said: “Our new facilities raise the 
level of mechanics’ training to that 
of our best universities and tech- 
nical schools. They triple our for- 
mer capacity for teaching and en- 
able us to go beyond our immediate 
customers and offer a complete 
course in wheel alignment, balanc- 
ing and safety inspection service 
to mechanics generally at a nomi- 
nal tuition in a non-profit opera- 
tion.” 

An indication of the school’s pop- 
ularity is shown in the home 
addresses of recent students. Be- 
sides every state, there are Aus- 
tralia, Brazil, Cuba, Guatamala, 
Hawaii, India, Iran, Mexico, Puerto 
Rico, South Africa, Colombia, Chile, 
Venezuela and Sweden. 

7 7. 
Philadelphia Bank 
. a 
Expects Gains in 

2 
City’s Employment 

PHILADELPHIA.—A nine-month 
period of reemployment is expected 
to begin here in January, according 
to the Federal Reserve bank of 
Philadelphia. 

By next September the city’s in- 
dustrial figure is expected to rise 
from 320,000 to 327,000 — unless | 
strikes and other work stoppages 
push it downward. 

Labor-management relations is 
the key to whether Philadelphia 
will continue to enjoy post-war 
prosperity, the bank reported, 
adding that the upward employ- 
ment trend will come about only if 
harmony prevails. 

However, even if predicted gains 
are achieved there still will be 
nearly 18,000 fewer persons on 
manufacturing-firm payrolls here 
than there were in September 1948. 

About 4,000 workers will have 
been dropped in a_ three-month 
period ending December 31, and 
some manufacturers are planning a | 
25 percent cutback in 1950, spending 
money only for expansion and plant 
improvement, 

The nation as a whole probably 
is better -off than Philadelphia, ac- 
cording to the bank’s experts who 
noted a cutback of $1,000,000 in 
1949 from the capital expenditures 


of the previous year which totaled 
more than $19,000,000,000. 








Amherst Files Name 


A business name has_been filed 
for Amherst Motor Sales,. 259 Am- 


| visible ultraviolet found 





herst St., Buffalo, by Roman,’ Jane 
and Eugene R. Czarcinski. 
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Changes Sought 


|In Kentucky’s 


Carrier Laws 


FRANKFORT, Ky.—Revision of 
Kentucky laws regulating bus, taxi 
and truck operations will be pro- 
posed to the 1950 Kentucky legis- 
lature by John C. Watts, director 
of the state motor transportation 
division. 

Speaking at a recent conference 


lof a group of legislators who will 


serve in the Kentucky house of 
representatives, Watts said the 
carrier laws have been added to 
constantly since 1932 and now con- 
tain conflicts and’ ambiguities. 
“Some sections of the law cannot 
be understood by good lawyers and 
judges,” he said. 

Watts said he would seek revi- 
sion of the carrier statutes which 
would: 

1. Give the state motor transpor- 
tation division power over all bus 
operations. Under existing Ken- 
tucky law, the state public service 
commission has authority over 
some bus operations within city 
limits, with the motor transporta- 
tion division assuming jurisdiction 
when the routes go into the coun- 
ties. 

2. Increase the division’s author- 
ity in issuing taxi driver licenses. 
Pointing out that under present 
laws a man once convicted of 
armed robbery or a sex crime can 
be given a license if he meets the 
requirements now in the statutes, 
Watts said the state should have 
the right to be more particular 
about drivers to whom it issues 
licenses, 

3. Authorize the motor transpor- 
tation division to send examiners 
out of the state for hearings on 
all applications coming before it. 
Many small-business applicants 
find it expensive to bring witnesses 
and records to Frankfort for hear- 
ings, Watts explained. 


New-Truck Sales 


Rise in Canada 


OTTAWA.—Sales of new trucks 
provided more business for dealers 
across Canada in the first nine 
months of this year than in the 
like period a year ago, though 
there was a wide variance in sales 
records in different areas, ranging 
from a top gain of 46.2 percent in 
dollar volume of truck sales in Al- 
berta to a gain of only 2.3 percent 
in Quebec, Canadian government 
sources disclose. 

Truck sales in the Jan.-to-Sept. 
period were as follows (1948 fig- 
ures in parentheses): Maritime 
provinces, 5,851 (5,363), up 9.1 per- 
cent; Quebec, 11,211 (10,959), up 2.3 
percent; Ontario, 22,135 (20,508), up 
7.9 percent; Manitoba, 4,680 (3,564), 
up 31.3 percent; Saskatchewan, 6,- 
984), up 34.3 percent; Alberta, 7,922 
(5,567), up 42.3 percent, and British 
Columbia, 5,125 (4,913), up 4.3 per- 


Light & Hope 


Westinghouse Aide Beams 
With Optimism 
BLOOMFIELD, N. J.—A life en- 
riched by “hygienic lighting,” 
beaming unseen sunlight ultravio- 
let into schools, offices and fac- 
tories the year around, was fore- 

cast last week. 

Such an achievement, bringing 
indoors the healthful benefits of 
sunlight “without the discomfort 
of a sunburn,” is made practical 
by a new fluorescent sun lamp, 
Richard S. Sheetz wrote in the No- 
vember issue of the Westinghouse 
Engineer, the company’s technical 


| publication. 


The tubular indoor “sun,” five 
times more efficient than any other 
sun lamp, produces the same in- 
in sun- 
light but blocks out radiation of 
heat and visible light, added the 
engineer in the Westinghouse 
Lamp division here. 





Wright-Moore Hudson Co. 

Wright Motor Co., San Angelo, 
Texas., has become the Wright- 
Moore Hudson Co., following elim- 
ination of franchise red tape which 
had prevented use of R. H. Moore, 
partner in the enterprise since Jan. 
1, in the firm name. 
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Which Way for Business? 


Period of Inflationary, Deflationary Influences 
Make Next Move Unsure, Says Bank 


| 
| 
| 






R.I. Streamlines 
Licensing Plan 


For Drivers 
PROVIDENCE, R. I. — Rhode 


NEW YORK.—“Business is now 
in a period of mixed inflationary 
ind deflationary influences, and un- 
ure which direction the next ma- 
ior move will take,” the National 
tity bank of New York states in 
its December letter. 

“Orders on the books of the 
industries, however, show that 
the downward trend in general 
has been interrupted and further 
deflation at least postponed,” the 
bank declares. “The problem now 
is to maintain order and stability 
during the upturn. 

“Fortunately, neither markets 
nor trade reports suggest that the 
change in the industrial outlook 
is leading to any widespread ex- 
cesses in buying or business plan- 
ning. The prices of non-ferrous 
metals, which respond sensitively 
to business conditions and senti- 
ment, on the whole have been 
easier.” 

The bank said that the National 
Assn. of Purchasing Agents, which 
conducts monthly surveys among 
its members, states that buying of 





industrial materials and supplies is 
still held predominantly to a 60-| 
day coverage, with 82 percent of 
those reporting staying within that 
range. 

“The chief inflationary forces 
are the government deficit, includ- 
ing the $2.8 billion of cash to be | 
paid out next month as insurance 
refunds to veterans, the housing | 
loans on easy terms, increasing | 
consumer borrowings to buy goods | 
on terms which give many observ- | 
ers concern, and the rise in indus- | 
trial costs which the fourth-round 
wage increase, taking the form 
mainly of new pension programs, | 
is causing. 

“The chief influences for cau- | 
tion are the downward trend of | 
business expenditures on plant | 
and equipment, and prospective | 
declines in farm income and the 
export surplus.” 

The letter warns that if business | 
slumps again, higher industrial 
costs will prove deflationary also. | 
It further states that resulting | 
higher prices will keep buyers out | 
of the market or profit margins 
will be impaired, and the less-effi- | 
cient producers squeezed. 

“In the broad sense the country | 


Mechanics’ School 
Opened by Nash 


In Los Angeles | 


LOS ANGELES.—A West Coast 
technical training school for Nash 
has been established here, an- 
nounces L. T. Kouns, western re- | 
gional manager. 

The school is under the direction 
of Russell Rasch, western regional 
service representative, and is a 
branch of the Milwaukee technical 
training school. 

The new school provides a two-| 
week comprehensive course of | 
training for a class of 25 men| 
from the western region, embracing 
Seattle, Portland, Spokane, Salt | 
Lake City, Phoenix and Denver. 

Instruction in every phase of au- | 
tomobile work, including differen- | 
tial, transmission, over-drive, igni- 
tion, engine carburetion and body 
work is included in the course. 

Kouns remarked that each man | 
gets practical experience disassem- | 
bling and assembling all working | 
units, as well as gaining a thorough | 
knowledge of theory. 

Instructors for the Los Angeles | 
school have been selected from zone | 
personnel who have passed inten- | 
sive training courses in the Mil- | 
waukee school, according to W. A. | 
Cook, Nash national service man- | 
ager. 

Kouns reported that Nash dealers 
are pleased with the high degree of 
proficiency their mechanics attain 
from the instruction. 

“It is our objective to train an 
outstanding and stable mechanical 
organization in each Nash dealer- 
ship,” said Kouns. “Every man we 
enroll in the school is already a 
qualified mechanic and the training 
he receives makes him capable of 
giving Nash owners the ultimate in 
qualified service.” 








AUTOMOTIVE NEWS production and 
1egistration figures tell the story of output 
and sales every week. 


is now going through a test period 
to determine whether it is in fact 
possible to move down from a 
highly inflated level to more or- 
derly and stable conditions with- 
out an intervening depression. 

“Thus far the answer, provided 

by the fall upturn and the good 
prospects of the next few months, 
has been favorable. But to the ex- 
tent that business activity is held 
up by government deficits it is on 
an insecure and unstable founda- 
tion. 

“People ask how long the defi- 
cits can keep up, and whether 
the penalty of unsound fiscal pol- 
icy will be another inflation 
through dilution of the money 
supply and impairment of its 
purchasing power, or of deflation 
because taxes and uncertainty 
destroy initiative and suppress 
private savings and investment.” 
It would be reckless, the bank 

letter states, to assume that de- 
flationary influences have run their 
course or that all industries have 
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SALESMEN'S CHOICE—Frank Brosnan, Kaiser-Frazer eastern divisional manager, accepting 


the award of the National Council of Salesmen's Organizations designating the Kaiser 
Traveler as ‘‘car of the year, especially designed to meet the salesman's transportation 
needs."' The award was made at the national convention of the council in New York Dec. 3. 
named model-of-the-year by New York garment 


With Brosnan are Mary Collins, recentl 
president. 


salesmen, and Louis A. Capaido, counci 


completed the adjustment from the| need is to reduce the inflation- 


USTOMERS tell u 
Service Dep? 
and competent ” 
conscientious work. 


postwar inflation to more normal 
conditions. 

“Yet the immediate problem is 
to avoid piling up new inflationary 
conditions and creating new weak- 
nesses which would lead to greater 
instability and produce a more vio- 
lent reaction. 

“On the part of government the 
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riments are @ ie 
rvice. This 


t i 
service is one of the we 
pletely inspect each ; 
customer and providing 


ary pressure and re-establish con- 
fidence through economy in ex- 
penditures. 

“On the whole economy falls the 
responsibility of avoiding excesses 
and reducing costs, to keep manu- 
factured goods prices from moving 


Island’s registrar of motor vehicles 
has announced a new streamlined 
plan for licensing drivers. 

Under this plan, now in effect, 
there will be no long forms to fill 
out; no lengthy written tests; no 
requirements for the applicant to 
have driven 300 miles with a li- 
censed driver. 

On a single application, all perti- 
nent questions about the applicant 
are answered. On the same form 
is the affidavit and financial re- 
sponsibility statement required of 
persons under 18. There also is the 


-| form to be filled out by the inspec- 


tors giving road tests. One section 
is finally detached and becomes the 
driving license. 


The examination itself is stripped 
down to 10 questions based on 
study of the state driving manual 
and motor vehicle laws. The main 
exam is the road test. All testing 
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d efficient Wagner, r ° 
and the spee?y: A. P. obile, Inc., Detroit 


INCREASE YOUR BUSINESS WITH 


Linco/n 


Ty ng treecvred 
LUBRICATION 
EQUIPMENT 





Wagner Oldsm 


CUSTOMER CONFIDENCE because of ad- 
vanced styling. Customers see you're equipped 
to do expert lubrication. 


builds 


FAST, EASY OPERATION because of tested 
functional engineering. There's no lost time to 
cut your profit. 


assures 


* 

TROUBLE-FREE SERVICE becouse of pretested 
provides construction. Quality built, inside and out. 
GUARANTEED, DEPENDABLE PERFORMANCE, 
Proved by more than 25 years’ experience. 


insures 


© © © PIONEER BUILDERS 






LUBRICATING EQUIPMENT © © « 
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Radio Stars Help Opening 
Of Nardin-Hudson, New York 
Arthur Nardin celebrated the 
opening of his new dealership, 
Nardin-Hudson of New York, 


Inc., 1739 Broadway, New York, 
with a radio broadcast from the 
















by, Irene Rich and Vincent Lopez, 
Nardin said, The dealership’s 
opening coincided with the intro- 
duction of Hudson’s new Pace- 
maker model. 


DeSoto Names Wagner 


D. H. Wagner, owner of Wagner 

showrooms, Equipment Co., Dunlap, Tenn., has 
The show featured well-known | been appointed a DeSoto-Plymouth 

entertainers, including Bob Cros- | dealer for Sequatchie county. 
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*PULLY PATENTED 
U. S$. No. 2,281,555 


Caneda No. 416633 
Write TODAY for complete information 


4 
Kink- yee INC. 17 West 60th St., New York 23, 


Representative — HARVEY J. NESTLE 
817 Book Bldg., Detroit 26, Mich. 
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GET RID OF GAS FUMES 


Solve This Serious Problem With A 
National Approved Underfloor System 


For the garage owner planning a new building or extensive remodeling, 
National has designed and engineered 3 systems for effective removal of 
poisonous carbon monoxide gas and smoke. National underfloor systems are 
completely fabricated at factory and shipped in packaged unit—nothing else 
to buy. Proven adequate and dependable, National has thousands of installa- 
tions in every part of the U.S. Send a rough drawing of your service urea, 
showing stall positions. We will gladly supply you with plans to suit your 
needs. Literature on request. 


Standard Kit, 2 dual floor 


inlets serving 4 cars at one 


$31950 


time. 


f.o.b. Decatur. Complete pack- 
aged kit, including motor and 
blower — underfloor duct work 
(requires merel encasing in 
poured concrete.) Flexible tubes 
and Dial-O-Vent floor assembly 
allows dual service at each in- 
let. Additional dual car service 
extensions, $45 each. Illustration 
shows standard unit plus 2 extra 
dual inlets. 


National also makes a complete packaged kit for Overhead installations 
—$187.50. Flexible metal hose, motor and blower units, cast aluminum 


floor assemblies and accessories available. Write for complete catalog. 


The National System of GarageVentilation 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 
DEPT. 2121, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 
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Dealer Stocks Off Sharply 


Shutdowns, Sales Cut Total to 409,551; 





Average Now 





situation will prevail this month. 
* * * 


OT more than 300,000 new cars 

are expected to roll from the 
nation’s assembly lines in De- 
cember. 

As was expected, dealers in many 
areas report that motorists, in- 
|spired by shortage fears due to 
| the steel and coal strikes, have put 
buying plans into effect that 
ordinarily might have been delayed 
until later. 

Except for a few less favored 
makes and models, dealers report 
that immediate delivery of new 
cars is getting more and more 
difficult to make, especially if the 
buyer insists on a particular color 





or body style. 
And because of current low pro- 
| New-Car Stocks 
In Postwar 
(Estimated by Automotive News) 
Cars Cars Total 
Actu- in Poten- 
ally in Transit tial 
Period Dealers’ to Inven- 
Ending Stock Dealers tory 
dan. 1, °47. 75,838 175,000 250,838 
duly 1, °47. 56,752 205,000 261,752 
dan. 1, 48. 78,636 242,000 320,636 
duly 1, °48. 84,559 214,000 298,559 
Jan. 1, °49.. 196,883 293,000 489,883 
Mar, 1, °49.. 205,681 244,000 449,681 
Apr, 1, °49.. 194,949 310,000 504,949 
Sept. 1, °49.. 286,686 306,000 592,686 
Oct, 1, '49.. 340,457 278,000 618,457 
Nov, 1, °49.. 339,858 233,000 *572,858 
Dec, 1, °49.. 287,551 122,000 409,551 


N.B.—Above figures include new cars 
actually in dealer hands, plus those in 
transit, but consigned to individual dealers. 

*Revised. 





duction rates, dealers cannot make 
promises of future delivery with 
any degree of certainty. 

* * * 


UB-NORMAL inventories have 

already brought buyer pressure 
upon dealers in some instances. 
But, in general, dealers are not 
unhappy about the situation. 
Neither are factory officials. 

Many of them admit that recent 
unseasonable buying had been pro- 
voked by the -steel and coal dis- 
putes. But they say the results 


Booster Banquet 
Lures Over 800; 
Officers Listed 


CHICAGO.—More than 800 auto- 
motive sales and distribution rep- 
resentatives from all parts of the 
country were in attendance at the 
28th annual booster banquet last 
week of the Automotive Booster 
Club International, Inc. 


New officers of the club were 
announced at the affair, as follows: 

Daniel Hartnett, western repre- 
sentative at Los Angeles, Motor & 
Equipment Wholesalers Assn., in- 
ternational president emeritus; 
Henry Clark, manufacturers’ rep- 
resentative, Atlanta, president; A. 
F. Snyder, manufacturers’ repre- 
sentative, Minneapolis, first vice- 
president; Walter Sullivan, manu- 
facturers’ representative, Boston, 
second vice-president; H. M. Cree, 
manufacturers’ representative, Dal- 
las, secretary, and Wesley Cratty, 
manufacturers’ representative, Chi- 
cago, treasurer. 

Co-chairmen of the banquet com- 
mittee were Carl L. Broich, Fitz- 
gerald Mfg. Co., Indianapolis, and 
Milton Levit, manufacturers’ rep- 
resentative, Chicago. 


Tax Bills Shelved 
As Mo. Adjourns 


JEFFERSON CITY, Mo. — The 
weary Missouri legislature which 
has been in session almost a year, 
adjourned Nov. 80 until Jan. 14, 


is every indication that the same/prove that a 





without completing action on a new 
drivers’ license law or acting on 
Gov. Forrest Smith’s plan to call a 
special referendum election next 
April to increase the gasoline tax 
from the present two cents to four 
cents a gallon. 

No new action was completed 
either on the 2 percent use tax bill, 
reintroduced after the Missouri 
supreme court declared the original 
n:easure invalid. 





10 Per Outlet 


(Continued from Page 1) 


large backlog of 
demand still exists. 

If that demand begins to fall off 
perceptibly, they say, it can easily 
be rejuvenated and not necessarily 
through the medium of labor strife. 

Most factory officials are confi- 
dent that enough demand for auto- 
mobiles exists to keep production 
going in 1950 at the 1949 pace. An 
estimated 5,100,000 cars will be built 
this year. 

Backing up that kind of opti- 
mism, sales officials recall that 

the auto industry turned out well 





SERVICE SECTION 


over 5,000,000 cars and trucks in 
1929, when there were about 30 
million fewer persons in the U. S. 


Also cited is a recent Federa! 
Reserve Board survey that indi- 
cated a strong market for automo- 
tive vehicles for a long time to 
come. 

Factory officials believe that th: 
late 1949 economic surge is_ th: 
beginning of a trend that will con- 
tinue and improve in the years 
ahead. 


Grego Aids Safety 

In cooperation with the National 
Safety Council, Grego Buick Co., 
2400 Washington St., Vicksburg. 
Miss., has sponsored, free of 
charge, a brake adjustment for the 
first tive Buicks brought to its 
service department each day for 
one week. 








Here’s a Tail Light 
that will 
stop the customers 


Gives cars the new expensive big 
car look. New upturned tail lights 
are the biggest sensation for most 
older model cars. Easy to sell, 
simple to install (slight fitting 
necessary on some models), quick 
money maker. 


ATTENTION Here’s what it is: 

USED CAR @ Rear fender light to be mounted on all makes of cars. 
@ Furnished mplet ith 3,” red gi 1 ith 

DEALERS slagie contect ub. ond \aeebetion a, aon 

Dress up your @ Comes in bare white metal to be painted to suit 

cars. Improve fender color when attached. 

their looks. Add @ Simple to install. Improves appearance 100%. 

$$$ to their re- 

sale value. A Lighting Sensation at: 

JOBBERS: 


Contact us for 
open territories. 


Full Trade 
Discounts to 
Authorized Dealers 


$ O5St: Pair 
Pius Tax 
F.O. B. Chicago 


In Bare Metal—Packed 
Pair to Carton. 


B. H. IVES - 1321 West Fargo Ave., Chicago 26, II. 





Ever hear of a 


SELLING 
MACHINE? 


MR. AUTOMOBILE DEALER: 


@ You probably remember the old say- 
ing: ‘‘Don’t believe everything you hear, 
and then believe only half of what you 
see.’’ That was fair advice to follow in 
the gay nineties, when communications were 
slow and facts sometimes took years to 
make themselves plain for all to see. Even 
today—well, you still have to weigh care- 
fully the news as it comes to you before 
you place firm credence in it. 


@ Just for instance, all this furor about 
the lack of REAL salesmen today—espe- 
cially automobile salesmen. It would seem 
that on this point you don’t have to go 
very far afield to find the truth of the 
statements made by all the ‘‘Big Wheels’’ 
in the industry; you can check the facts 
right in your own organization. What did 
it cost you to get a prospect in 19467 What 
does it cost you today? What will it cost 
you next year? WHAT IS EVEN MORE 
IMPORTANT—What will it cost you if this 
prospect walks out without buying? 


@ So you say: ‘‘That’s all well and 
good, but what has that to do with selling 
anc salesmanship?’’ Here’s what J. W 
Farlow, General Manager of the Automo- 
bile Merchants Association, said in the 
September 12 issue of AUTOMOTIVE 
“In a competitive market, the 
dealer who is not prepared to SELL his 
merchandise has only one alternative—and 
that is to give it away. That is, to give 
away his profit so that he can sell cheaper 
than his competitor.'’ 


@ The national magazines and the met- 
ropolitan newspapers have printed several 
miles of such remarks. How about it? 
What is the cost per sale in YOUR organ- 
ization? How about your competitor across 
the street? Why is his building covered 
with banners announcing ‘‘Biggest trade-in 
allowance in town’’—$100.00 down’’—and 
other ‘‘gimmicks’’ pointed to moving cars 
without the need of his salesmen resorting 
to ‘‘down-to-earth’’ creative salesmanship? 


@ You say: ‘Probably because he has 
no real salesmen on his force.’’ Well, how 
about you? Are you fortunate enough to 
have a full staff of truly competent men 


FROSTROM SERVICE 
5225 Wilshire Bivd. 
los Angeles 36, Calif. 








who are sales producers? No? You can 
have! 

@ Through years of research, coupled 
with practical work in the field, I have 


developed a means of converting your or- 
ganization, be it large or small, into an 
efficient SELLING MACHINE. I can show 
you how to solve the two major problems 
that exist in your field today. I can show 
you: No. 1—How to increase your number 
of prospects; No, 2—How to convert into 
sales, a larger percentage of these pros- 
pects; thereby increasing your profit sub- 
stantially. 


@ Are you interested in an original and 
perfected yet wholly NEW METHOD of 


* ereating from sound material, truly efficient 


and productive salesmen? Then let me 
show you how. Let me prove it to you 
without any risk or obligation on your 
part. I would like to send you, postpaid 
free of charge, my new booklet entitled 
‘“‘The Creative Salesman,’’ together with 
full details of my NEW METHOD of de 
veloping an efficient ‘‘Selling Machine. 
Your name on the coupon will do, but do 
it NOW! 


—CHARLES MORRIS. 


| Frostrom Service | 
| 5225 Wilshire Bivd., Dept. 1-122 | 
Los Augeles 36, Calif. | 
! Mr. Morris: | 
| Please send me your FREE BOOK, 
| ‘*The Creative Salesman,’’ and complete | 
details of your new method of develop- | 
ing an efficient “SELLING MACHINE.” | 
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Made to Factories . . . 





Montana Assn. Irked 
By Co-Op Dealers 


BILLINGS, Mont.—The Montana 
Automobile Dealers Assn. has re- 
quested auto factories to discon- 
tinue franchise relationships with 
cooperatives. 

At the association’s annual con- 
vention here, the dealers directed 
appointment of a committee to 
make a study of legislative pro- 
posals designed to tax “numerous 
business institutions and corpora- 
tions that are now escaping 
taxation.” 

Other resolutions asked repeal of 
federal excise taxes on automobiles, 
parts and accessories and trans- 
portation; recommended standardi- 
zation of title procedure throughout 
the nation, and instructed the 


president to appoint a committee 
to draw up a drivers’ responsibility 
act—to be submittted to the next 
dealer convention, in Great Falls, 
and then to the state legislature. 
At a banquet which climaxed the 


18 MODELS 
FOR EVERY 
STORAGE 
(tz 
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Send for new, 
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session of Montana auto men, two 
students received $250 scholarships, 
“to point out to them the close 
relationship between Montana’s 
higher education system and the 
business life of the state... .” 
Leigh Allen Wallace, senior in 
business administration at Montana 
State university, Missoula, and 
Martin F. Whelan, senior in me- 
chanical engineering at Montana 
State college, Bozeman, were recipi- 
ents of the annual awards. 
Keynote speech of the convention 
was delivered by George Ziesmer of 
Mankato, Minn., president of the 
National Automobile Dealers Assn. 
Ziesmer told the delegates that 
“we are going to have to take a 
more active part in politics to 
prevent damage to our business 
and the nation’s economy as a 
whole by socialistic trends in 
government.” 
Ziesmer charged that “the federal 
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government is taxing and regulat- 
ing the incentive out of free com- 
petitive enterprise.” 

Viewing business prospects for 
1950, he predicted increased com- 
petition and less dealer profit, with 
a 5 to 10 percent reduction in unit 
sales of automobiles. 

Automobile dealers “will have to 
earn their profits next year,” he 
stated. “Wise management in a 
normal buyers’ market will deter- 
mine success.” 

Ziesmer saw little chance for 
significant price reductions “al- 
though certain manufacturers will 
make adjustments to meet competi- 
tion.” 

Labor, the biggest single part 
of a car’s cost, is not going to be 
cheaper; taxes and freight rates 
are not going to drop; material 
costs will drop negligibly; so 
little change in retail prices is to 
be expected, he said. 

Other speakers at the convention 
were Paul Millians of Baltimore, 
vice-president of Commercial Credit 
Corp.; George A. Sass of an In- 
dianapolis sales promotion firm; 
































Conference 
(Continued from Page 1) 


of highway damage done by trucks 
and to report before Feb. 1, 1950. 

Members named to the commit- 
tee were: T. J. Kauer, Ohio high- 
way director; Albert S. Gordon, 
administrative assistant to the 
highway commissioner of Mary- 
land; E. L. Schmidt, chief engineer, 
Pennsylvania state highway de- 
partment; M. F. Johnson, division 
of maintenance, Kentucky state 
highway department, and V. L. 
Glover, Illinois state highway de- 
partment. 


The appointments were made 
by Frank Bane, Chicago, execu- 
tive director of the Council of 
State Governments, who pre- 
sided at the final day’s session. 


Kauer suggested that trucking 
interests be invited to help defray 
the expense of the investigation, 
and Gordon extended an invitation 
to the highway officials to join 
Maryland in a series of tests to 
determine the damage done to 
highways in that state by trucks 
of 18,000-22,000 pound axle weights. 


Some of the officials attending 
the meeting, it is believed, will co- 
operate with Maryland in making 
the tests. Gordon said that the 
tests would cost about $50,000 to 
each state participating, and that 
the inspections could be made in 
some other state than Maryland if 
the officials wished. 


In his address welcoming the 
delegates to the conference, Gov. 
F. J. Lausche of Ohio, who is vice- 
president of the Federation for 
Railway Progress, offered four 
questions for the consideration of 
the conference: 


Are the truck weight and dimen- 
sion laws sufficiently liberal, or are 
they too severe? Is the overloading 
of trucks a cause of accidents on 
the highways? To what degree are 
trucks responsible for the breaking 
down of the highways? Are trucks 
contributing their fair share to- 
ward the cost of building and 
| maintaining highways? 

The governor expressed the 

| hope that a “bible” could be com- 

piled that would serve as a guide 

| for all states in the drafting of 

| truck size and weight regula- 
| tions, 


Karl M. Richards, representing’ 
| the truck section of the Automo- 
bile Manufacturers Assn., urged a 
scientific study of the question in 
an effort to obtain definite data 
| for licensing and enforcement reg- 
| ulations. 


He suggested that the “manu- 
facturers gross vehicle weight” for- 
mula be used as a basis for the 
| study. Richards told of his study 
|}of highway conditions in Europe. 
| He blamed ill-advised government 
| regulation and cartels with their 
lack of competition for the sad 
| plight of European highways. 














American Trucking Assns., said 
members of his organization are 
large investors in highways and 
urged that the engineers give the 
question of weights and dimen- 
|}sions serious, unbiased study. 

He declared that reciprocity 
must prevail between the states, 
and that no barriers should be 
set up. State barriers, he said, 
will lead to federal regulation, 
and federal intervention is the 
last thing the industry wants. 





Harry E. Booth, representing the | 





12, 1949 


J. G. Skibbins of Helena, manager 
of the Montana state chamber of 
commerce; Cap. John C. Flanagan 
of Billings, a member of the state 
highway patrol, and W. D. Foster 
of Deer Lodge, deputy state regis- 
trar of motor vehicles. 


New officers elected for the state 
association are Glayde Yoder of 
Sidney, president; Dee Washburn 
of Great Falls, first vice-president, 
and Charles Hatch of Miles City, 
second vice-president. 

John J. Jewell of Helena was 
renamed secretary-treasurer, 

George B. Schotte of Butte was 
moderator for a panel on retail 
sales 
were Casper 


63 


Fred Grifig of Butte, Prescott 
Boutelle of Miles City, Ed Flem- 
ming of Livingston and Rock Hand 
of Helena. 

Association directors are George 
B. Schotte of Butte, chairman; 
Barney Ryan of Bozeman; Dee 
Washburn of Great Falls; Matt 
Himsl of Kalispell; R. W. Tucker of 
Missoula; Clyde Burgan of Helena; 
Lansing J. Macintyre of Billings; 
Bert Walker of Lewistown; Paul 
Magruder of Glasgow; Cullie Dol- 
ven of Harlem; Glayde Yoder of 
Sidney, and Charles Hatch of Miles 
City. 

Insurance trustees are Ryan, 
Schotty, Washburn, Roy Sorrels of 
Billings and Jewell. 








management. Participants 
Nybo of Missoula, 
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THE "NEW" LUGGAGE CARRIER 
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... Automobile Accessory Dealers everywhere are singing the praises 
of the NEW all-metal tubular frame “CAR CADDY." Tremendous Sales 
have resulted in exceptional Profits. . . . In Foreign Markets. 
... The NEW “CAR CADDY” is designed to fit all Car and some Truck 
models and makes—Domestic and Foreign. . . . Attached or Detached 
in a jiffy without tools. . . . Just Clamp to Drain Channel above door 
and the Car Caddy is ready for use. No Screws, Bolts, Nails, etc. . . . 
Rubber cushioned contact points prevent scratching or marring. 
...Comes ready for car color matching coat or in the ever popular 
weather resistant chrome finish. . . . Easily stored in garage or utility 
closet. 
IDEAL FOR CARRYING LUGGAGE & INDUSTRIAL EQUIPMENT 

BICYCLES — PRAMS — SMALL BOATS — ETC. 

Write or Wire Box AN-100 


cA CLM cov 


2318—33rd St. Long Island City 5, N. Y. 













THE 


Wb 


ELECTRIC 
LOCKING GAS CAP 





..». offers the motorist 
added beauty and real 
convenience for his car. 


The market is.RIPE for 


List Price 2 


this eye-catching, practical accessory that 
virtually sells itself from attractive coun- 


ter demonstrator. 


Dealers: 


WRITE OR WIRE FOR DEALERSHIP PROPOSITION 


1: ANNCO SALES COMPANY, INC. 
9613 LORAIN AVE. CLEVELAND 2, OHIO 
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service an oil-bath air cleaner will 
not only decrease the value of the 
unit but actually can cause enough 
trouble to make the unit a liability 
to the car owner, according to 
Chek-Chart Corp., 31 E. Congress 


To Service Air Cleaners 


Chek-Chart Gives Car-Makers’ Suggestions 
For Oil-Bath Devices 


CHICAGO.—Failure to properly |to be used, but the most commonly | 


used is kerosene. It does not evap- 
orate very readily, however, and 
if the service man does not take 
care to remove all of the kerosene 








OPENING PROGRAM LASTED A WEEK—Hull-Dobbs has formally opened its new building 
at 12th and Sycamore, Cincinnati. It was timed to coincide with the announcement of Ford 


1950 models. 


ive hundred orchids, flown from Hawaii, were 


iven to women. A 1950 Ford 


was given away free. Hull-Dobbs began operation in Cincinnati Sept. |, 1948, and has sold 


more than 2,500 cars and trucks in the first 


$200,000, includes new sales and service facilities. 


ear. “~~ and remodeling, at a cost of 


vers about 28,000 square feet. The 


sales department has 25 men and in all there are 55 employes. Department heads are 
A. ©. Anderson, sales manager; R. A. Guethiein, business manager; H. C. Rouse, used-car 


manager; K. B. Inman, parts department manager; 
ager, and Clay Byers, manager of paint and 


Frank Deters, service department man- 
y shop. Joe Prichard succeeded W. R. 


Johnson, who returned to the Memphis office last spring, as general manager in Cincinnati. 
Prichard, at 34, became the youngest general manager of a Hull-Dobbs dealership. 


AAR Members 
Get Posts in 


Eastern Show 


BOSTON.—Members of the New 
England group of the Automotive 
Affiliated Representatives are tak- 
ing part in the New England re- 
gional automotive show to be held 
in Boston Apr. 25-28, the AAR an- 
nounced here. 

Among the members elected to 

parts in the operation of this show 
are Frank S. Evans, vice-president 
of the corporation operating the 
show, and Philip A. Gahm, secre- 
tary. 
On the board of directors for the 
corporation are Lawrence W. Kelly, 
S. A. Fryett and Walter J. Sullivan, 
and on the publicity committee, 
S. Amoroso. 


Chairman of the management! 


committee is L. W. Kelly, Stanley 
F. Stowers, AAR national first 
vice-president, is also a member 
of this committee. Kelly, Evans 
and Gahm are also members of 
the executive committee. 

Many meetings have been held 
to complete arrangements for the 
show, which is expected to be one 
of the largest regional automotive 
shows held in many years. 


Buick Appoints Burns 


In Phoenix, Ariz. 

Arizona Automobile Co., headed | 
by C. W. Burns, formerly of Bil- 
lings, Mont., has been appointed 
Buick dealer for Phoenix, Ariz., 
the Buick Motor division has an- 
nounced, 

The new dealership has leased 
the -facilities and building at 621 
N. Seventh Ave., formerly occu- 
pied by Campbell Motors, Inc. 
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THRIFTY 


CYLINDER HONE 
RANGE 


For small cars, outboard motors, motor bikes, 
hydraulic jacks and pumps, lawn mowers, 
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motorcycles, pumps, foreign 


dustrial bore within range. 


AMMCO TOOLS, INC. 2108 Commonwealth Ave., North Chicago, Ill. 
We are interested... Send complete information on Model 1450 


St. 


If the accumulated sediment 
collected in the reservoir of the 
air cleaner is not cleaned out 
regularly, it will clog the filter. 
The resistance caused to the flow 
of air through the filter will re- 
sult in poor engine performance 
and an increase in gasoline con- 
sumption, it is said. 

Similarly, if the reservoir is over- 
filled at the time of servicing it 
could have the same effect as a 
clogged filter. The greatest danger 
in overfilling it is, however, the 
possibility that oil from the clean- 
er will be drawn into the engine. 


Since dirt has been trapped in 
this oil, a considerable amount of 
harmful abrasive material may be 
drawn into the engine, said Chek- 
Chart. Also, overfilled cleaners may 
spill oil onto the engine, carbure- 
tor and ignition wires. 

All oil-bath air cleaners have a 
marker of some type to designate 
the proper level of the oil. Service 


| personnel must be certain that the 
|reservoir is not filled to a level 


above this marker, Chek-Chart 


| warned. 


One exception to this rule is 
on the 1949 Mercury equipped 
with air cleaners identified by 
“HH” marking on bottom of oil 
reservoir. These cleaners take 


only one-half pint of oil although 
the level marker would indicate 
the need for a full pint of oil. 
There is some difference of opin- 
ion on the type of cleansing agent 







cars, small 


stationary engines, any automotive or in- 











Chevrolet Shifts 
Duties of Eight 
Plant Officials 


DETROIT.—Changes in the re- 
sponsibilities of eight members of 
the Chevrolet management group 
were announced last week by W. J. 
Scott, general manufacturing man- 
ager of Chevrolet. A list of them 
and their new responsibilities fol- 
lows: 

J. D. Harbaugh, plant manager 
of the Chevrolet-Detroit Gear and 
Axle division, to manager of Detroit 
plants. This includes both Detroit 
Gear and Axle and Detroit Forge 
divisions. 

R. W. Podlesak, plant manager of 
the Chevrolet assembly plant at 
Janesville, Wis., will succeed Har- 
baugh as plant manager of the 
Detroit Gear and Axle division. 

J. L. Coyle, plant manager of the 


ceed Podlesak as manager of the 
Janesville plant. 

A. R. Roskilly, general superin- 
tendent of production at the Detroit 
Gear and Axle division, will suc- 





| 7. 
| Theory & Practice 
Vehicle Testing Taught 
At Wisconsin U. 

MADISON, Wis.—Passenger au- 
temobiles and trucks of all kinds 
are getting a thorough going-over 
in a new engineering course at the 
University of Wisconsin this fall. 

Its official title is “Vehicle Test- 
ing Theory and Practice.” 

Its 17 engineering students are 
taught how to measure fuel econ- 
omy, steering ability, towing pull, 
tractive resistance and speed, as 
well as the ability of brakes, the 
relative safety of various types of 
drive, such.as front, rear and four- 
wheel drive, and the cooling ability 
of the vehicles as they operate on 
the highways. 

The course is taught by Archie 
H. Easton, lecturer and director 
of the university’s truck testing 
| project. The truck project is made 
ee by grants from Four Wheel 





Drive Auto Co., Clintonville. 


Standard in New Home 
Standard Motor Co. (Dodge- 
Plymouth), Denver, recently cele- 
brated more than 20 years in 
business with the formal opening 
of a new building. 

Erected as a cost of $265,000, 
the building has 49,945 square feet 
of floor space and a roof garden. 

| The Gértz brothers—Sol and Nate 
| —entered the automotive field 
| here in 1929. Ten years later they 
| organized the Standard Motor Co. 
Sol became president and Nate, 
secretary and treasurer. Charles 
Stiffler is sales manager for the 


company. 


before the unit is reassembled it 
will dilute the oil in the reservoir. 
This dilution will thin out the oil 
and may result in the oil being 
pulled into the engine. 

One manufacturer, Buick, spe- 

Make Years 

Buick . 1946-49 
Cadillac 1946-49 
Chrysler . . 1946-49 
| Crosley 1947 
| 1948-49 
DeSoto 1946-49 
Dodge 1946-49 
Ford 1946 

1947-48 
1949 
Frazer 1947-49 
Kaiser . 1947-49 
Lincoln 1946-49 
Mercury . . 1946-49 
Packard 1946-47 
1948-49 

Plymouth 1946-49 

ment or the level of the dirt has 
then clean and refill reservoir to level mark. 


Chevrolet-Muncie division, will suc- | 


SERVICE SECTION 


cifically provides that kerosene 
should not be used, it is said. Gas- 
|oline is a good cleaning agent but 
objectionable as a fire hazard. 

A number of petroleum sol- 
vents with a higher evaporation 
| factor than kerosene and a low 
inflammable point are available 
for this cleaning operation. 

There are some differences be- 
tween suppliers’ and _ individual 
manufacturers’ recommendations 
for the viscosity of the oil to be 
used and the service interval. 

The complete table of car mak- 
ers’ recommendations for all cars 
| equipped with oil bath air cleaners 
|in postwar production is shown in 





| the following: 

SAE Grade Service 
Motor Oil Interval 
Summer Winter in Miles 
50 50 5,000 
50 20 2,000 
50 20W *1,000 
Crankcase grade MO 2,000 
Crankcase grade MO 5,000 
50 20W *1,000 
50 20W *1,000 
Crankcase grade MO 2,000 
Crankcase grade MO 3,500 
30 10 *1,000 

50 20 2,000 , 
50 20 2,000 
50 20 *1,000 
50 20 *1,000 
50 20 1,000-2,000 
50 20 5,000 
50 20W *1,000 


*Inspect every 1,000 miles. If reservoir is more than half full of sedi- 


reached the shelf, remove cleaner— 





ceed Coyle as plant manager of the 
Muncie operation. 

I. B. Scofield, general superin- 
tendent of the Chevrolet-Flint 
Manufacturing division, is assigned 
to special duties there. 

B. D. Marshall, plant manager of 
the Chevrolet-Detroit Forge divi- 
sion, to assistant manager of the 
Flint Manufacturing division. 

F. C. Hillman, plant manager of 
the Motor division at Flint, will 
succeed Marshall as plant manager 
of the Detroit Forge division. 

M. W. Clark, on special assign- 
ment at the Flint Manufacturing 
division, will succeed Hillman as 
plant manager of the Motor divi- 
sion there. 


SIMPLE AS 





PIE 


N ¥ 








What could be simpler for 
station attendant and motoris' 
alike than filling a gas tank 
equipped with VENTALARM* 
fill signal? 

Fast, easy, sure fills with 
never a spill. The car with the 
tank whistle is the car we like 
to see coming...the car we 


talk about! 
*Reg. U.S. Pat. Off. 


Manufactured by 


SCULLY SIGNAL CO. 


92 First Street Cambridge 41, Mass 
























For Their New Car Advertising 


© Critical Craftsmanship from 
Designer to finished Product 


© Triple-plate Chrome Finish 
© Life-of-Car Durability 

© Customer Eye Appeal 

®@ New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE. . . Yours to 
keep and compare! 





@ nO OBLIGATION e 
Stemac.. 2409 1st 5. 
DENVER 11, COLORADO 
DISTRIBUTORS WANTED 
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= | uto News from Britain | (1/401! Safety Council 
rd. ' . . ~y j 
eel- | Vehicle Output in September Sets Postwar Mark; for years Again Conducts 
ation . . . . tn anmne ; e e 
— Austin Disappointed in U. S. Market Anti-Skid Test 
lable By Arthur E. Jones proved expensive, and losses were | > CHICAGO.—An antidote for skid- 
Staff Correspondent incurred. ‘ding accidents and traffic tie-ups 
Ss be- eee of cars, even > ss oe on snow and ice, the bugaboos of 
vidual before the full effects of de-| Among Producers mre ae ot winter motoring, will be sought 
tions valuation are seen, have gone up. ED. JAMES hs again this winter when the Na- 
to be New peak figures were reached “hein tes a ‘ona tee 1 ea on ermuncy stab tional Safety council conducts its 
I. in September, when there was 4/ her shi ped its 100,000th ve-| ; sixth winter-hazards research pro- 
mak- weekly output of 6,700 cam, the hicle eveneean since the beginning | —— 
| cars highest since the war. The output| (+ 4), year. The average shipment | Two weeks of scientific testing 
aners of 4,500 trucks and coaches each| i. iow ‘at the rate of 1,500 a week. | will start Jan. 16 on the frozen 
wn in week "ee pases Was an all- This firm has a Canaé@ien order | surface of Pine Lake, near Clinton- 
time high. for 1 cars—Morris, Riley and ie ; ville, Wis., and on nearby roads. 
Geintes A greater car shipment than M a ; os ey ase- |; JAMES HONORED AGAIN €d James (Studebaker), Long Beach, Calif., whose dealership Prof. Ralph A. Moyer, research 
Interval de duri th - els—valued at $6,750, | is @ pseudo-subdivision of the city known as ‘Jamestown,’ is honored by Studebaker with a lengineer of the Universit f Cali 
in Miles ever before wes made tn of 44.500 000. This is the largest dollar | Certificate of Merit for Service, a factory citation, being presented by Vic Schetzow, at febnie institute of team pe ti i. 
a a oe aaauneaels ote Bm ‘a on af a oe “ge wy the —— left, service representative for Studebaker Pacific Corp land traffic chainteting is Dacheanain 
. , eS ; “| an o clear e order expo SS ee | , : 
*1,000 ports of 8,500 were only slightly! wilt at once start at the rate of ; of the council’s committee on win- 
2,000 down from the previous record set| 159 a week, later being iaandanedl Missouri Pegs a. absence of $8,000,000 an- es hazards, — oe di- 
in May. . rect the program. e rector 
_5:000 , : _| 89 580 & week. eae The Madison regulatory labor bill | will be T. J. Carmichael, adminis- 
1,000 The biggest reason for the ex The Rootes Group, producer of |AMIterest Ce ing trativ. ‘ f the Ge IM 
*1,000 port increase was the greater num-|the Humber, Hillman, Sunbeam- was revoked but the King-Thomp- pecng 2 eae S d oe a= 
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ae EW light on the U. S. mar-| 2,000,000 preference shares have : ; ! ; of tire chains and tires especially 
2.000 A NEW light souri remains at 8 percent since | q 
as ket for British cars has been| been offered at $2.80 a share, the Missouri legislature failed to ntario Truckers Face designed for ice and snow traction. 
+1000 shed by L. P. Lord, chairman and| though 500,000 shares are already|+.4, action on the troublesome Mudguard Deadline Jan. 1 Since human lives, injuries, cost- 
\-2'000 managing director of Austin. In allocated to the Prudential Assur-| - 1.41) loan bill. TORONTO an ly damages, traffic delays and 
5000 spite of all efforts to sell Austins|#nce Co. which had an active in-|" puting the year this measure was -—Ontario’s anti-| marooned vehicles are involved in 
onueo in the U. S., the car has met with|terest in the business when run! ritten and rewritten to provide | *P/@8h act takes effect Jan. 1, and|the problem of traction in winter, 
aa. only varying success, At first sales nd a — i ee = a income from loaned money at from after that trucks must be equipped = committee will try to find reli- 
were 250 cars a week, but Austin | brother. e rothers felt the|14 to 35 percent per annum. with mudguards. In the case of | able answers,” said Ross G. Wilcox, 
yner— sales in the U. S. in the third week financial structure of the firm had| jy, most all its submitted forms, | cars, fenders will be adequate, it council traffic engineer planning the 
ee of November were only 140. ee as eae ule ete the small loan bill would have made | iS believed. project. 
A particular disappointment to|,,.,; 4 rs it possible to incorporate the higher However, for trucks, after Jan. ; 
* oe the firm was the small sales stim- ae Galea ae deena ea interest rates into chattel mort-|1 mudguards will have to be just Thurston to Cooke 
perin- ulus given by the records set by vantage of the opportunties which gages on automobiles and acces-|as much standard equipment as} Thurston Cooke Motor Co. 
-Flint the A90 model on the Indianapolis stil] exist for the lively and the sories. | brakes, headlights and other items.|(Nash), 900 S. Fourth St., Louis- 
igned Speedway. need tn. tee tele a Kined The legislature also left the St.| Police throughout Ontario have| ville, has filed amended articles of 
Austin has lest money in the Coulee ¥ as 4 “sir William The Louis payroll earnings tax dangling | been advised to enforce the new| incorporation, changing its name to 
zer of American market—the only los- | frm’s new title will be Rootes and St. Louis municipal coffers will | measure strictly. . Cooke Sales Corp. 
divi- ing market on its books. Lord | Motors, Ltd... . 3 
f the said his company had no inten- The Society of Motor Manu- 
tion of retiring from the U. S. | facturers and Trades will try to 
ser of field, but there was a limit to | boost car sales in the U. S. with 
, will the expansion work they could | g motor show in New York next 
nager undertake in the U. S. He thought | April, It is expected that several 
; the experiment had been worth- | new models, styled especially for 
—- while, if only to prove that Aus- | the American market, will bow at | 
‘uring tin cars could be sold anywhere. | the show. 
wal ” Among the great obstacles to| The society has stressed the diffi- 
wiih better sales is the firm hold which| culties facing car producers who 


American car manufacturers have 
on the affections of U. S. car own- 
ers, and the price-consciousness of 
buyers, Lord said. 
* * * 

Production to Rise 

ITH the increased steel alloca- 

tion next year the firm intends 
to turn out 3,350 vehicles a week, 
an increase of 339. Lord disclosed 
that few cars were being sold on 
the home market. During the third 
week of November 1,511 of the 
A40 models were exported, com- 
pared with four released for sale 
in Britain. 


want to export to the U. S. These 
include the stiff import duty and 
tax, the heavy freight charges 
across the Atlantic, and the diffi- | 
cult regulations concerning the sale | 
of cars in the U.K. to visitors from 
Canada and the U.S.... 

Joseph Lucas, Ltd., producer of | 
car accessories, has successfully 
tried an incentive scheme for good 
housekeeping in its factories. A} 
prize of $900 was offered to the} 
group of workmen with the tidiest | 
shop, who showed due regard for 
factory and safety regulations and 
personal initiative. ... 

A new refuelling tanker, believed | 





The Canadian market is taking 
over 700 Austins a week, though 
a falling-off is expected during the 
winter, Lord stated. 

The Austin head has com- 
plained that the British govern- 
ment is permitting the sale of 
steel to France for use in the 
nationalized Renault factory, thus 
helping the French car manu- 
facturer to compete in the U. S. 
market. 

The annual report of the Austin 
company shows that in the year 
up to August, 126,685 vehicles were 
produced, 48 percent higher than 
the year before. This had been 
done because the firm could con- 
centrate on the production of es- 
tablished models. The drive to de- 





velop hard currency markets | 


to be one of the largest rigid re- 
fuelling tankers in the world, has 
been built by Leyland Motors and | 
Thompson Bros. 

It is an eight-wheeled 4,000 gal- 
lon aircraft refuelling tanker, and | 
the tank can be loaded either by| 
an external pump or by pumps 


fitted to the truck; can deliver | 





fuel to the aircraft either direct or 
through micro-filters, and can off-| 
load fuel from aircraft. It has a 
125-horsepower diesel engine and a | 
cab for a crew of six. 


Werner Names Thomas 


Werner Motor Co. (GMC), 320 
N. Fifth St., Springfield, Ill.” has 
appointed E, E. Thomas as service 
manager. 
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THE 
ORIGINAL 

FLOCK SERVICE 
MANUAL 


You pay nothing. . 




































STOP COSTLY LOSSES 


NOTHING TO THE POSTMAN 


. you owe nothing, till you agree that 


All of this information and know-how is 
organized for easy adoption by the auto trade; 
it answers ALL your questions about equip- 
ment, materials, preparations, and procedure, 
gives the most recent discoveries in new meth- 
ods and short cuts—contains a gold mine of 
up-to-the-minute new ideas pointed to protit for 
the car dealer. 


ACT NOW 









EVERY DAY'S DELAY costs you money in 


quick jobs on 
might have done at a profit. 
nical resume. 
experience boiled down to book length. 
entirely different and useful guide—simplifies 
€very step from start to finish. 
‘‘show all,’’ 
crysta\-clear illustrations. 


FREE ADVISORY SERVICE 


pew or used cars which you 
Not a mere tech- 
It's the know-how of years of 
An 


Loaded with 
easy-to-follow directions and vivid, 


To make the success of your advent into the 


field of flock finishing doubly 
Industries is making available to you the full 
use of their experimental laboratory and all of 
the technical know-how and knowledge of their 
finishing engineers. 
will have the privilege of sending his problems 
to Coast Industries for expert solution. 
a advice is as near to you as your mail 
x, 
This Flock Service Manual will pay for itself 
in time saved and good results with the very 
first job. Means more satisfied service custom- 
ers and faster selling used cars. 
more dollars to you 
You take no risk 


NO OBLIGATION 


Already 
dered 






sure, Coast 


Every owner of this book 
Our 


Be first to profit with this new finish 


This means 


Don't hesitate. Be first 


hundreds of copies have been or- 
Proof of its inestimable value. But we 

want you to judge for yourself. Go 

through it leisurely. Use it. See for 
yourself that it's worth many times 

its small cost Mail this coupon 
NOW 






Lor ws 
COUPON TODAY 












YOU CAN NOT AFFORD TO GO WITHOUT this expert 

guidance. Ten days’ FREE cxamination. Ten days FREE _ 

to judge its contents. You send no money till you are satis- ‘ COAST INDUSTRIES, Dept. N-122 

fied of its value to you. 1002 S. Los Angeles St., Los Angeles 15, Calif. 

1 WITHOUT OBLIGATION TO ME OR MY COMPANY, send me 

immediately prepaid tor 10 days’ free examination a copy of the 
‘Flock Finishing Manual for the Automotive Trade.’’ After I have 
examined the book for a full 10 days, I will either return the book 





and owe you nothing, or I will keep it and send you $9.95 
Name... , " 
For 


OLDSMOBILE IS HOST TO STUDENTS—Students of Case Tech and Notre Dame were recent | 
Quests of Oldsmobile during the third industrial conference of the company at Lansing. | 
Ge-ity-Michigan Corp. of Adrian, Mich., was co-host. D. E. Ralston, executive assistant to | 
the general manager of Oldsmobile, is seated in the front row, center. At Ralston's right, | 
two seats, is T. C. Downey, Oldsmobile's works manager. The students toured the plant and | 
hac luncheon in the engineering building auditorium. 
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Ex-Dealer’s Chrysler Suit Enters Second Week .. . 





Plot Ruled Out in Preston Trial 


Hamilton Motors) 33 cars before 
he even had his building ready?” 

Wagstaff: “I don’t remember.” 
Austin: “What did you like about 
Smith? Was it his money? He had 
no facilities.” 

Preston’s attorney then showed 
Wagstaff a letter referring to 
Chrysler dealership requirements, 
listing “facilities and so forth.” 

Wagstaff Doesn’t Recall 

Austin then asked: “Does that 
(so forth) mean Smith kicked in 
$100 or $1,000 per car to obtain and 
hold the contract?” 

Wagstaff said it did not. 

In arguing that there was no 
reason for termination of the 
contract, Austin charged that 
Wagstaff never had a conversa- 
tion with Preston prior to 1947, 
because there was “no reason” 
to have any. The witness said he 
didn’t recall any. 

The next witness, Wolfgang 
Brandauer, of Syracuse, Chrysler 
service manager, identified plans he 
and Preston had drawn up regard- 
ing alteration to Preston’s prem- 


Tire Prices Rise 
10% in Canada; 
U.S. Round Over 


AKRON. — B. F. Goodrich and 
Goodyear hoisted the prices of their 
tires and tubes by 3% percent last 
week, completing the industry’s 
second round of increases in less 
than six weeks. 

Canadian subsidiaries of Ameri- 
can companies, meanwhile, were 
joining in with the upward price 
trend. Tire and tube prices were 
being jacked up by 10 percent in 
Canada. 

Despite the two rises of 3% per- 
cent, declared Goodrich Vice-Presi- 
dent J. J. Newman, “tire prices are 
lower than a year ago, and lower 
than they were in 1939.” 


Whitmarsh Heads 
Packard Zone 


DETROIT. — George T. Whit- 
marsh has been promoted to Cleve- 
land zone manager by Packard. 
With Packard since 1944, he goes 
to Cleveland from Pittsburgh where 
he has been serving in a field 
capacity. 

Karl M. Greiner, Packard sales 
vice-president, announced the pro- 
motion. As Packard’s Cleveland 
zone head, Whitmarsh, 51, will work 
under the immediate supervision of 
Ernest J. Platfoot, the company’s 
eastern divisional sales manager. 




















(Continued from Page 3) 


Chrysler, took over the Oneonta. 
territory in 1945 with directions 
to develop it, since it was in 
‘poor shape.” 

Wagstaff also said he told Mc- 
Manus to discuss with Preston the 
situation regarding business and 
alterations. “Things were not im- 
proved,” so Wagstaff sent the Pres- 
ton contract termination in 1947, 
he said. 

Austin then questioned the wit- 
ness and asked if experience and 
reputation are important for deal- 
ers, Wagstaff said “Yes.” 

Austin: “Then how come you 
okayed a Schenectady lawyer?” (E 
Hamilton Smith, of Hamilton 
Motors, Oneonta.) 

Wagstaff: “I don’t recall.” 

Austin: “What was Smith’s repu- 
tation in Oneonta that you okayed 


him?” 

Cites Other Cases 
Wagstaff: “I don’t recall.” 
Austin: “And how about C. E. 

Snyder, an old established dealer 
in Hudson who was thrown out to 
let another dealer in after Snyder 
had spent $30,000 erecting a new 
building?” 

Wagstaff: “I don’t remember.” 

Austin then asked about a man 
named Sykes, who heads Seneca 
Motors in Rochester. The plain- 
tiff (Preston) had implied that 
Sykes got the dealership as a 
result of a friendship with Mc- 
Manus and at the expense of 
other dealers. Wagstaff said he 
remembered no details of the 
case. 

When Wagstaff told Austin that 
a dealership depends on facilities, 
Austin said: 

“Did you not ship Smith 





(of 





AME PLATES 


* PRECISION CAST... 
GUMINATING ALL DIE COSTS 
Quantities as low os 100 may be 
ordered with original design for every 


job! Proof of design submitted for 
approval. Heavily chrome plated. 


502 Locust Street 
Phila. 6, Penna. 








- « « don’t worry Santa! 

we'll have you on your 
way in a jiffy! 

we use a 






PORTABLE 
PNEUMATIC AUTO-LIFT 
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\\ 
tA 
: 


~~ 


BAY MANUFACTURING CO. 


ises to accord with the “facilities” 
requirement. This, he said, was in 
1943 and 1944. 

Brandauer said Preston “stalled,” 
saying the “landlord wouldn't 
cooperate.” 

In Wednesday’s session, 
stand was 


en by K. Ray Spen- 

cer, former ae pecione! man- 

ager. In repl ? ense Attorney 
n 


the 


Leamy, Spe ‘said he never as- 
sured Presto 
him in the dealership after the 
war. He also stated that he didn’t 
like Preston’s facilities. 

Then A. B. Nielsen, 
eastern sales manager, said he 
recommended termination after 
study of pictures of Preston’s 
place and memoranda from area 
managers, describing alleged poor 
facilities. 

Nielsen identified a letter from 
McManus dated May 15, 1947, which 
read in part: 

“On May 7 (1947) Mr. Preston 
came to the office (Syracuse). . . 
(and) complained of ill health; 
that he was under orders to take 
things easy. I asked what decision 
he had reached. 

“I wrote ... pertinent facts as 
Mr. Preston presented them. They 
are: 

“1. Mr. Preston will not build 
new building because of his poor 
health, and it is doctor’s orders 
that no such _ undertaking be 
started. 

“2. His 
building. 

“3. Landlord will not consider 
complete rebuilding job as recom- 
mended by our service department. 

“4. The only commitment Mr. 
Preston has from his landlord is 
to paint the building. 

“I told Mr. Preston this was not 
satisfactory to us. I am attaching 
pictures of Mr. Preston’s facilities, 
which in the opinion of our factory 
men who contact this dealer are 
the worst in the region.” 

Austin then turned his questions 
to reveal how Smith was given a 
dealership. 

“Did you know that Smith had 
just bought his land (for Hamii- 
ton Motors building) for DeSoto’s 
agency at the same time you were 
telling Preston you would give 
him every consideration.” 

Nielsen: “I don’t think so.” 


landlord will not sell 





(Continued from Page 4) 


of less than 2 percent on sales 
volume” which was the average 
during the three years prior to 
the war. 

In the ’30s, generally speaking, 
manufacturers designed and pro- 
duced cars and trucks in sufficient 
quantity to satisfy public demand. 

However, it was during that de- 
cade that manufacturers, lacking in 
trained sales personnel to properly 
merchandise their product through 
their one and only customer, the 
dealer, found it necessary in many 
cases to force dealers to overstock 
on merchandise that lacked public 
acceptance or demand. 

This generally required dealers 
to assume the loss involved in dis- 
posing of excess stock. 

* + - 


Tos manufacturer often required 


in direct-mail advertising and other 
promotional schemes, many of 
which did not adhere to the princi- 
ples of sound merchandising. It is 
hoped that manufacturers will not 
return to the prewar methods, 
| which were not productive of a fair 
profit to the majority of dealers. 

| As outlined in NADA’s industry 
| relations statement of policy, “it is 
the responsibility of the manufac- 
turers to produce satisfactory 
motor vehicles, having public ac- 
|ceptance in the ‘competitive price 
range” in order to move these ve- 
hicles into the hands of consumers. 
It is the manufacturers’ responsi- 
bility to carefully chose and develop 
sound merchants as dealers repre- 
|senting their product. A sound 


man.” 

There is an old saying that “no 
one is as easy to sell as a sales- 
man.” Why shouldn’t the manu- 
facturers “sell” the dealers, who 





| 


he would continue | 


DeSoto | 


his dealers to expend large sums | 


merchant is generally a good sales- | 
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Coming Events 
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Dealer Conventions 


Feb. 5-8—National Auto Dealers Assn. 
convention and exposition, Atlantic City, 
N. J. 


30— Nebraska New Car Dealers 


Mar. 
Hotel Fontenelle, Omaha. 


Assn., 


Apr. 21-22—Washington State Auto Deal- 
ers Assn., Spokane. 


Dealer Auto Shows 


Feb. 11-18 — Buffalo Automotive Trades 
Assn., Masten Ave. Armory, Buffalo. 


Feb. 18-25—Washington Automotive Trade 
Assn. 22nd annual show, National Guard 
Armory, Washington, D.C 


Feb. 1826—Chicago Automobile Trade 
Assn. 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 


Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 


* > > 


Aftermarket Shows 


Automobile Acces- 


Feb. 6-10—National 
annual ex- 


sories Manufacturers Assn. 
position, New York City. 

Feb. 16-19—i950 Pacific Automotive Show, 
Civic Auditorium, San Francisco. 


Mar. 21-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 


Mar. 28-31—Canadian Automotive Service 
Show, Toronto, Ont. 


Apr. 25-28@—New England Regional Auto- 
motive Show, Mechanics Bidg., Boston. 


11-14—Midwest Automotive Show, 


Ma 
ave Pier, Chicago. 


May 29- June 9—Third Canadian Interna- 
tional Trade Fair, Toronto. 


Allied Industries 


Jan. 11-13—National Society of Plastics 
Engineers, Hotel Carter, Cleveland. 


Mar. 810—American Petroleum Inst. (Di- 
vision of Production, southwestern dis- 
trict), Adolphus hotel, Dallas. 


Mar. 28-31—Fourth National Plastics Ex- 
position (Society of the Plastics Indus- 
try), Navy Pier, Chicago. 


Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 


Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 


May 1-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 








only 


are really the factories’ 
customers, 

I feel sure that such a plan would 
not only meet with the approval of 
all sound dealers, but would be of 


| benefit to both manufacturers and) 
| dealers all down the line. 


Again quoting from NADA's in- 
dustry relations statement of policy, 
“It is the responsibility of the 
dealer to satisfactorily sell and 
service the motor vehicle he repre- 
sents and to distribute such motor 


| vehicle in his respective community 


in fair and equitable quantities.” 


HERE can be no doubt as to the 


soundness of the foregoing state- | 


ment. Accepting such responsibil- 
ity and maintaining proper position 
in a competitive market, makes a 
dealer an independent merchant. 
But .to obtain this objective dealers 
must also adopt and adhere to 
postwar thinking in developing per- 
sonnel in their establishment, This 
applies to both the sales force and 
the service force. Every one in a 
dealer establishment must continu- 
ally “sell”—sell himself, his em- 
ployes and the product they repre- 
sent. Such dealer organization is as 
valuable to the manufacturer as the 
merchandise he produces and dis- 
tributes, 

Both manufacturer and dealer 
must be financially sound and 
properly organized with efficient 
personnel to satisfactorily mer- 
chandise our product to service 
the needs of the consumer. A con- 
tract assuring a dealer of greater 
permanancy would permit him to 
develop a higher type organiza- 
tion by offering security for the 
future. 

Again, quoting from the NADA’s 
industry relations statement of 
policy, “Manufacturers are depend- 
ent on their dealers—dealers are 


| dependent upon their manufactur- 


ers, and this calls upon both 


May 11-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 


Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


General 


Jan. 16-18—Annual convention Truck-Trailer 
Manufacturers Assn., Edgewater Gulf 
hotel, Edgewater Park, Miss. 

Jan. 19-27—General Motors Show, 
dorf-Astoria, New York. 

Jan. 26-27—National Car Rental System 
Inc., annual meeting, Drake hotel, Chi 
cago. 

Jan. 26-27—National Council of Private 
Motor Truck Owners, Inc., Iith annual 
meeting, Commodore hotel, New York 
City. 

Feb. 15-16—Grand Canyon Economy Run, 
sponsored by General Petroleum Corp. 

Feb. 27-Mar. 2—American em 
Testing Materials, William Penn 
Pittsburgh. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 


Mar. 20-25—Canadian Automotive Whole 


Wal 


for 
otel, 


salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 
Apr. 15-23—British auto makers show, 


sponsored by Society of Motor Manu 
facturers, Grand Central Palace, New 
York City. 


Apr. 24-27—I9th National Packaging Expo- 
sition, sponsored by American Raneee- 
ment Assn., Navy Pier, Chicago. 


Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 


Apr. 26-27—Third Highway Transportation 

ngress, sponsored by National High- 

way Users nference, Hotel Mayflower, 
Washington. 

Mey renteternetone Motor Show, Turin, 

aly. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 3l-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 


ae a 
Engineering 
Jan. 9-13—Society of Automotive Engi 
neers, annual meeting, Hotel Book- 


Cadillac, Detroit. 


Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction), Hotel Book-Cadillac, Detroit. 


Apr. 10-14—American Soci of Mechani- 
- qremrn, Hotel Statler, Washing- 
‘on, D.C. 


| branches of the industry to recog- 
nize the rights and responsibilities 
of each. The greater the coopera- 
|tion between manufacturer and 
|dealer, the greater success of all 
concerned.” 
a7 ° + 

A®™® right here it can be fairly 

stated that strong dealer asso- 
ciations—national, state and local— 
have done much to encourage 
friendly cooperation. These associa- 
tions are of great value in handling 
the many subjects of vital interest 
that cannot be successfully handled 
individually 

Dealers should always consider 

membership in these associations 
a “must.” 

Let us all intelligently cooperate 
to the end the dealers and manu- 
facturers together with their trade 
association, work for mutual bene- 
fits and continue to strive to better 
serve our public. 


TBA Group Sees 
Demonstration of 


Sales Technique 


ST. LOUIS.—Keynoting the pro- 
gram of the Oil Industry TBA 
Group’s annual conference here last 
week was the demonstration by a 
Sun Oil Co. field representative of 
how that company’s men train gas 
Station attendants to find a tire 
sale prospect and how to build him 
up from a one-tire purchaser to 
buying them in pairs. 

Among the speakers were Car! 
Carter, petroleum distributor; J. C. 
Ray, sales manager, U. S. Tires di- 
vision; R. L. Sommerville, assistant 
general sales manager, Electric 
Storage Battery Co.; R. S. Wilson, 
sales manager, Goodyear; W. N. 
Weiland, field merchandiser, Sun 
Oil Co.; Dr. Vergil D. Reed, asso- 
ciate director of research, J. Walter 
Thompson Co.; F. T. Maxted, mer 
chandising director, Colliers maga 
zine, and A. A. Stambaugh, vice 
president, Standard Oil Co. of Ohio 
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fail to realize their sales potential 
because they disregard tested sales 
programs developed by manufac- 
turers. 

F. R. Dougall jr., assistant gen- 
eral sales director, Acme White 
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Testing (Continued from Page 1) 


, Chal- 
y. option to purchase the property 


for $30,000,000. 

Chatz said he is in touch with 
a group of industrialists who in- 
dicated they are willing to pay 
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Massachusetts Bill Believed First to Do So... 


Defining Legal & Illegal Strikes 


BOSTON.—In what is believed to 
be the first legislative attempt of 
its kind, a new anti-injunction bill 
filed for consideration by the 1950 
Massachusetts legislature lists the 
precise kinds of labor disputes that 
are lawful and those that are 
unlawful. 

The proposed legislation says a 
labor dispute is lawful if it con- 
cerns: 

1. The association or representa- 
tion of persons for collective bar- 
gaining. 

2. The recognition or bargain- 
ing status of a labor organization. 

3. Wages, hire or tenure, hours or 
working conditions. 

4. Execution or performance of 
an agreement to arbitrate an exist- 
ing or future labor dispute. 

5. Execution or performance of a 
collective bargaining agreement 
containing any lawful provision, 
such as the union shop. 

6. Any term or condition of em- 
ployment hitherto regarded as a 
lawful objective of union activity, 
Unlawful disputes are listed by 
the bill as those arising out of a 
demand that: 

1. An employer violate the Fair 
Employment Practices law or Na- 
tional Labor Relations act. 

2. An employer include in a con- 
tract any provision the execution 
or performance of which would be 
unlawful. 

8. An employer recognize or 
bargain with one union when an- 
Other has been certified as bar- 
gaining agent by the Massachu- 
setts labor relations commission 
or the NLRB. 

4. An employer recognize or bar- 
gain with a union after his em- 
ployes have voted in a MLRC 


election that they don’t want to be 
represented by the union. 

5. A demand by either party to a 
jurisdictional dispute who hasn’t 
used available arbitration machin- 
ery or abided by the result. 

Besides classifying labor disputes 
into legal and illegal categories, the 
bill would make these changes in 
the anti-injunction law that has 
been on the Massachusetts statute 
books since 1935: 

1. An employer seeking a tempor- 
ary restraining order against a 
union must make every effort to 
notify the union in advance what 
he proposes to do so the union has 
a chance to get into court and 
state its side of the case. The union 
can cross-examine witnesses and 
introduce evidence in opposition. 

2. Strikes or picketing for those 
forms of the closed shop which are 
not outlawed by the Taft-Hartley 
law or other statutes would be 
made legal. This would include 
strikes for the union shop, the pref- 
erential shop and maintenance-of- 
membership clauses. Although there 
is no statute banning strikes for 
forms of the closed shop, such 
strikes have been made illegal by a 
series of court decisions dating back 
to 1900. 

3. Some kinds of secondary boy- 
cotts are made legal and some 
remain illegal. 

4, Stranger picketing (picketing 
of a plant by persons not em- 
ployed there) is made legal. 

5. Strikes or picketing to force 
employers to grant arbitration 
clauses or other common provisions 
of collective agreements or to force 
employers to bargain collectively 
are made legal. 

6. The definition of labor dispute 
is broadened so that the safeguards 


EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


OF 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


Ly cI 


AUTO VENTSHADE eB 


BOX 1402 + ATLANTA 1, GEORGIA 
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idole lM tela 


THESE FEATURES 
MEAN BIG SALES/ 


e Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 

© Less fogging of glass 

© Shade from the sun 

@ More comfort the year ‘round 
e Added beauty for the car 


@ Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 


of the anti-injunction law apply to 
all labor disputes, lawful or unlaw- 
ful. At present, a judge can avoid 
the anti-injunction law entirely by 
saying the matter before him is not 
a labor dispute. 

Illegal secondary boycotts are de- 
fined in language similar to the 
Taft-Hartley act, except that a 
union may stage a strike against an 
employer who devotes the greater 
part of his business to handling the 
commodities of another employer 
involved in a labor dispute. 

Under the bill, if the employer 
devotes only a moderate amount of 
his business to handling the com- 
modities of another employer in- 
volved in a labor dispute, a strike 
against him is an illegal secondary 
boycott. 

Employes, under the bill, may re- 
fuse to handle struck-work without 
violating provisions against secon- 
dary boycotts. 


Management Men 
Convene Jan. 18-20 


In San Francisco 


NEW YORK.—Lawrence A. Ap- 
pley, president of the American 
Management Assn., announces that 
top management men form all sec- 
tions of the country will meet in 
San Francisco, Jan. 18-20, for a 
group discussion of current busi- 
ness problems. 


The meetings, open to all business 
executives, will take up problems 
of production, marketing, labor 
relations, organization, finance and 
insurance. The meeting will be held 
under the auspices of the American 
Management Association, largest 
professional management organiza- 
tion in the nation. 

Although the final program will 
not be completed for several weeks, 
Appley said the agenda would in- 
clude the following subjects: 

The effect on management of 
pensions and other measures of 
“security”; the problem of finding 
adequate equity capital; methods 
for reducing costs in plants and 
offices; advances in research and 
technology; program for strength- 
ening sales organizations; employe 
communications, and production 
efficiency. 


ae Falls, Mont. 

Olson Motor Co. (Lincoln-Mer- 
cury), 301 N. First Ave., Great 
Falls, Mont., has announced the 
1950 Mercury with a full-page 
newspaper ad which showed a pic- 
ture of the dealership and of all 
employes. Harris M. Olson, presi- 
dent, also offered flowers and 
cigars to visitors. 
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OPEN OLDS DEAL—Left to right: 
"Olan Albertson, partners in Albertson Bros. 


Idsmobile), Culver City, Calif., in front of 
{Rc new build ae Three generations of the 
Albertson family have sousued in the auto- 
mobile business, from the 1902 Foster Steamer 
to the 1949 Oldsmobile. The building, at 4114 
Sepulveda Bivd., covers an area of 35,000 
square feet. 
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SLACK'S NEW SETUP IN PORTLAND, ORE.—Lyman Slack, former sales woo renee. of 


Packard, has moved into his new $350,000 auto plant. 
Sandy Bivd. is on one of the city's major east side traffic arteries. 
day, it is said. The building, of irregular shape because 
the site, is of reinforced concrete with cement ‘plaster exterior covered with 


at 1635 N. E. 
of 54,600 cars 
of the shape o' 


ss the spot eve 


he building 
A tota! 


He is a Mercury dealer 


ceramic veneer. The store front is fluted aluminum. The structure is topped with a 50-foot 
pylon or tower finished in porcelain enamel. A one-floor operation, the mechanical depart- 
ment, with 30 stalls, is heated by hot water radiant heating in the concrete floors, with 


s ecial auto exhaust vents. Service department has another 14,000 square feet. 


In addition 


there is some 12,000 square feet of outside parking area. 
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Washington 





(Continued from Page 19) 


and only on 6 percent of the total 
mileage is no improvement needed. 
The estimated cost, based on 1948 
prices, includes improvement of 
about 6,000 bridges, construction of 
5,000 new ones. 
* . * 


Cities Are Burden 


EARLY half of the estimated 

cost is for sections of highway 
within urban areas of cities with a 
population of 5,000 or more, Elim- 
ination of the urban section inade- 
quacies would result in time savings 
in one year (based on a value of 
one cent per minute) of about four- 
fifths of the annual cost of the 
improvements, spread over 20 years, 
MacDonald said. 


The $11 billion figure covers 
enly existing inadequacies, and 
does not include the cost of cor- 
recting the inadequacies that will 
arise during the time existing 
ones are being eliminated. 


An annual expenditure of well 
over $4 billion for the next 15 years 
is required to improve the condition 
of the nation’s streets and highways 
to justifiable standards. 

Of that sum, $47 billion (again at 
1948 prices) would be needed to 
eliminate present inadequacies; $8 
billion for improvements to elim- 
inate additional inadequacies that 
would occur during the 15-year 
period, and an average of about $1 
billion for maintenance. 

By spending annually at least 27 
percent more than the total high- 
way expenditures of 1948, we would 
have a road — in 15 years ade- 


quate to give the service required 
of it. 


“At the rate costs of mainten- 
ance are increasing to keep 
existing highways in service in 
place of needed reconstruction,” 
the commissioner added, “main- 
tenance will soon be consuming 
the greater part of all highway 
revenue. 


“In 1948 the total amount spent 
for maintenance was nearly double 
the 1941 expenditure. This rise can 
only be halted by an increase in 
the rate at which capital improve- 
ments are made. 


“We can either continue annual 
expenditures for capital improve- 
ments at their present level with 
the result that maintenance costs 
will continue to increase, or we can 
accelerate the rate of capital im- 
provements and gain.” 


Car Registrations 


Rise in Vermont 


MONTPELIER, Vt.—_Vermont 
passenger-car registrations totaled 
95,801 through the first seven 
months of the current registration 
year, compared with 91,875 in the 
same period last year, it was re- 
ported by the state motor vehicle 
department, 

During the same period truck 
registrations fell off slightly from 
14,557 to 14,382, Passenger-car reg- 
istrations in Vermont during Octo- 
ber totaled 2,291, as against 2,085 
in October, 1948. 
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in the automobile industry. 
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tional on All Models... 





ATTACHMENT OF NEW STUDEBAKER DRIVE—Among the features of its now torque- 
converter automatic transmission, states Studebaker, is its adaptability to Commander and 
Champion engines. The curved duct in the foreground of the Commander engine above is 


part of the transmission's independent coolin 
Cooling air is thus forced over the entire surface of the 


which rotates with the converter. 


system and directs outside air into a fan 


converter and expelled through louvres in the converter housing. The Studebaker transmission 


will be made optional on all Studebaker cars sometime after next Apr. |. 


been announced. 


No price has 


K-F Complaints Aired 
In Stockholder Suit 


(Continued from Page 2) 


000,000 loan from the RFC was 
approved Oct. 6, 1949, A revolving 
fund of $10,000,000 to aid dealers 
in purchasing cars from the fac- 
tory was approved Oct. 21. 

As of last week, it was said, K-F 
has received $12,000,000 of the 
larger loan. At various times, it 
has used as much as $7,000,000 of 
the revolving fund. 

Lemuel B. Scofield, representing 
plaintiffs who oppose the proposed 
settlement, asked Judge Picard to 
throw the case out of court. 

He said that in effect the suit 
would settle more than $50,000,000 
in claims for only $500,000, or 1 
percent. 

Scofield charged that the Kaiser 
family was not concerned with the 
fate of 40,000 stockholders when it 









Iowa Dealers 
Complete Series 


Of Area Parleys 


DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. has completed 
a series of 12 sectional dinner 
meetings, held this year for all its 
licensed members. 


George Means, secretary-manager 
of the association, said the sec- 
tional meetings were instrumental 
in briefing dealers on such state 
and national matters as taxation 
and legislation. 


Sessions were held in Davenport, 
Waterloo, Cedar Rapids, Dubuque, 
Spencer, Mason City, Fort Dodge, 
Marshalltown, Sioux City, Council 
Blu‘ts, Creston and Ottumwa. 
Among the speakers at the meet- 
ings were the following IADA offi- 
cers: Vincent J. Neu, Davenport, 
president; Chet Carmer, Center- 
ville, past vice-president; Elmer 
Dunn, Des Moines, treasurer, and 
Thomas B. Roberts, Des Moines, 
legal counsel. 






FOR YOUR BETTER 
USED CARS 


Unique features prevent costly re- 
Pairs . . . cars and trucks can be 
serviced faster because 
Parts are easier to install. National 
quality assures long-life repairs. 





Ste eer es st eee ee ee eee 





Of Quality Automotive Parts 


Enable you to restore your better used cars and trucks to 
their original operating condition at much lower cost. 
The National Line of Quality Automo- 
tive Parts are the products of sound en- 
ineering and 


ESTED AND 
tion of millions of car and truck owners. 


SOLD NATIONALLY BY LEADING AUTOMOTIVE WHOLESALERS 
Write or wire for complete information. Dept. ANI2. 


National 7 
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negotiated for RFC money. In- 
stead, he said, the Kaiser family 
succeeded in getting itself out of 
a hole. 

Scofield said that the RFC loans 
were obtained on much less strin- 
gent terms than those of previous 
loans made to K-F by private 
banks. 

He added that the Kaiser fam- 
ily had to post $1,000,000 less in 
guarantees for the RFC loan 
than had been guaranteed on 
previous loans from private 
banks for a lesser amount, 

On Oct. 26, 1949, Scofield said, 
K-F was $1,500,000 in default on 
loans outstanding from private in- 
stitutions. 

Scofield is the attorney for 
James Masterson, Philadelphia 
lawyer, who filed a suit that upset 
a K-F stock offering in February, 
1948. At the time the suit was filed, 
Masterson is said to have held 100 
K-F shares. 

Both Henry and Edgar Kaiser 
are expected to testify later in the 
hearings. 


Kimbrough Heads 
Ford Distribution 


DEARBORN. — Walker A. Wil- 
liams, sales manager of Ford divi- 
sion, last week announced the ap- 
pointment of W. 
E. Kimbrough as 
manager of the 
Ford division’s 
distribution de- 
partment. He was 
formerly assistant 
manager of the 
truck and fleet 
sales department. 

In May, 1946, he 
was named assist- 
ant manager of 
the Somerville, 
Mass., Ford sales district. He came 
to Dearborn in April, 1947, as man- 
ager of the truck sales section. 





W. E. Kimbrough 


| 


recision manufacturing— 
ROVEN to the satisfac- 
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Studebaker’s Drive Due in April 


(Continued from Page 1) 
neering staffs of Borg-Warner and 
Studebaker. 

Sparrow claimed the new trans- 
mission accomplished the following 
objectives: 


1. Performance and driving flexi- 
bility comparable to the Studebaker 
overdrive transmission, 


2. Positive mechanical drive in 
high gear and consequently the 
complete absence of slippage in 
direct drive—this to prevent fuel 
economy losses resulting from 
constant driving through a torque 
converter or a fluid coupling. 

3. Readily accessible and easily 
replaceable subassemblies for sim- 
plicity of servicing. 

4. Elimination of creep. 

* * * 


LOCKOUT of reverse gear 

* while the car is in forward 
motion and yet incorporation of 
the “rocking” feature for getting 
out of mud or snow. 

6. Retention of characteristics of 
the Studebaker hill-holder. 

7. Adaptability to the standard 
| power plant. 

8 A transmission cooling sys- 
tem independent of the engine 
| cooling system. 

9. Elimination of the clutch pedal 
and doubled width of the brake 
pedal for safety and convenience. 

10. Automatic selection of the re- 
quired gear at any throttle position. 

11. Ability on downgrades to ob- 
tain engine-braking equal to or 
better than second gear in a con- 
ventional transmission. 

* 


+ ” 
1 RETURN to _ intermediate 
* gear from direct drive through 
foot throttle control at the driver's 
option. 

13. “Push” starting at relatively 
low speeds. (Important, for exam- 
ple, in case of a dead battery.) 

14. Engine cranking only when 
the transmission is in neutral or 
parking position. 

The transmission also employs 
a mechanical parking brake and 
does not use the “timed” princi- 
pal of automatic shifting in any 
gears, Sparrow said, 

The basic design of the trans- 
mission comprises a three-element 
torque converter, two epicyclic gear 
sets (single planet), two gear-type 
oil pumps, a multiple disc clutch 
with four friction plates, a single 
plate clutch, three band -type 
clutehes with servo mechanism, 
three free wheel units, a valve 
block assembly and a centrifugal 
mechanical governor. 

Manual selection of the driving 
ranger—“P” (parking), “N” (neu- 
tral), “D” (direct), “L” (low), “R” 
reverse)—is made through the use 
of a lever on the steering column. 

When this lever is placed in the 
parking position, it engages a pawl 
with a mating -gear that locks the 
transmission output shaft to the 
transmission case, thus becoming a 
positive mechanical brake on the 
rear wheels. 

- * * 
A HYDRAULIC interlock prevents 
the engagement of the pawl 
with the gear at speeds above three 
to five miles per hour whether or 
not the control lever is in ‘P” 
position. 

This safety feature prevents the 
use of both the park and reverse 
— at any higher speeds 
whe personal safety as well as 
the mechanism would be endan- 
gered, Studebaker says. 

The engine cannot be started un- 
less 'the shift lever is in parking 
(P) position or neutral (N). Direct 
(D)!/ is used for normal forward 
and ‘comprises two automatic speed 
ranges while low (L) is intended 
for }ngine-braking on down grades 
andjhigh starting: accelerations. 

cecording to Churchill, engine 





sp a is about 9 percent greater 
thgn; it is when an overdrive 
t ission is |cyut in, but is 


abpuf 22.5 percent less than that 
gehefated when the overdrive is 
¢ out. 

Rear axle ratio has been reduced 
to 3.54 to 1. This compares with 
a primary ratio of 4.55 to 1 with 
overdrive cut out and 3.19 to 1 
when overdrive is cut in. 

The Studebaker converter con- 





C. 


sists essentially of a centrifugal 
pump member connected to the 
engine crankshaft, a hydraulic tur- 
bine member connected to the con- 





verter output shaft and a stator or 
reaction member connected to the 
case in one direction of rotation. 
The prime function of a torque 
converter is to provide an infinitely 
variable torque multiplication auto- 
| matically. 
* * + 

teow front transmission oil pump 

is driven by the engine and the 
smaller rear pump is driven by 
the propeller shaft. The front pump 
is an internal gear type and the 
rear is a conventional spur gear 
construction. 

These pumps supply the oil pres- 
sure necessary for the torque con- 
verter, hydraulic control system and 
lubrication. The rear pump is re- 
quired to operate the necessary 
clutches and bands when pushing 
the car to start the engine. 

Studebaker says its transmis- 
sion can be removed from the 
automobile as readily as a con- 
ventional transmission. 

To do this, the serviceman drops 
the propeller shaft, disconnects the 





CAR CREEP OVERCOME—In Studebaker's 


automatic transmission, a solenoid-operated 
check valve, upper left, controlled by pres- 
sure from the transmission's rear pump, is 
said to retain enough braking on the rear 
wheels to prevent creep after the car is 
stopped, even though the brake pedal has 
been released. The anti-creep device takes 
effect only when the vehicle is at a standstill, 
Stuaebaker stetes. 


controls and removes two cap 
screws and two nuts. The front 
cross member on the chassis need 
not be disturbed. 

“However,” Sparrow stated, “it is 
not necessary to remove the trans- 
mission unless servicing is required 
on the gear set, front pump or the 
converter itself; or unless the bands 
need replacing. 

“In other words, the three servo 
units, rear pump, valve block and 
the complete governor housing can 
be serviced while the transmission 
is in the car, Another point under 
the heading of simplicity is that 
the gear set can be taken out in 
one piece. 

+ + 
{= automatic shifting range of 
the Studebaker’ transmission 


varies with the position of the} 


accelerator pedal. 

With 
progress at medium car _ speed, 
while with more throttle the shifts 
progress at higher car speeds. 

A kickdown from direct drive 
(D) is provided for added accelera- 
tion. This kickdown is a resistance 
or detent under the acceleration 
pedal which is felt by the driver— 
when the throttle is moved beyond 
this resistance, a down-shift into 
intermediate gear is automatic. 

When the shift lever is moved 
from “P” or “N” to “D,” the 
transmission is automatically in 
intermediate. Under light throttle 
the automatic shift from inter- 


light throttle the shifts | 


brake lines of the automobile, 


Studebaker says. 


This valve, controlled by pressure 
from the rear pump of the trans- 
mission, retains enough braking on 
the rear wheels to prevent creep 
after the car is stopped, even 
though the brake pedal has been 
released. All braking is dissipated 
the instant the driver steps on the 
accelerator. 

In Studebaker’s independent 
transmission cooling system, out- 
side air enters a duct located near 
the left front wheel housing and 
passes into the side of the con- 
verter bell housing. 

A blower on the converter shell 
spreads the air over the entire 

surface of the converter, from 
where it is then expelled through 
louvres in the lower pan located 
in the cover of the converter bell 
housing. 

Shifting into low for engine brak- 
ing on a downgrade is accom- 
plished by manually moving the 
lever to “L.” This can be done at 
any speed up to 40 miles an hour 
—with the throttle open, up to 20 
miles an hour, but closed above 
that. 

Studebaker declares this sudden 
shifting is effected without discom- 
fort to the passengers. “Rocking” 
the car out of snow, sand or mud, 
etc., is accomplished by moving the 
control lever rapidly back and forth 
between low and reverse. 

When stopped on an upgrade with 
the lever in “D” position, the car 
will not roll backward even though 
the brake pedal and the accelerator 
are in released positions, according 
to Studebaker. 

The transmission requires 11 
quarts of 10W motor oil. The com- 
plete unit weighs 220 pounds, less 
oil, and supplants conventional fly- 
wheel, clutch and overdrive trans- 
mission units weighing 189 pounds. 

Total length of the unit is about 
3% inches shorter than the Com- 
mander overdrive transmission and 
bell housing. 


MAXIMILLIAN LUGGAGE 
—the Ideal Xmas Gift! 


Your telegram and air mail orders will be 
shipped upon receipt...to insure Xmas 
delivery! 


DISTINCTIVE LUGGAGE 
(DoxiPieuian) 





FIELD 
EXECUTIVE 


It's easy and profitable to sell nationally 
advertised Maximillian Bonded Luggage to 
“travel-minded" car purchasers. 

This deluxe two-piece matched set for men 





mediate to direct takes place at 

approximately 18 miles per hour. 

Automatic up-shifting from inter- 
mediate to direct with the throttle 
wide open but not depressed past 
detent takes place at about 35 miles 
per hour. When the throttle is wide 
open and depressed past detent, the 
shift to direct occurs at approxi- 
mately 58 miles per hour. 

Automatic down-shifting from di- 
rect to intermediate with the throt- 
tle closed or under coasting condi- 
tions occurs at approximately 12 
miles per hour. 

When the throttle is wide open 
and depressed beyond detent, the 
shift from direct to intermediate 
takes place at about 50 miles per 
hour, Dictated down-shifts from 
direct to intermediate are brought 
about by depressing the throttle 
past detent at speeds below 50 


but above 18 miles per hour. 
* ” . 





C4e creep is overcome through 
the activation of a solenoid- 
operated’ check valve in the rear 


consists of a 24” Two-Suiter and a 21’’ Com- 
panion Weekender. Simply snap out the 
exclusive removable SUIT-PAC from the Con- 
vertible Two-Suiter and you have an ail- 
purpose bag. Soiled laundry compartment, 
tie-rack, etc. The ‘Field Executive’ in gen- 
uine IMPORTED PIGSKIN or TOP GRAIN 
ANILINE COWHIDE. #IF. Your Dealer's 
Cost, $81.00; advertised consumer 

price, incl. Fed. Tax, $161.48......... 

Other 2-pc. Matched Sets: (Not illustrated) 

“The Viking’ in Genuine IMPORTED PIG- 
SKIN or TOP GRAIN ANILINE COWHIDE. 
#2F. Your Dealer’s Cost, $71.00; advertised 
consumer price, incl. Fed. Tax, 

GAAROE s oS nich tamed knek cetacean eed 

“The Viking'’ in Genuine DEEP BUFF COW- 
HIDE. #3F. Your Dealer’s Cost, $51.00; 
advertised consumer price, incl. Fed. 

Tax, SIOL.GO wn ccc ccecececerenvccusess 
3-PC. LADIES’ SET (not illustrated) 

21” Weekender, 21’ Wardrobe, 26” Puliman 
in TOP-GRAIN ANILINE COWHIDE. #4F. 
Your Dealer’s Cost, $106.00; advertised C) 
consumer price, incl. Fed. Tax, $211.68. . 

ORDER DIRECT FROM THE 
MANUFACTURER 

Simply check the box opposite the lug- 
gage desired. Then clip and affix this ad 
to your letterhead. Enclose check or credit 
references and mail to: 

. 

Firman Leather Goods Corp. 

137 E. 25th STREET, NEW YORK 10, N.Y. 

Inquiries and Sample Orders Invited 
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* 
Car, Truck Output Estimates 
* 
By Automotive News 
PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total to to 
Dec, 10, Week, Dee, 3, Nov., Dee. 11, Dee. 10, 
1949 1948 1949* 1949* 1948* 1949* 

CHRYSLER .......... 8,740 20,047 2,857 61,356 772,380 1,058,225 
GEE ccc cc sceccce 1,326 3,012 18 2,122 111,776 134,359 
Ee 836 2,496 16 1,787 86,614 98,764 
a bet @0 4 b500.e> 2 1,614 5,723 182 7,083 223,558 278,256 
EL 1 6..'6:5. ba 6 0-0.03 4,964 8,816 2,641 50,414 350,382 516,846 
BEES bcddsvvdsvovtis 24,011 21,422 28,752 77,232 692,998 1,018,075 
BTA SU sa eceesessee 19,706 16,679 19,672 62,146 506,378 795,891 
EE “Sgcevlictdcie epee BAGS. seve 804 39,3838 32,372 
| ot eee 4,305 8,300 14,282 146,287 189,812 
GENERAL MOTORS 5,467 32,424 24,772 177,589 1,497,170 2,112,950 
DEE EN geveste Ve cuss 5,462 7,515 2,337 26,034 256,874 376,489 
Cs See e is witie “theese Ree... 10.00 y 6,399 61,013 81,149 
Chevrolet ........... .+» 15,017 18,111 96,178 753,884 1,066,565 
Oldsmobile ......... 5 2,228 1,831 20,899 184,017 271,628 
CieeGhGb.c os F003 seek 5,654 2493 28,029 241,382 317,119 
KAISER-FRAZER ... ..... eee .< seape. -weses 175,792 57,982 
EE! Sesser vee SiINS Sees WD Sc eer h ope ee 57,162 6,461 
ED Rh eave Venice’ Sees ee -oee» 118,680 651,521 
CROSLEY ............ 122 320 83 631 27,079 8,670 
DET oe o'e W's 00 v'v bee's 2,803 4,669 2,798 9,824 131,519 137,927 
| SY or oe 418 2,630 421 11,028 109,706 136,288 
PACIKKARD ........... 1,452 2,620 ....... 5,060 90,762 103,276 
STUDEBAKER ...... 801 3,404 8,742 22,494 156,323 212,839 
IT % 604-00 aes ¥oe 1,038 Ree «eens 1479 «=: 29,359 += 31,790 
Total Cars, U. S..... 44,852 92,029 58,425 366,643 3,683,038 4,873,022 

~~ ¥Station wagons and i Jeopeters. *Revised. 


COMMERCIAL CARS 
(U. 8 PRODUCTION ONLY) 














Week Week Jan. 1 
Ended Same Ended Total to 
Dec. 10, Week, Dec.3,  Nov., Dee, 11, 
1949 1948 1949* 1949* 1948* 
CHEVROLET ........ eat 8,572 1,462 21,580 375,420 
OROSLEY ............ 5 37 7 31 2,579 
EE dba 5 o'Gt's wire o'e't 73 58 68 2038 6,262 
EE. “Shc vi bce ocsec 2,632 G30 csevan 9,206 159,987 
FEDERAL ........... 45 35 38 147 3,829 
SEE a ee besa bc bees ees 5,099 4,636 5,396 17,361 289,900 
OSS ae eens oe 1,171 119 4,606 89,065 
INTERNATIONAL 804 3,277 930 5,660 157,004 
Er ees 230 164 230 850 11,669 
SES sit b's bb a alto 15 94 7138 207 11,157 
STUDEBAKER ...... ..... 1,636 600 4,096 63,420 60,257 
EES? -o Wdialwibdvcuedae 205 184 208 836 11,833 8,138 
WOMEN occ cece cece 1,520 ne - “store 2,851 100,148 48,113 
MISCELLANEOUS 303 323 $41 1,364 18,643 18,460 
Total Trucks, U. S. 10,996 25,847 9,477 68,998 1,300,916 1,074,235 
otal Cars, Trucks 
i wicdevabebundves « 55,848 117,876 67,902 435,641 4,983,954 5,952,257 
Total Cars, Trucks 
Tee 5,843 6,112 4,891 19,287 243,906 269,400 
Grand Total, 
Cars and Trucks 
U. S. and Canada ... 61,691 128,988 72,793 454,878 5,227,860 6,221,657 





. includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


*Revised. Miscellaneous 
Drive, Sterling, Nash, Diamond T, etc. 





‘49 Output Due to Pass 


Six Million This Week 


(Continued from Page 1) 


jobs were obtained at some of those,;a flurry of telegrams, 


outlets. 
om o * 


N ADDITION, Packard, Willys 

and Dodge truck assemblies 
were resumed. Studebaker hopes to 
resume full-scale output today 
(Dee. 12). 

In am. industry observers 
are optimistic for high- 
level "maine production in 
January instead of late February 
as was once anticipated. 

It appears that U. S. plants may 
be able to add another 300,000 cars 
in December to a 1949 total that 
assumed record proportion at the 
end of October. To that end, West- 
ern Union offices in the Detroit 
area last week were bustling amid 


Buick Field Men 
Meet Dec. 14 


FLINT.—Buick’s field sales or- 
ganization will meet here Dec. 14 
to discuss plans for launching of 
the new 1950 line of cars, it is an- 
nounced by O. L. Waller, general 
sales manager. 





COAST-TO-COAST WE SELL THE MOST 


Attention Dealers! 


WE WHOLESALE EVERYTHING 


Sor tremendous volume will 
hut you @ large selection of 
eeecenetoe from which to 


POWERS: 


WORLI r 





notifying 
employes to report back to work. 


7s bulk of these Ee re- 
portedly were consigned to 
Chrysler Corp. employes. Chrysier 
plants, practically inactive for the 
past two weeks, reportedly have 
greatly improved their steel supply 
situations. 

Last week, all Chrysler divisions 
were working on new models, | 
which are said to embody slight 
rear-end, roof and fender design 
changes. 

Informed sources said Chrysler 
has successfully sought to give | 
its cars a lower and more mas- 
sive appearance. In doing this, it 
was added, tail-light locations 
have been dropped nearer the 
bumpers. 

Interior appearances, at least in 
the case of the Plymouth, were said 
to have been left substantially the 
same. 


* * - 


A§ U.S. plants approach the pro- | 
duction of 1949’s six millionth | 
vehicle, they also near the building 
of the 20,000,000th to be assembled | 
in the postwar period. 
Through last week, U. S. plants 
during 1949 had turned out 4,- 
$78,022 cars and 1,074,235 trucks 
for a total of 5,952,257 vehicles. 
During all of the postwar period, 
as of last week, U. S. plants had 
built 14,583,141 cars and 4,806,247 
trucks for a total of 19,389,388. 
Thus, sometime early next year 
U. 8. plants will have turned out a 
postwar volume of cars and trucks, 
ee ew, more than four years, 
t took five years to build at top 


prewar levels. 





—Berni: THOMAS 





13,273,379 Cars Added Since 1945 . 








3 of 5 Cars in Use Are Prewar 


(Continued from Page 2) 

this by early 1949 when car pro- 
duction would have climbed to a 
high rate of seven million a year. 

Hutton also forecast that Gen- 
eral Motors cars would claim 41 
percent of the postwar market; 
Ford makes, 23% percent; Chrysler 
cars, 22 percent, and independents, 
13% percent. 

The actual figures for 10 months’ 
car sales this year are: GM, 43 
percent; Ford makes, 21 percent; 
Chrysler cars, 21 percent, and in- 
dependents, 15 percent. 


wrt appears now to have been 
the most enlightened of the 
predictions came in June, 1946, 
from M. E. Coyle, executive vice- 
president of GM, who calculated 
the demand at 16 million cars and 
forecast five-million-car years as 
tops. 

At that time, and again in Octo- 
ber, 1947, Coyle voiced strong doubt 
that more than five million cars 


would ever be turned out in one 
year. 

An average annual _ replace- 
ment market of four million cars 
was foreseen in September, 1947, 
by Ford Sales Vice-President J. 


Nash Nov. Sales 
34% Over Mark 
Of Last Year 


DETROIT. — Nash continued its 
record-breaking pace of car sales 
during November, the division said 
last week. 

Sales for the month totaled 11,018 
cars, an increase of 34.6 percent 
over November, 1948, when 8,184 
were sold, according to H. C. Doss, 
sales vice-president. 

For the first 11 months of 1949, 
Nash dealers have sold 129,735 cars, 
for an increase of 34 percent over 
the same period last year. First 
ll-month sales in 1948 totaled 
96,752. 


R. Davis. He also said there 
would be 18 million “regular” 

new-car purchasers during the 
postwar period, compared with 

nine million prewar. 

Postwar car sales by years break 
down as follows: 50,000 in 1945; 
1,815,196 in 1946; 3,167,231 in 1947; 
3,490,952 in 1948, and an estimated 
4,750,000 in 1949. 

These figures give a total of 13,- 
273,379. 

- . > 


Racaet statements by two in- 
dustry executives agree that 
the answer to the question of 
whether the replacement market 
has been satisfied is a thumping 
“no.” 

GM President C. E. Wilson de- 
clared that the basic car market 
is “perhaps as much as 25 percent” 
greater than it was at the end of 
the war. 

And Ford Sales Manager Walker 
A. Williams said that replacement 
demand alone would be from 3 to 
3% million cars a year for the 
next five years. 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


SALES MANAGER WANTED for one of 
the largest Chevrolet dealerships in 
Metropolitan Washington, D. C., estab- 
lished for twenty-six years. Must have 
proven executive ability. Must be excel- 
lent closer and efficient appraiser of 
used cars and trucks. Must be volume 
conscious with thorough knowledge of 
merchandising used cars and trucks. Must 
be capable of hiring, directing and super- 
vising very large sales force. Top salary 
for top man. Housing made available. In 
reply, furnish recent snap shot, state 
qualifications, experience and age. All 





inquiries will be treated confidentially. 
Box 3582, c/o Automotive News, De- 
troit 26. 


NEW CAR SALES MANAGER for 500 car 
Dodge-Plymouth dealership located in the 
midwest. The man who will qualify must 
have proven sales management ability. 
Should have pre-war sales experience in 
selling passenger cars and trucks, He 
must be an excellent closer and appraiser 
of used cars. Must be able to assist, 
direct and train the necessary crew of 
car and truck salesmen. Earnings com- 
mensurate with ability. Will include sal- 


ary and pre-determined bonus. Send 
complete information including recent 
snapshot and past records to Box 
3607, c/o Automotive News, Detroit 26. 


All replies confidential. 


We Sell Everything 
FOR YOU! 


Automotive News 


JOBBERS AND DISTRIBUTORS 
WANTED. Something new has been 
added by the manufacturer of Flex-Tone 
seat covers—a ready to use, easy to 
install, front arm rest cover every car 
dealer will want in stock, Produced of 
durable vinylite and equipped with zippers 
to speed installation time. This attraciive 
accessory will (1) make torn, shabby 
front arm rest of old cars glistening new 
again; and will (2) provide long-lasting 
protection for new car front arm rest. 
This item has been nationally advertised 
throughout the entire United States and 
is now being used by new and used car 
dealers everywhere. For price and details, 





write Automobile Upholstery Corp., 43 
Debevoise Place, Brooklyn, N. Y. 
TWO SKILLED automobile mechanics. 


Guaranteed salary or 50-50. Most mod- 
ern equipped shop in southwest. E] Paso 
Motor Co., Kaiser-Frazer Distributor, 
El Paso, Texas. 


HELP WANTED 


SALES MANAGER WANTED for exclusive 
Chevrolet and Cadillac dealership in town 
of 40,000 located in Eastern Ohio. Over 
35 years in business. Must have executive 
ability, excellent closer and efficient ap- 
praiser of used cars and trucks. Thorough 
knowledge of merchandising used cars 
and trucks. Capable of hiring, supervis- 
ing and training sales force. Salary and 
bonus arrangement, In reply give qualifi- 
cations, experience, age and family situ- 
ation, All replies kept in confidence. Box 
3606, c/o Automotive News, Detroit 26. 


TO SECOND MAN in parts department 
who would like to become parts manager 
in small Ford set-up, located in Southern 
Conn. Attractive deal, good opportunity. 
Reply to Box 3605, c/o Automotive News, 
Detroit 26. 


SALES MANAGER. Large old time Hudson 
dealer, well established in midwestern 
town of 200,000, has opening for an 
experienced sales manager. Must be ag- 
gressive and capable of developing and 
holding a top sales organization, This is 
an unusual opportunity. We are the only 
Hudson dealer in this area. Compensation 
will be salary, over-riding commission 
and bonus. An opportunity to buy in will 
be available after proving worth. Give 
full information in first letter. All replies 
held strictly confidential. Box 3594, c/o 
Automotive News, Detroit 26. 


PARTS AND ACCESSORIES REPRE- 
SENTATIVE, Leading automobile manu- 
facturer has opening in Cleveland, Ohio 
territory for representative, having suc- 
cessful record in merchandising of parts 
and accessories. Your reply should give 
complete outline of experience, age, 
marital status, references, Our employes 
have been notified of this opening. Box 
3617, c/o Automotive News, Detroit 26. 








WANTED. Sales agent with car for auto 
wax and chemical line. Real opportunity 
Several territories still 


for right man. 
open. Box 3618, c/o Automotive News, 
Detroit 26. 





TRUCK MANAGER for a large metropoli- 
tan Chevrolet dealer. The man who can 
qualify can earn $7,500 to $15,000 yearly. 
Salary and bonus offered. Box 3622, 
c/o Automotive News, Detroit 26. 


BOOKKEEPER—aAutomobile dealer. Must 
have complete knowledge tax returns, 
P & L statements, etc., and capable of 
managing office. Excellent opportunity, 
strictly confidential, Male or female may 
reply. Box 3623, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER WANTED by pro- 
gressive General Motors dealership, lo- 


cated in south central Pennsylvania. 
Must have thorough knowledge of 
mechanics, aggressive and capable of 
handling $8,000 customer labor, Every 


cooperation given, Send full particulars 
and photo in first letter. All information 
will be held in strict confidence, Box 
3624, c/o Automotive News, Detroit 26. 








POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12/4, cents per word. Cash in 
advance. 









In 
auto business all life. Now managing 250 


GENERAL MANAGER. 36 years’ old. 


car Chrysler agency. Income $10,000. 
Wants larger agency. Box 3612, c/o 
Automotive News, Detroit 26. 





POSITION WANTED 


WHY BE THE RICHEST MAN in the 
graveyard? If you have a dealership 
handling one of the ‘‘Big Three’’ from 
150 up and want to enjoy life and not be 
tied down and take the pressure and still 
be active in your dealership, here is an 
opportunity to hire a man with a proven 
record. 10 years Chevrolet and Oldsmo- 
bile volume dealers. Think it over, Must 
lccate by January ist. All replies strictly 
confidential. Excellent references. Factory 
approval. Box 3610, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER OR SALES MAN- 
AGER, 20 years’ experience, Started as 
automobile mechanic, Pre-war used car 
dealer. Have had 8 years’ experience with 
volume Chevroiet and Oldsmobile dealers. 
Have the know how to build a top hard 
hitting sales force, used car recondition- 
ing. Advertising, service and parts. Age 
45, married, Interested in locating in 
Texas ocr mild climate with pre-war 
aggressive dealer. A-1 references avail- 
able. Box 3611, c/o Automotive News, 
Detroit 26. 


AUTOMOTIVE EXECUTIVE. Experienced 
Ford, Chrysler, other systems, parts op- 
erations; management, accounting, con- 
trols; sales-service minded; reliable, am- 
bitious, Interested manufacturer business 
management field work or permanent 
executive connection established, con- 
genial dealership in hospitable commun- 
ity. Local family housing essential. Salary 
$100, profit incentive welcome. Please 
address AE, 2037 -E. Firth St., Phila- 
delphia 25, Pa. 


SERVICE MANAGER, Ten years’ experi- 
ence as service manager with a large 
direct factory dealer, cars and trucks in 
Metropolitan Chicago, Ill, Twenty-five 
years’ automotive experience. Service and 
volume minded. Employed as wholesale 
truck manager and available on two 
weeks’ notice to my employer. Want to 
relocate in a smaller town in Northern 
Ill. or Wis. Married and can furnish ex- 
cellent business and character references. 
Box 3609, c/o Automotive News, De- 
troit 26. 


fRUCK MANAGER AVAILABLE, Seven- 
teen years’ of successful truck merchan- 
dising with a leading manufacturer. 
Aggressive organizer. Complete program 
for new and used truck sales. Interested 
in joining dealer in large potential 
market. Commensurate salary and in- 
centive basis. Box 3608, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 

CHEVROLET or other GM preferred. Size 
contract 150 up. GM factory approval 
assured. Confidential negotiation if de- 
sired. Box 3619, c/o Automotive News, 
Detroit 26. : 

CHEVROLET-FORD. South-midwest. Size 
contract 200 up. Now managing volume 
operation. 14 years’ successful prewar 
management. All or would discuss possi- 
bility of partnership. Box 3620, c/o Auto- 
motive News, Detroit 26. 


50 TO 150 CAR CONTRACT. Interested in 
purchase outright or will consider part- 
nership should owner wish to retire. Suc- 
cessful dealer, prewar; and sales man- 
ager large Chrysler dealership, post war. 
Box 3613, c/o Automotive News, De- 
troit 26. 


DEALERSHIP AVAILABLE 
SOUTH CENTRAL PA, ‘‘Big 3’’ agency. 
Prosperous trade area of 40,000. Owner 
will lease new building or will take in 
partner, Liberal terms. Box 3626, c/o 
Automotive News, Detroit 26. 
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MISCELLANEOUS MISCELLANEOUS 
ENGINE REBUILDING — Crankshaft | DOUBLESEAL for overhead doors, Double- 
grinding and metalizing. John P. seal closes gaps under overhead doors, 


Hughes Motor Co., Inic., 300 Commerce stops drafts. Edwards Industries, Dept. 
St., Lynchburg, Virginia. 55, 4268 Shenandoth Ave., St. Louis 


10, Mo. 
WANTED 
AUTO LITERATURE AUTOMOBILE AND 
Organization forming automotive library TRUCK DEALERS 


needs new or used copies of out-of-print 

books. Are you getting your share of business? 
‘tn . +)... | Are your selling costs too high? 

Smith's “Marketing of Used Automobiles” | ;. your overhead absorbing your fit? 








USED CARS FOR SALE 


Philadelphia's 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 


Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 






DEALERSHIP AVAILABLE 


v ILL ESTABLISHED DEALERSHIP. One 

f the ‘“‘Big 3°’ line with complete local 

overage. Located in one of Michigan's 

} argest cities, a very profitable business. 

7 ne-half or all of the stock in this 

ompany can be purchased at big values. 

£40,000 will handle one-half. Box 3625, 
i there /o Automotive News, Detroit 26. 

regular” * R SALE. 150 car dealership, now hand- 

in: the ng Ford cars and farm tractors in 

& wosperous Southern Indiana town of 

-d with 3,500 on U. S. Highway 31, Will sell all 

at inventory or lease real estate. Box 

irs break 3627, c/o Automotive News, Detroit 26. 

in 1945: fOR SALE. Dealership now handling 

’ 


Chrysler-Plymouth. Modern building and 
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HORSEHEADS, NEW YORK 
EVERY FRIDAY 









in 1947; equipment. Everything $52,000 or busi- a . 
, \ FTC's “Report on the Auto Industr Do you need a better sales force set-up? 
stimated ness and equipment $27,000. Rent $275 po y 
month, Plenty product. For details write PLENTY OF CARS AND BUYERS Epstein's “The Automobile Industry” a used cars and trucks selling fast 









WEEKLY PRICES MAILED ON REQUEST Do you need a loan for improvements or 






Cohn's “Combustion on Wheels" 





Cc. L. Jordan, Box 426, Waycross, Ga. 



















































































































al of 13,- 4 30 DANVILLE, PENNA. 
‘ es " expansion? 
ITED EST EVERY WEDNESDAY Tel. Livingstone 8-3000 Seltzer's “A Financial History of the|Do you want a W.O.R. Finance Deal? 
HALF INTER American Automobile Industry" Is your truck sales, parts inventory, advertis- 
ee Tg ey vality th BUSES FOR SALE Write Box 3476 wholesaling, ropemeulons, parte pen tmoter 
en executive a and qua! w ES it . " F 
ree that story. One-half interest in a large dealer- You will always find real action at | | ———————— Aut a ‘a Detroit 26 rebuilding, exporting dept., etc. out of line? 
stion of thip, now handling one of the best and both these auctions. 2% TON R. 8, 229 DODGE with 31 pas- c/o Automotive News, Detro We cover any or all phases of the automotive 
market fastest selling cars on the market. Located in aeeaed ae oa on dened ys  ' business that you want us to. We furnish an 
humping — ¢ | +4 ans Serb incl comolete R. D. WEST, Prop. bus. No reasonable "offer refused, ‘Terry pan gpg gg = F perme Fad ton th 
, facilities, including large new ultra-modern || Jos. E. Johnson Tex Rickard ae West Main Street, Patcho- Headquarters For Complete weeks according to the job you want done. 
ison de- building erected in 1946 with larae used car Auctioneers Realtime WE GUARANTEE TO INCREASE YOUR 
market lot adjoining. This is an old comes pew TRUCKS FOR SALE AUTO DRIVING SCHOOL SUPPLIES SALES AND CUT YOUR EXPENSES. 
percent” ane rae eee ad ceed ond eaten ATTENTION DEALERS & GARAGES. For | Dual steering wheels, dual safety controls, FOR FULL PARTICULARS 
p end of with high caliber personnel. Ovese nom BALTIMORE’S DEALER AUCTION. Every Moael wee an, — Sara = textbooks, records, classroom supplies, etc. Car and Truck Sales Economists 
Walk oth 3 thd ean aa. In ew 2, 4 oa bom Holmes ‘‘Traffic King’’ wrecker body and ALBRIGHT MOTORS State Rd. & Penn. R.R: 
ee replying please furnish recent snapshot, state! six minutes to downtown, Held in heated | mileage. excellent operating condition, | !!% Snow St. fenitaes, 0.4, ) Or rR ee 
7 qualifications, experience one a All inquir- building. Phone CL. 4110 and 4114. blinker lights, heater, spot lights, driving 
om 3 to ves wih Ge treated concent ace t0 ——______________________|  jignts, including all tools. Newly painted. 
for the Write Box 3621. c/o Automotive News AKRON AUTO AUCTION. Mac, The Lib-| If you need a wrecker, here is one ready 
Detroit 26 eral Scotchman, A. F. McClelland, Man- to go. Reasonably priced. Reason for 


ager. Dealers only. Sale held every 
Thursday at 1 p.m. Auctioneers—Col. 
Carl Marker, Jimmy Liechty and Harvey 
Boyer. 156 E. Center St., BLackstone 
3127, Akron, Ohio. Member—National 
Auto Auction Protective Assn. 


selling, just purchased new Holmes heavy 
duty wrecker. Call or write. Fred V. 
Myers, Owner, Sylvania Auto Sales, Syl- 
vania, Ohio. Phone 2-2184, Direct Dodge- 


i ei itm ened eminent 
DEALERSHIP FOR SALE. Central Florida. 
Now handling Kaiser-Frazer franchise. 
150 unit contract. First time offered for 
sale. Town population 12.000. Best town 
im state. Best location in town. No real 
estate to buy. Nice used car lot joining 
building. Owner in ill health. Be sure to 
check into this deal before you buy. Box 
3583, ¢/o Automotive News, Detroit 26. 


WISCONSIN GARAGES, Now handles 
Fords, 400 car potential. Sell or lease at 
net worth, new building. Garage. now 
handles Pontiacs. Case farm machinery. 
Garage, now sells Nash, sold 290 last 

year large city. Ed. [hienfeldt, 3314 W. 

Milwaukee 8, Wis. 


AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION - - - FORT WAYNE, IND 


11:30 A Bring your cars or send them Monday, Monday Nite 
e elle or Tuesday A.M. Our guarantee: You must be satisfied 
Call us for Hotel Reservations: 

EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Plymouth dealer. 


GMC 270 cubic inch C.0O.E, short wheel 
base. 900/20-10 ply front and rear, two 
speed axle, 5 speed transmission, saddle 
tanks, sanders, fresh air heater complete 
with 35’ mechanical handling system 
trailer equipped with 8.25/20-10 ply, turn 
signal all around. Entire outfit only one 
year old and in A-1 condition. 

Motor Co., 630 E. Grand, Des Moines 
9, Iowa. 

FOR SALE. 2 new 1949 BIF-128” Dodge 
with 11 foot inside length Montpelier 
Urban panel delivery. Price $2,250 each. 
Bailey-Gragg Motors, Brunswick, Ga. 


TRAILERS FOR SALE 


4 CAR TRANSPORT 


46 Chevrolet cab over engine, high speed 
rear, fifth wheel, saddie tanks, now in 
use. Checked and inspected for long haul. 





























ATTENTION DEALERSIII 


1947 PACKARD CLIPPER 6-CYL. 
4-DOOR SEDANS 
Also .. . AT GREATLY REDUCED PRICES 
1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies -:- Good Motors 
All Cars Formerly Used for 
Cab Service in. Phila. 
Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. @ PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 






















BUSINESS OPPORTUNITIES 
BIG THREE DISTRIBUTORSHIP FOR 
SALE at inventory price. Located in mid- 
western city of 85,000. Modern showroom 
and large service department in a build- 
ing that can be leased. Must be sold soon 
due to other business interests. Box 3614, 

c/o Automotive News, Detroit 26. 
IN SUNNY SAN ANTONIO TEXAS, long 
established car business with shops. Sell 
at inventory. Must rest. Write Box 3596, 













Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. FORT WAYNE IND. 
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Hudson invades lower-price field ! 


Great New Piucemake 
opens big new market 
for Hudson Dealers! 


HE great new Pacemaker now offered 

by Hudson brings the room, the 
riding qualities, the comfort, and the 
safety of Hudson’s exclusive “step- 
down” design principle to a lower-price 
field for the first time in automobile 
history. 


The year 1949 was the most successful 
and profitable that Hudson dealers have 
ever enjoyed—but the amazing Pace- 
maker opens the doors to a great new 
market for them that’s twice as large 
'. . . faster-moving . . . more profitable 
in every way. 


There are hundreds of thousands of 
“step-down” designed New Hudsons on 
the road today . . . and the total’s roll- 


ing up as more and more people find 
out about this different kind of car with 
a totally new kind of ride and a new 
standard of performance. 


Why not get in early, selling a car that 
has exclusive features, in a market that’s 
hungry for the years-ahead advantages 
that only Hudson gives? Just write— 
wire—or phone Mr. N. K. VanDerzee, 
Vice-President in Charge of Sales, Hud- 
son Motor Car Company, Detroit 14, 
Michigan . . . and get the full story on 
Hudson’s good deal for good dealers! 
Get set to set the sales pace in your 
area, selling the new Pacemaker—and 
other New Hudsons; get set for a more 
profitable future with a Hudson fran- 
chise now! 


New Hudson 


ONLY CAR WITH THE STEP 


GREAT 
HUDSON SERIES 


DOWN DESIGN 


Hudson Commodore 


Super Series Custom Series 


40 YEARS OF ENGINEERING LEADERSHIP 
A few of the more than 80 important advances pioneered by Hudson 


1909 Fiuia-Cushioned Clutch 


19] First Super-Six, high-compression 
engine with compensated inherently 

balanced crankshaft 

19? First steel bodies built on a produc- 
tion basis in own manufacturer’s 

plant 


1935 Gearshift contre, at steering wheel 


| 93 Patented Triple-Safe Brakes (hydrau- 
lic and reserve mechanical systems 

from same foot pedal, plus parking brake) 

1948 Monobilt body-and-frame*, an all- 
welded unit with recessed floor and 

exclusive “step-down” design 

1949 Super-matic Drive—no-shift driving 
and economical overdrive 


Go Places with HUDSON... the Great Pioneer! 


*Trade-mark and patents pending 


“Wow, Hudson dealers have added 
iliant new car to their Super 


a bri se 
ries! 


and Commodore Cystom Se 


“The amazing Pacemaker is 0 “step- 


down” designed car at a 
lower price!” 


“Wow there's twice as big 0 


, New Hudsons!” 
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ow have double the 
"4a" D  ¢ 
¥ 4K 


market for 


“Hudson dealers 0 | 
profit opportunity they had in 


dvan- 
has exclusive product 


“Hudson 
r at 


tages oftered by no other ca 


“Hydson offers three great cars for 


complete coverage of the rich, 


greater Hudson selling opportunity 


“This a 
year! 


is really the deal of the 


“Get set for a real future—gel 


. \" 
the facts on @ Hudson franchise Now! 
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